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sell Eveready Flashlights. 


SALESMEN—A great national advertising campaign is helping dealers 
And intensive advertising in all the important 





trade magazines is helping you sell Eveready Flashlights to the dealers, 
This is a reproduction of the current advertisement in trade papers. 


Displaying Eveready Flashlights started a 
steady tide of sales for Wm. F. Hanse and Sons 


ONLY a short time ago you almost 
had to have a search warrant to find 
the Eveready Flashlight and Battery 
stock in Wm. F. Hanse and Sons’ 
store in Freeport, N. Y. To-day the 
Eveready line is one of their good 
profit makers. Read what they say— 

“We handled Eveready Flashlights and 
Batteries for a number of years, to supply cus- 
tomers who came in and asked for them. 

“We kept our stock in a drawer behind the 
counter, and made hardly enough sales to war- 
rant our carrying the line. 

“One of your display cases with a few lights 
in it, placed on the counter, has entirely 
changed our attitude toward flashlights. In 
the last few months, since we have had your 
flashlights out where customers can see them, 
we have sold more flashlights than during sev- 
eral years put together. 


“And we have not only sold flashlight cases 





as never before; but our business on unit cells 
has increased in even greater proportion.” 

The newly designed and improved 
line of Eveready Flashlights is the 
most attractive, most satisfactory and 
fastest selling line of flashlights on 
the market. Ask your jobber’s sales- 
man to show you the line and explain 
the Eveready selling helps. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 
FLASH LIGHTS 
és BATTERIES 


they last longer 
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NEXT MONTH 


N CONNECTION with the annual 

Spring convention of the Electrica! 
Supply Jobbers Association at the 
Homestead Hotel, Hot Springs, Va., 
June 4 to 6, The Jonper’s SaALesMAN 
has planned an issue of unusual im- 
portance. 

There will be a comprehensive ar 
ticle on the question of whether a 
jobber should handle competing lines 
of products, or concentrate on one 
manufacturer’s line. Obviously there 
are advantages and disadvantages to 
both policies but to obtain an accurate 
survey on present-day tendencies an 
expression was solicited from every 
jobber in the country. 

From the tremendous mass of re- 
plies received an informative article 
has been prepared that should prove 
of interest to every man in the in- 
dustry. 


* aa + 


NUMBER of interesting conven- 

tion features have been arranged 
for next month, chief among which is 
the pictorial representation of “Old 
Time Stuff.” Although the jobbing 
branch of the industry is still “in its 
infancy” there is much of historical 
value and human interest in old pic- 
tures of veteran jobbers and their es- 
tablishments. 


* + # 


N PUBLISHING the statement of 

a Chicago jobber, under a picture 
of an attractive young lady last 
month, The Jopser’s Satesman had 
no thought of precipitating a dis- 
cussion as to the best looking female 
employe of a jobber but now that the 
battle is on we want to make it a good 
one. ‘Turn to page 18, read the de- 
tails and then send in your entrants 
for the prize. We will publish in the 
June number all photographs received 
by May 15. 
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Editor’s Page 


Business Conditions 
HERE has been a perceptible slowing up 
of business during the first three weeks of 
April which has Jed to many predictions 
of what the future has in store. 

One of the factors which has brought about 
the change was the curtailment in production 
schedules of certain automobile manufacturers. 
Another was the reduced buying of steel. Also, 
building construction has not made the gains 
expected in many sections of the country. 

‘wo of the important industries upon which 
increasing business activity was founded—-build- 
ing construction and automobile manufacture— 
have thus shown symptoms of weakening. ‘There 
is evidence that a contributing cause of the 
change has been the unsettlement of the public 
mind by political developments, including the 
progress of the Teapot Dome investigation, the 
rejection of the Mellon tax revision plan and 
passage of the Longworth compromise tax bill 
by the House, and uncertainty whether the 
Dawes Committee plan would bring early bet- 
terment of European conditions. 

We venture the suggestion that if the condi- 
tions could be analyzed to the limit the unsettled 
state of peoples’ minds which exists here and 
throughout the world might bé found to be a 
factor which makes for continued uncertainty 
i business. 

The picture, however, has its re-assuring side. 
Railroads are prosperous; and their activity is 
one of several indications that the volume of 
business on the whole still is, and will continue 
to be, enormous. A slight improvement is noted 
in certain lines of business, including the tex- 
tiles, which have been inactive. Except for 
ample stocks of goods in some lines, the under- 
lving conditions are not unsound, and the 
trouble is more psychological than physical. It 
has its basis in shaken confidence rather than in 
unsound economic conditions. 

There is no possibility of a repetition of the 
1920-1921 experience, as a few timid souls seem 
to fear; for there is not the basis in fundamental 
conditions for such an event. But it becomes 
more evident that liquidation and readjustment 
ave not yet been completed, and indications 
scem to point to a greater slowing down of busi- 
ness than occurred in the last half of 1923, un- 
«ss steps are taken to counteract it. 

Once more we must point out the fact that 
concerns whose profits in recent years have 
really come from rising prices alone must learn 
t) make profits from bona fide skill in manu- 


facturing or merchandising operations, or must 
succumb to keen competition and stationary or 
declining prices. 

* * * 


The Jobbers Convention 
Tie annual Spring convention of the 


Electrical Supply Jobbers Association 
will be held this year, June 4-6, at Hot 
Springs, Va. aoe 
There are so many important problems con- 
fronting the electrical jobber today that attend- 
ance at the convention should be the first 
consideration of every member of the associa- 
tion. 

One of the questions that should receive 
serious attention is that of maintaining radio 
sales during the summer months. Radio has 
become such an important part of the business 
of so many jobbers that any activity tending to 
prolong demand during the otherwise dull sum- 
mer period should be heartily encouraged. 

In keeping with its policy THr Josper’s 
SALESMAN will anticipate in its June issue, some 
of the subjects that are uppermost in the minds 
of jobbers today and it is hoped that the editorial 
contents of this number will have some value in 
bringing before the industry the views of some 
of its leading members. 

The electrical manufacturers also 


are COo- 


_ operating in making the June issue of especial 


value by their use of space to acquaint electrical 
jobbers with the latest developments in the 
manufacturing field. 

* * * 


Getting Central-Station Business 


HE'THER or not there is an increas- 
W ing tendency on the part of electric 

light and power companies to re-enter 
the merchandising field, the fact remains that 
central stations are becoming more and more 
important as customers of electrical jobbers. 

Many central stations buy directly from the 
manufacturer—some because their purchases 
for groups of subsidiaries make it economical 
for them to do so. But many buy from the 
manufacturer because they have never been sold 
on jobber service. 

The central station industry holds its annual 
convention this month at Atlantic City, N. J. 
Attendance at this convention should be the 
duty of every jobber who wants to understand 
the problems of this important group and who 
has a sincere desire to adapt his service to meet 
the needs of his customers. 
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0% of the electrically-lightec 
+ © homes in your community 
need Liberty Hot Plates 


Out of ten residents of electrically-lighted homes who 

because come into your store, nine need a Liberty Hot Plate. 95 
per cent have no electric percolator; 88 per cent no elec- 
tric toaster; 87 per cent no electric heater—or an average 
of 90 per cent who need the versatile Liberty. 




















You can sell ’em Libery Hot Plates—the guaranteed, valueful, 
high-quality hot plates that make a friend of every purchaser 
You know how many and how varied are their uses, how they 
combine with other utensils to fill a multiplicity of needs—boils, 
fries, toasts, takes the chill from a room. Veritable little elec- 
trical. “jack-of-all trades”! 





There’s a nice profit, steady turn-over and guaranteed customer 
satisfaction in selling Liberty Hot Plates—but here’s the big 
merchandising point: LIBERTY HOT PLATES ARE EDU- 
CATORS FOR MORE SPECIALIZED ELECTRICAL 
APPLIANCES. 


Sell ’em Liberty—get ’em started. The Liberty is a beginning 
that fits the purse. They’ll come back for the more specialized 
appliances. 





88” 


have no 
Electric Toaster 







or 







an average 
of 


90* 


have nothing equivalent 


There’s a style of Liberty for every pocket-book—priced from 
$2.50 to $16.65 retail. Show the complete line and you’re sure 9f 
satisfying every hot plate requirement. 


‘ourtesy 





to the 
Liberty Hot Plate 










Ask your jobber—or write us direct and we'll tell you how you 
profit TWO WAYS with Liberty. No obligation of course. 


The Liberty Gauge & Instrument Co. 


World’s Largest, Exclusive Makers of 
Electrical Hot Plates 


6545 Carnegie Ave : Cleveland, Ohio 





New York Office: Pacific Coast Officé 
114-118 Liberty St. 216 Byrne Bld: 








Liberty Hot Spot 


Leader of the Liberty line, and Aristocrat 
of the Sales Counter. A fast seller and 
sure profit-maker. $3.65 retail. $4.20 west 
of Rockies. 








Sturdy, long-lived, handsome. Built of 
steel, heavily nickeled, genuine Nickel 
Chrome heating element, deep groove white 
porcelain brick element base, standard two- 


New York City Los Angeles, C 
piece plug, six feet asbestos covered heater 
cord, black rustless detachable handle. 


Button feet. ty 


Guaranteed for one year. 
Approved by Good Housekeeping Institute ait io rs | Sa S 


LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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Make It 


The Summer Slump in Radio 


a Myth 


Is Not Inevitable—That Deep, 


Sharp Salient Can Be Pared Off—Concentrate 


on the 


HE lower curve in the diagram below has a 
strangely familiar look. And you will know why 
if you image the name Chateau Thierry to be 
written in at the extreme point of the salient. For 
months and months Chateau Thierry had been a thorn 
in the side of the Allies. 
permanent stopping point of the Germans—the inevitable. 


It was supposed to be the 


Along came a few thousand American soldiers, with lead- 
ers who recognized no inevitable. They looked the situ- 
ation over and said: 
it out.” 


“We hate dippy curves—let’s flatten 
“Impossible! It’s been there a long time.” 
This was a summer job, but the Americans did not wait 
on “static conditions” or because of lack of ionization of 
the atmosphere or because people are supposed to play out 
of doors all summer. ‘They went ahead systematically 
After it was all over the Allies 
wondered why it had not been done before. 


and flattened the curve. 
The answer 
was—new blood, new viewpoint, action. 


Dealer 


A similar situation confronts the radio industry today. 
The summer slump has been knocking a lot of the profits 
out of the business. But the sharp salient of the sales 
curve can be flattened out to a measurable degree if a 
Look at the curve 
again. The sharper and deeper the valley the more 
rapidly and easily it can be filled. 


sincere effort is made—starting now. 
Assume that there 
re 50,000 fair sized radio dealers in the country at pres- 
ent, and that is a conservative estimate, since one manu- 
facturer alone circularizes 30,000. And suppose that 
these 50,000 dealers through a little extra advertising, 
work, pep and confidence—and through your persuasion 
and encouragement—were to sell on the average an extra 
$200 worth of radio equipment apiece this summer (the 
equivalent of just two medium priced sets). That would 
be $10,000,000. Pour $10,000,000 into the valley in the 
curve and what is the answer? Chateau Thierry over 
again. 
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The Shaded Portion Represents Radio Business That Can Be Secured This Summer. 
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Out of all the encouraging and constructive letters that 
have been received by Tue Jopper’s SALESMAN in relation 
to this subject, a number of which are quoted in connec- 
‘ion with this article, there was just one which contained 
It was from a jobber who sells a 
of 


Asked to give his views and sugges- 


a note of pessimism. 


very considerable amount radio equipment under 
ordinary conditions. 
tions on summer radio he replied: “I thank you kindly 
for yours of March 31, but due to the fact that we are 
not specializing on radio to the extent of a good many 
other electrical jobbers I am compelled to decline your 
offer. I think the subject which you are going to edit 
is very constructive and [I will be very glad to secure 
information as to how anyone is going to sell a commodity 
which will keep people inside their homes during the hot 
summer months. Not being sold on the idea myself 
you can readily see how difficult it would be to write a 
constructive article on this topic.” 

It is this attitude that has caused the sharp summer 
decline in the past. If a spirit were always to prevail of 
the kind implied in the above quotation the summer slump 
inevitable. 


would be Fortunately, however, it is the 


exception rather than the rule this vear. Most jobbers 


are planning to do something —the manufacturers a 
great deal. 

The dealer is the focal point. That ridiculously small 
extra quota of $200—two medium priced sets per dealer 
The arguments to be used 


They will 


is going to do the trick. 


with the dealer were outlined last month. 
bear repetition. 

(1) 
Improvements in receiving sets. 
(4) 


Presidential election campaigning. 


(7) 


(2) 


New portable types 


Increased power of broadcasting stations. 
(3) 
Increased interest in sport pro 
(6) 


Radio an incident 


for vacation trips. 
(5) 


Lower prices on sets and tubes. 


grams. 


in daily life. (8) Public educated to discount the sum 
mer static bugaboo. 

Every branch of the trade should get behind the slogan 
“RADIO ALL SUMMER LONG.” It will help to erys 
tallize effort. It should be put into every advertisement, 
letter and piece of mail matter that the dealer sends out, 
and in that way produce an effect upon the public mind. 
At the same time the slogan should be used by the jobber 
in every form of communication with the dealer. 

Manufacturers are uniting to create summer sales for 
their dealers and the support of the broadcasting stations 
from coast to coast has been solicited, but it is of vital 
import that the distribution channels be kept active and 
clear, and that the dealer, jobber and manufacturer con 
tinue to advertise radio as a summertime means of enter- 
tainment and enjoyment. With all branches of the indus 
try working together, a summertime demand for radio 
apparatus can be created. Not many years ago, less than 
7 per cent of the automobiles were sold to the consumer 
during the wintertime. Organized effort on the part of 
the manufacturers has changed conditions and_ public 
opinion on winter driving, and now about 45 per cent of 
the automobiles are sold during the wintertime and about 
55 per cent during the summertime. 

While it is an admitted fact that it is more difficult to 
receive during daytime than during night time, and that 
the days are longer in summer than in winter, point out 
to the dealer who holds this point of view to the point 
of utter discouragement that broadcasting stations have 
been increasing their power since last summer and that 
we now have inter-connected systems of broadcasting 
which have greatly increased the usefulness of any type 
of receiver over that of a year ago. 

The radio or managing editor of every local newspaper 
is eager for authentic information (Turn to Page 77) 





RADIO CORPORATION 
OF AMERICA 
,208 BROADWAY 
NeW YORK 


DAVID SARNOFF 
1208 PRESIDENT AND ORNERAL MARAORR 


April 11, 1924. 


Mr. Henry W. Young, 

Electrical Trade Publishing Co., 
53 W. Jackson Bivd., 

Chicago, IIl. 

Dear Mr Young: 

The slogan "Radio All Summer Long” to be featured by the industry 
éuring the ensuing three to four months has, in my opinion, ample justifi- 
cation, particularly when one takes into account the present market condi- 
tions, the improvements effected in broadcast transmission and reception 
during the past twelve months, and the ever-growing popularity of redio as 
a means of entertainment and education. 


Going back a little, it is not difficult to account for any de- 
cline in radio sales which may have been experienced during the past two 
eummers. In the summer of 1922 the industry had taken its first infant 
eteps, there was only a handful of broadcast stations, and the technique 
of the art was not so well understood by those engaged in selling - much 
Tess the prospective customer. 

Now, however, the Nation is served by more than 500 broadcast 
etations of increased power and efficiency; improved methods of reception 
have been devised, so that practically everyone is enabled to enjoy the 
benefits of radio from one or more stations throughout the summer months. 
With thie more favorable situation it ie fair to state that the volume of 
business effected during the forthcoming summer period will largely depend 
upon dealer activity, for otherwise the stage hae been set for a continuing 
and profitable business. 


It is true, of course, that the mind of the average individuel 
is diverted towards outdoor sports and recreation during the warn weather 
period, but«there is no reason why at the close of the day radio entertain. 
ment should not have the same appeal to thet class of people thet it has in 
the wintertime. Then again, the universe] interest in summer sporte, parti- 


ularly in beseball scores, makes it imperative that the radio receiver be 
kept in operetion throughout the year. 





Bven the requirements of those who move to the seashore, to the 
country or the mountains have now been fully met, for thespast twelve months 
hes witnessed the development of very efficient redio receivers requiring 
no aerial or earth connection, which operate from dry batteries and which 
may be transported from point to point in an automobile, With the develop- 
nent of these new types of portable and semi-porteble receivers, broadcast 
reception also becomes an outdoor sport, for few yet realize how much enjoy- 
ment portable types of receivers can offer them on their automobile tripe 
thelr picnics, or while out in their motor or sail boat. 


The field for ;rospective sales among this clase of customers is 
indeed very large. We should not forget, however, that there are a great 
many people who, through business reasons or other circumstances, are required 
to remain at their posts or in their homes throughout the summer months, and 
above all those so stetioned need the enjoyment that summertime radio offers. 


During the summer of 1923 many radio dealers maintained a good volume 
of profitable tueiness under conditions somewhat less encouraging than those 
which now exist. Several instances have been brought to my attention where 
house to house canvassing, increased advertising, direct by mail circularizing 
and home demonstrations have been em,loyed with considerable success; and with 
the improved conditions now existing in the industry it can be stated with 
assurance that redio dealers will by energetic effort secure « greater volume 
of business curing this summer than in any similar period since the inception 
of the industry. 


As I eee the situation, the manufacturer has coordinated the techni- 
cal elements and provided the types of merchandise which now meet every possible 
requirement of the consuming public. It is the duty of the manufacturer to 
inform the consumer through nation-wide edvertising and the dealer through 
local advertising of the capabilities of the various types of radio receivers 
now offered, to point out the enjoyment and education available through the 
ownership of # radio receiver, The dealer should follow up this campaign dy 
snergetic selling effort. With this cooperation on the part of the dealer, I 
am confident that we will emerge at the close of the summer period with a 
most satisfactory volumé of sales, demonstrating once and for all that radio 
is an all-year asset to our national home life. 


Already a large number of radio dealers are preparing to enter the 
coming summer with agressive selling campaigns. It only remains for all of 
then to go after prospective business with increased vigor, and thue demon- 
strate the fitness of the expression "Radio All Summer Long". 


Very truly yours, 


Bran fury 
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Building Business Off 
the Beaten Path 


How a Kitchen Lighting Campaign Has Been Organized in Our Terri- 
tory and Results Obtained—Present Status of Such 
Campaigns Throughout the Country 
By KENNETH LINDSAY 


Sales Manager, Terry-Durrin Co., Cedar Rapids, Ia. 





Ree tenon results through the inauguration manufacturer all set to co-operate in the campaign. 





of Kitchen Lighting Campaigns have _ been The first step in actual performance then is to sell 
achieved in many parts of the country. the central stations on the idea and get them to work 
Believing that they not only on one or a combination of 


bring tangible returns in the PLECTRICAL JOBBER the plans that have been de- 


way of immediate sales but vised for them. This work is 














































































































are instrumental in an indi- | done through our regular 
rect way in stimulating the — salesmen, with the co-opera- 
whole lighting business, we — — —____ tion of the supplier’s repre- 
have entered upon such a cam- CentraL] |Central] | Central Central sentatives and that of the 
paign covering the principal aa Sra hep ae ay writer in special cases. This 
part of the state of Iowa. On , has not been found difficult 
April 15, the date of this 7 a at oe we in our territory, the basis of 
writing, the campaign had Regu oe Womefrs Servic, our approach being primarily 
been under way about six Central ales @lub.or of all the famous 14 points in favor 
weeks and roughly the drive never Force pon Snel Sta. of the Kitchen Lighting Com 
eh puoyees ; 
will be for a period of approx- | " | paign, which are: 
imately 90 days. To date, 1 L = 1. Increase your gross rev 
5000 units have been sold and Regular Straight i Wl “7 ak enue. 
10,000 units will be a fair es- GraNS Specialy | Commission pecia izes pecial aes 2. Educate your custom 
timate of the immediate sales and Prizes Bonuses Bonuses ers to better light. 
outcome of the campaign. | | | 3. Larger lamps are more 
In mapping out and follow a | efficient — your customers 
ing through on the campaign Giyen a therefore get more for their 
we work almost entirely ey Tver “ pete dollar. 
through the central stations Nome On thy to sel t. Raises the general av- 
a : trough re ee 
as the logical factors in the T Frien erage of lighting throughout 
promotion of the plan. Count- | ihe home. a 
ing both independent and syn- 5. Idea of better lighting 
dicate companies some 20 cen- PRY ig gr re bute for spreads to stores, ete. 
tral stations are now at work, pene tt igh 1 mit Seen 6. Increases your lamp 
representing 30 active central Chart Showing Four Plans for Kitchen Lighting sales. 
station points and embracing Campaign. 7. Removes glare and 
1 far greater number of towns. gloom from the kitchen—the work shop of the woman 
The reason we have concentrated upon the central of the home. 
station rather than the contractor and dealer is be- 8. Paves the way for more campaigns to follow 
cause, when once thoroughly sold on the plan, they you have sold a service—not a fixture. 
possess the greatest of all assets for carrying it out 9. This added load does not involve added invest- 
successfully—the meter list. The contractor and dealer ment in transformers, meters, ete. 
figure in the plan as will be shown later, but to insure 10. Sales cost — advertising cost — cost of hanging. 
every lighting prospect being seen, and with the least  ete., all in selling price of unit. 
lost motion the meter list seems to us to be the very 11. Promotes sale of glassware and fixtures. 
foundation of the campaign. 12. Builds good will for your company. 
It may interest the readers of Tur JospBer’s SALESMAN 13. Builds profits for your company. 
to follow step by step the details of the plan, assuming 14. Put one in your own kitchen today. 
f course that every one of our own sales organization When a central station has agreed to enter actively 


has been thoroughly sold and inspired, that they have upon the campaign, a plan is followed which best fits 
met together and been thoroughly instructed on every the conditions. Roughly speaking there are four gen- 


letail, that the particular unit has been selected and the eral plans that may be followed, with perhaps a com- 
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bination of them in some instances. An attempt has been 
made to visualize them in the accompanying diagram. 

In plan No. 1 the central station uses its regular sales 
force, giving them, in addition to their regular salaries, 
special bonuses and prizes. Plan 


employment of a special sales 
force, working on a straight 
commission. One central sta- 
tion company puts on 15 spe- 
cial salesmen. No. 8 contem- 
_ plates the co-operation of the 
Women’s Club or Legion 
Auxiliary in a town, giving 
straight commission on sales 
and in addition special prizes 
and bonuses. This has worked 
out very successfully in a 
number of places. Also it can 
obviously be worked in con- 
nection with plans No. 1 and 
No. 2 by districting and rout- 
ing so as to not conflict with 
the other agencies. Plan No. 
4, to get all the central station 
employes to working indepen- 
dently selling units to their 
friends on a commission basis 
with prizes and bonuses - to 
keep up interest, has been 
very productive and is gener- 
ally followed as an activity 
supplementary to the main 
plan, and has been found not 
to interfere seriously. 

In addition to getting a 
sales force actively into the 
field, the central station com- 
pany undertakes to awaken 
public interest in the cam- 
paign through as many as 
possible of the following 
agencies: 

Bill board advertising. 

Movie slides. 

Broadsides (secured at cost 
through the supplier) which 
are mailed in the large cen- 
ters, but distributed from 
door to door in the small 
towns. 

Newspaper advertising 
splash just before campaign 
starts. 

Window and counter dis- 
play of a large number of 
units in its own store and win- 
dows also as far as_ possible 
in contractors’ windows. 

Signs worn on the backs of 


meter readers worded —‘Daylight your Kitchen.” 


Large signs on all the 
wagons; where the central 


Electric signs. 


No. 2 involves the soon conveyed to every inhabitant 








Status of 18 Recent 
Kitchen Light Campaigns 


HE Ohio Public Service Co. had a cam- 

paign in February, 1928, and sold 3599 
units in four weeks. ‘This was the first suc- 
cessful central station campaign. Units 
purchased through Erner Electric Co., job- 
bers. Later bought 2000 units through 
Western Electric Co. Altogether to date 
they have sold 11,882 kitchen units. In 
wiring campaign at Mansfield, 190 of the 
newly wired houses were immediately 
equipped with kitchen units. 

St. Joseph, Mo., sold 1442 units in three 
weeks campaign in November, 1923. Recom- 
mends campaigns in spring or summer so 
current consumption will not be reflected 
too strongly on the bills. 

Adirondack Power & Light Co. had two 
campaigns. The first in Schenectady only 
sold 1184 units in two weeks in October, 
1928. Second campaign throughout terri- 
tory, including Schenectady, sold 6092 units 
in five weeks in January and February, 
1924. Company is continuing sales of 
kitchen units as regular appliance, 

Nebraska Power Co. has sold 2470 units 
to date. Expects to sell 6000 in campaign 
which is in progress at this writing. 

United Water, Gas & Electric Co., 
Hutchison, Kan., sold about 800 in October 
and November, 1928. Another campaign 
projected for this summer. 

Empire Gas & Electric Co. sold about 
1000 units in Geneva during midwinter. 

West Penn has sold about 5000. 

Potomac Edison Co., Cumberland, Md., 
just starting. 

Milwaukee sold about 5000 net. Plans 
continuous activity. 

Public Service Co. of Colorado, sold 3516 
in 30 days in Boulder. 

Boston Edison Co. sold approximately 
4000 units in small towns outside of Boston 
in four months’ canvass. Sales run between 
20 and 25 per cent of residences. 

Columbus (Ohio) Ry., Power & Light Co. 
sold 1701 units in five months. Are carry- 
ing on continuous activity and expect to 
saturate terriory. 

Peoples Power Co., of Moline, sold 800 
in first campaign and is going to have an- 
other in which the quota is 1000. 

Wisconsin Power Co., of Madison, sold 
1700 and expects 10 per cent saturation. 

Louisville sold over 3000. 

Bartlesville, Okla., sold 424 in January 
and February. Expect to start another 
campaign in fall and sell 300 more. 

Continental Gas & Electric of Omaha sold 
390 units their first week. Campaign still 
going. 

Hartford reports sales of 6000 units. 

Southern Canada Power Co., January 10 
to February 9, sold 1261 units or 68 per cent 
over quota. 





company’s trucks and _ fixtures in other places. 





Every electric light bill stamped with the slogan 


With all these various publicity agencies at work, in 
any city of ordinary size the Kitchen Lighting idea is 





at least they all 
remember the slogan and are 
ready for information. 

The unit used in_ this 
campaign retails for $7.50- 
75 cents to $2.00 down and 
the balance at the rate of 
75 cents a month added to the 
light bill. There is a 10 day 
free trial offer also attached. 
Experience has proved, how 
ever, that an extremely smal! 
percentage of the units come 
out after they have once been 
installed in the kitchen. 

Commission to the salesman 
and to the club workers i; 
from 75 cents to $1.50 per 
unit. After deducting for ad 
vertising and overhead the 
central station, buying 
through the jobber, is able to 
come out with a very fair 
profit on the unit, hundreds 
of lamps are sold and the wat- 
tage in the majority of cases 
is increased 100 per cent. In 
view of these facts it is read- 
ily understood why the most 
whole hearted co-operation is 
secured from the central sta- 
tion companies. 

With the sales organization 
ready for action a card list is 
given to every salesman made 
up from the meter list. Not 
a single householder’ with 
electric light connections is 
missed. The cards are divid 
ed up into districts. They are 
routed in an orderly way, so 
that the salesmen proceed 
straight through the territory 
without loss of time. It is not 
a house to house canvass, witli 
the vast percentage of wasted 
effort. Every metered home 
is a live prospect, the women 
of these homes know in ad- 
vance something of the plan. 
The salesmen who enter com: 
as representatives of the light 
ing company and are granted 
a hearing and a demonstra: 
tion. In a great many cases 


an opportunity is given to sell high power lamps and 


Where the Womens’ Club or 


station also owns the Auxiliary has taken hold the results have been excep 


street cars, large signs painted on cloth are put on the tionally good. Most organizations of this kind are 
raising money for one 


outside of every car, bearing the slogan. 


(Turn to Page 94) 
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Do You Know It All? 





Real Advancement Comes from the Proper Use of Spare Time. How to 
Learn from the Other Fellow 


By FRANK FARRINGTON 


OU may think the above an impertinent question. 
I think it is a pertinent question. I believe it is 

very pertinent to a salesman’s success that he con- 
sider whether he is in the position of thinking he knows 
ill he need know about the jobbing of electrical merchan- 
dise and supplies. 

In going over your territory time after time you en- 
counter the same salesmen in other lines repeatedly and 
of them 
just picayune peddlers who have for years been call- 
They 


getting today just about the same business they got 


vou come to know them. You note that some 


ing on the same small trade in one line or another. 


it first and just about the same pay. 
What is the explanation of these men’s failure to ad- 


vance? Failure to increase their sales, of course. They 


would like to sell more goods. They are even anxious to 


sell more. The trouble is, they don’t know how it can 
be done. 
They have had experience, years and years of it, and 


they have learned something by that experience. The 
others have 
learned faster and these fellows find themselves falling 


trouble is that in learning in that slow way, 
behind in the race. 

So it is plain enough that if a salesman is to keep up 
with competition, to say nothing of getting ahead of it, 
le must learn faster than others. He must go outside 
of the mere experience that all are getting and try to 
learn by additional means. 

When a salesman gets to feeling that he knows all he 
needs to know about salesmanship in his line, he might 
is well begin to pad himself for a fall, because he is going 
to commence right away to slip. 

If you know an electrical jobber's salesman who has 


failed, study his case. You will probably find that he 


tried to get along on his own brains alone. He hasn't been 
willing to accept outside advice or even to admit that 
anyone else could tell him anything about his own 
business. 

He has scoffed at the idea that any lecture or book on 
salesmanship could give him any information. How could 
anyone outside of his business know as much about selling 
“What could one of these 
trade paper editors or business book writers know about 
stuff to the this 


You know men who have maintained that 


electrical goods as he knew? 


selling electrical retailers? Nix on 
theory stuff!” 
attitude 


When you have considered the case of the jobber’s 


and have failed. 


salesman who proved a failure, study the case of one who 


has been successful. The succeeded are 


men who have 
the men who have been willing and anxious to learn 
more—from any source. They have sought information 


wherever it might be found. They have listened to what 


anyone might say about selling methods. ‘They have read 
whatever literature they could find about selling. They 


have even realized that outsiders may know something 


they do not know about the business. You have heard it 


said before now that the man on the side lines is the one 
who sees most of the game. 
The most successful business man I ever knew, and I 
think it might be said, the most successful salesman, for 
Patterson, 
at the 
an 


After spending 37 


he was a salesman above all else, was John H. 


president of the National Cash Register Co. time 
of his death 


years in the development of one of the great commer 


about two years ago. 


cial successes of the country, it would seem that if any- 


one was entitled to think he knew enough about his 
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business, Mr. Patterson was such an one. But Mr. Pat- 
terson himself would have been the last to claim that he 
knew it all about the cash register business, or that he 
knew enough and need no longer bother to learn. 

When you came into contact with Mr. Patterson, it 
was not to be allowed to tell him what a remarkable man 
he was, not even to find out what he knew. It was to be 
given a chance to tell what you knew. There must be 
something you knew that he did not know. He wanted 
to find out what it was. If you were seated next to Mr. 
Patterson at a dinner, it was not that he might entertain 
you, it was not that you might entertain him with small 
talk. 


had brains or not, and what there might be in your brain 


It was to give you a chance to show whether you 


that would interest him. 

Here was an executive who wanted to get the ideas of 
as many people as possible, within or without his own- 
business field. He went to the best men in the country. 
He combed the land for men who had knowledge that 
would be useful to him. In the same way he searched, 
or had searched, all the business books and periodicals 
available for ideas that might be of value in his business. 
Mr. Patterson’s method was to learn and to keep learn- 
ing—from others, not merely from personal observation 
and experience. Many times I have heard him say that 
he expected to go to school as long as he lived, meaning 
that he would always seek for information applicable to 
his needs. 

So much for the example offered by a great business 
executive. How much more important for the electrical 
jobber’s salesman, with a long way still to go before be- 
ing entitled to regard success as assured. 

It is a good deal of trouble to learn a business thor- 


oughly. It involves spending time in study and in listen- 


ing to discussions that are far from exciting, when on 
would much prefer to spend that time at the movies, 
perhaps reading “Mushy Stories,’ “Fiery Fiction” o 
“Hollywood Hop.” 

The real advancement a salesman makes must be due t 
the way he spends his spare time, not to the way he spend 
his actual working hours. The gain you make in eff 
ciency through the experience of selling and calling o: 
the trade, is just the normal gain necessary to keep yo: 
from going backward. All your competitors are makin, 
that much gain. You are not in that way getting ahead 
of the field at all. If you want to pick up a lap on th: 
rest, you must do it by advancing yourself through spar: 
time efforts, through studying the business. 

You never can make yourself much of a success jus' 
by what you evolve from your own unaided brain. You 
need to call in the help of the other brains that ar 
available. 

When you meet another salesman, no matter in what 
line, visit with him about selling experiences and meth 
ods rather than about hotels and eating places and shows 
Every other salesman, even though much your inferior in 
ability, knows something you don’t know about selling. 
You can learn from all of them if you will give them a 
chance to talk, instead of doing all the talking yourself. 
You don’t learn by posing as a wise guy. It is very pleas 
ant to take the position of the parson in Goldsmith’s “De- 
serted Village,” of whom the familiar quotation says: 

“And still they gazed, and still the wonder grew 

That one small head could carry all he knew.” 

But you learn nothing in that way. The learning is 
all done by the other fellows to no advantage for you. 
Get into an exchange of ideas with other men and profit 
by what vou learn. (Turn to Page 92) 
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C’mon Ol’ Lop-Ear! 


edges. 


to take sides, and be sure it’s your side he takes, 
you'll have him rooting like mad in the ninth. 
a well-played game. Atta boy! 








Hardluck Sam’s Philosophy — Vision 


N A skinned diamond, beside a country road, two small town 

baseball teams are battling for supremacy. z 
highway there passes car after car filled with Sunday tourists. As 
each auto approaches the ballground, the attention of its occupants 
is attracted to the game by the noise, the uniformed figures dart- 
ing to and fro, and the crowds of spectators lined against the 
wheatfield beyond. 

Just a flash—ball game, shouting, running men, clouds of dust 
on the base-lines—then the car rolls on to fresh scenes. 
how different if you leave the road and park under the trees be- 
hind the plate! 
antecedents, special abilities, physical defects, and dispositions of 
all the players. 
the road for the partisanship of the sideiines, you find yourself 
pulling for one team or the other. 

This is one kind of vision of a very high value—seeing it all. 
A flashing view is nothing, you are sold only when you are in the 
thick of the argument, in direct contact with every angle and 
phase of the struggle. 
terest grows exciting, it is followed by desire, which eventually 
blossoms into action. 

Now, suppose you are facing a prospect. 
Vision. 
never see it until he gets right down with you and wallows in it. 
Don’t let him breeze by your proposition like the car past the ball game, or walk stiff-legged and aloof, all around the 


Lure him to a nice, shady seat, where he can see all the bases, then make it so interesting and snappy he just has 
That is where your salesmanship comes in. 
The old fountain pen and the dotted line become mere incidentals to 


Along the dusty 


But, oh, 


In twenty minutes you know the nicknames, 


Still more wonderful, you lose the neutrality of 


Proximity awakens interest, when the in- 


You have a glorious 
Unless you can make him see it, you lose, and he will 


If you are there, 
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Credit Side of Selling the 
Industrial Trade 





A Different Perspective Involved in Judging the Credit of Large Industrials 


of doing business with industrial plants, is the 


I T IS generally believed that the most attractive aspect 
absence of credit risks and losses. 


This assumption may, however, be carried too far, and 


should the jobber try 
to eliminate the ex- 
pense of a credit de- 
partment in soliciting 
business from _— such 
plants, he would, no 
doubt, lose by bad ac- 
counts, more than the 
amount saved in de- 
partmental expense. 

Our company is 
practically a “mill sup- 
ply house” specializing 
in electrical material— 
that is, it sells mostly 
to mills and_ plants 
having their own elec- 
trical departments and 
has a limited dealer 
trade and no retail 
trade. Under the cir- 
cumstances many 
would consider that 
our risk of credit loss- 
es would be less than 
those of a house sell- 
ing exclusively to the 
dealer and contractor 
trade. 


We subscribe how- 


ever, to ever available agency giving credit information 
on industries and have to scan papers of other trades 
vigilantly in order to be abreast of credit developments, 
ind it requires constant alertness to keep in touch with 
the financial condition of so many diverse industries. 

When you sell dealers and contactors you are operating 
n your own trade and by ordinary care you can remain 
nformed of the credit condition of your customers; you 
can always ascertain the names of their other sources of 
supply and you are competent yourself to judge the per- 
onal efficiency and integrity of your customers and of the 
alue of their stocks, organizations and equipment. 

You know what risks you are taking, and can readily, 
rom numerous channels, learn almost every detail con- 


Than of the Contractor and Dealer Trade 


By McKEW PARR 
President Parr Electric Co., Inc., New York, N. Y. 


altered. 




















large office building that bears his name 

and you see a long line of substantial fac- 
tory buildings, humming with life and perhaps 
running day and night. Possibly it is a ship- 
ping concern with huge terminals and valuable 
water fronts and dozens of imposing freighters. 
Everything points to an absolutely safe risk. 
Is it? Not alwavs, and when anything goes 
wrong in most cases only the large bank-—the 
first creditor—knows in time. Usually the 
supplier is unsuspecting until the attorneys 
for the customer call in the reporters for a 
statement to the press. The life of a credit 
man for a house selling industrial plants is not 
the “Life of Riley” as compared with that of 
his brother in the contractor field. 


eee 
be find that your customer occupies a 








erning their stability and progress. 


imposing freighters. 


account. 


slowed up on his payments. You 


When you set out to pass upon the credit of industrial 
plants, your position and your perspective are much 
Your prospective customer is in another line 
of trade of which you know nothing and your position 


as a minor supplier 
does not permit you to 
ascertain the vital 
facts of this financial 
situation. 

You turn to the mer- 
cantile agencies and 
find your customer 
rated “AA Al” and 
you learn from the 
agency reports that 
there are bonds and 
mortgages and _ pre- 
ferred stocks and sub- 
sidiary issues and that 
the balance sheet fills 
a typewritten page 
and shows great cash 
assets and but few ac- 
counts payable. 

You find that your 
prospect occupies a 
large office building 
that bears his name 
and you see a long line 
of substantial factory 
buildings, humming 
with life and perhaps 
running day and night. 
Possibly you are look- 


ing up a shipping concern and you learn that it has huge 
terminals and valuable water fronts and dozens of great, 
Or mayhap it is a large chemica! 
manufacturer and you see whole trains of his own private 
tank cars entering and leaving his plant. 

You make inquiry and you learn that your prospect 
invariably discounts his bills and you decide to open the 


Everything goes along merrily and after a while vou 
consider such a plant as an absolutely safe risk. You pass 
a large order for special material not subject to cancel- 
lation by you on the factory—perhaps for some thousand 
of dollars worth of special panelboards, or of unusual 


cables and then you perceive that Mr. Customer has 
(Turn to Page 88) 
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How a Chicago Jobber Sells Better 
Lighting Equipment 


Modern Lecture Room Used to “Show ’Em How” 


By A. L. ARENBERG 


Manager Lighting Division, Central Electric Co. 


HEN we the channels of distribution 


of various items in the electrical line, we dis- 


review 


cover a great many which are handled through 
the “jobber—dealer—consumer” outlet, but we also find 
a large number that go direct from manufacturer to user 
without ever passing through the hands of the jobber 
and dealer. 

All manufacturers who are interested in doing a large 
volume of business realize the difficulty and hazard of 
building up a tremendous sales organization and handling 
thousands of small accounts, and in almost every instance 
would be glad to handle their goods through the jobber 
if the jobber really functioned as a constructive sales 
organization. And when we say “constructive” we do not 
merely mean active in securing orders in competition with 
other jobbers but we mean rendering a real educational 
service to the customer. ‘To do a constructive selling job 
the jobber should actually create a demand for new, more 
and better electrical supplies, fixtures, apparatus and 


appliances. This can only be accomplished by having 





Illumination Lecture Room of Central Electric Co., Chicago, With Accommodations for 70 to 100 People. 
Equipped With Charts, Foot-Candle Meters, Blackboard and 10 Styles of Equipment. 


the sales organization familiar with the technical phas: 
of electricity and then going out to show the custome: 
how he can get better results by using the proper materia! 

The lighting field is one where there are great oppor 
tunities. 
take a list of the jobbers located in the town and als: 
those who have representatives traveling through that 


If one will go into any small or large town 


town, call on several prominent architects and ask them 
how many men from those organizations actually come to 
them with new devices and definite suggestions for their 
use, he will find a surprisingly low percentage of th: 
jobbers’ men are actually in touch with architects and 
consulting engineers who specify material. 

One way of increasing the contact between the jobbers 
architects, engineers and consumer is to actually get thes: 
people into the building of the jobber and present articles 
in an attractive way with definite suggestions for their use 

To bring these people into our building we hav 
arranged a lighting demonstration room in which w: 
give lectures to groups of 40 to 100 (Turn to Page 84 
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Kenneth Lindsay, Sales Manager, the 
Terry-Durin Co., Cedar Rapids, Ia. 
Who Gives Views on Six Major Prob- 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 














Hiring and Training Salesmen 


r | YHIS company does not make it a rule to select its 
salesmen from its own inside organization. Nor 
does it invariably go outside of the organization 

for recruits. The idea is to get a man where we can find 

him, provided he measures up to certain qualifications 
which we deem essential. Foremost among these is that 
his experience has provided him with at least an elec- 
trical background. It is expensive and uncertain to select 

a salesman from some other field simply because he is 

a good salesman in that field. It takes a long time to 

teach such a man enough of the fundamentals of elec- 

tricity so that he can think in terms of electrical products 
and really know what he is about. 


Excellent material out of which to make a jobber’s 
salesman is the electrical contractor. By this is not 
meant any contractor but the one who is by natural bent 
a salesman, who has been in the contracting business long 
enough to know its problems and who has a real desire 
to get out of it and into sales work on the other side of 
the fence. 


Having secured a new salesman we believe in grounding 
him thoroughly on every phase of the inside work before 
he is sent out. This is done no matter what his past 
experience has been. It is our aim to sell him the house 
and its policies first. To this end he is put through a 
regular course or schooling in all of the inside depart- 
ments from the stock room up. This is of several weeks 
duration. 

A stunt that I have found helpful is the preparation 
of 12 exhibits in the form of heavy pasteboard cards about 
+ ft. high by 21% ft. wide. Upon these are mounted every 
‘onceivable kind of data which will visualize to the sales- 
man specific points in sales work which we wish to 
mphasize. There are diagrams and charts, literature 
ringing out the selling points of various lines, advertis- 
ng campaigns, testimonial letters from the field as to our 
ervice, order blanks and routine forms of all kinds, im- 
ortant articles from the trade press, etc.,—all arranged 








on the 12 exhibit boards so that they can be referred to 
easily. .n lecturing to or instructing salesmen it is much 
easier to refer to these charts or exhibits than it is to try 
to select a piece of literature or a form to illustrate the 
point in hand from a miscellaneous pile of manuscripts, 
or from drawers and envelopes where they ordinarly 
collect. | 

As to turn-over in salesmen, when the men decide to 
come with us it is after due deliberation and an intent to 
stay in most cases. Once with us we try not to burden 
them with detail and “system.” 
pression, borne out by considerable observation that sales- 


We are under the im- 


men are frequently pestered with so much detail of this 
sort— a form or a report of some kind every time they 
turn around—that -they become discouraged and feel that 
they are losing their individuality. 

“Keep the men in a good humor” is the main thing. 
Make them business managers in their respective terri- 
tories and on most questions let theirs be the final word 
That is largely the principle we fol- 
low and we are not troubled with a high turn-over as the 


in those territories. 


result. 
Selling the Salesmen on the House’s Lines 


Naturally much in this line can be accomplished through 
the factory salesmen. When the factory man comes into 
our territory to render assistance it is our desire that he 
come to the house first before going into the territory. 
Sales assistance that he may render will go for nothing, 
if he is not first informed of the exact condition of our 
stock. Fortified with a knowledge of our stock and our 
policies he can then go into the territory with our men 
and give them a vast amount of assistance and real in- 
struction which will get them enthusiastic over the line 
in question. 

In the case of all specialties we endeavor to have a 
factory man with us at least once a year. 

To get the men more thoroughly sold on the house and 
the lines we frequently bring in speakers to talk to us 
from fields absolutely foreign to the electrical business. 
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These men are successes in their own line of work and 
their talks seem to put fire under the boilers for all of 
us. Naturally then we try to go out and emulate their 
success in our own line of endeavor. 


Backing up the Salesmen 


One of the best helps that we have is our loose leaf 
These sheets 
in. to go in a ring binder with flexible 
These sheets are arranged according to 
the pages of our regular catalog, giving net prices or dis- 
We are not averse to publishing our 
Every salesman has this book and 


price service. This we believe is unique. 


are 314 by 514 


leather covers. 


count schedules, 
prices to the world. 
also every important customer who expresses a desire for 
it and will keep it up. The sheets are reprinted and sent 
out whenever there is any important change of price on 
any item. Sheets are sent out on the average every 
week or 10 days—sometimes every few days. Nearly 
600 of our dealers have this service and that alone is a 
very good way of keeping constantly before them. This 
service has been in effect for seven years and we feel that 
it is invaluable. 

In addition we get out a “bargain counter sheet’? from 
This 


goes to our whole list and the salesmen find it to be a 


time to time on items that are beginning to drag. 


constant stimulant to the trade. 

Another bulletin covers fast moving items, which is 
sent to over 3,000 contractors. 

The Dodge reports on building conditions in Iowa and 
also a clipping bureau service on such projects are care- 
fully gone over and the information gained is supplied to 


the salesmen in a form that they can use. For instan 
a salesman goes into a town and finds a contractor w!) , 
maintains that things are dead and no new work going o 
By means of the reports supplied him the salesman ;, 
numberless cases can point to specific jobs on the fire 
the moment in the town. 

Whenever we stock new articles the salesmen are se1 
complete information. If an entire new line is taken 0) 
all the salesmen are called in to go over every point. 


Prices and Competition 


In the main we do not recognize competition or com 
petitive prices as a serious obstacle. This for the reason 
that we handle high grade lines, priced fairly and ser\ 
iced the best we know how. If we cannot sell on thiat 
basis we do not deserve to, therefore we go about our 
business and sell our products without paying much at 
tention to competition or discussing it one way or the 
other with our trade. 

Salesmen are active on our whole line. The more proti 
table items naturally get the most attention because ther 
is more discussion and correspondence relative to them 
and frequently prizes are offered for short periods of 
time when we wish a certain product to be pushed with 
great energy. For instance, for 60 days there may b: 
cash prizes offered to the salesmen on lamp contracts 
Another 60 days it may be on appliances. There are 
usually three or four of these contests in a year. The 
prizes are all cash, the salesmen are handicapped, credits 
on the point basis and charts are made up to show dail 
and weekly progress to the contest. (TJ'urn to Page 82) 





N THE first four articles entitled “Eternal Problems of 
I the Sales Manager,” running in the JoBper’s SALESMAN 

six specific questions were asked. The answers, coupled 
with information along the same line gathered from various 
sources, brought out certain points very clearly and 
definitely. It is safe to say these points amount to actual 
tendencies or changes in the jobbing business. 

First there is the decided trend toward compensating 
salesmen by means of a share in the actual dollars and 
cents business done by the firm during the year. Opinions 
expressed on this point indicate a desire to get away from 
the cut-and-dried salary and expense method and _ provide 
a powerful incentive for the salesman to get every bit of 
business possible out of his territory. As a further in- 
ducement, many firms are adding bonus and prize systems. 
rhis enables the house to “bear down” on certain special or 
seasonable lines at opportune times. 

In “working” the salesmen there is a noticeable ten- 
dency towards increasefl responsibility on the part of the 
jobber’s salesman. He is today encouraged to rely more 
on his own judgment, with results as the gauge of his 
efficiency. The “bogey” or quota system is being rapidly 
extended on a pro rata basis to individual salesmen, lines 
and territories. All these things are evidently being done 
in the belief that a definite goal to strive for is the best 
help that can be accorded the man who is out after busi- 
ness. 

Another keynote is that the sales and credit departments 
are being speedily drawn to a closer and more friendly 
relationship amounting to the virtual partnership it should 
have been years ago. The opening of new electrical fields, 








Tendencies Observed in Sales 
Organization Work 


Analysis of First Four Articles on “Eternal Problems of the Sales Manager” 





the speeding up of sales methods, and the increasing num- 
ber of accounts have made absolutely necessary a better 
understanding and more concerted effort. 

Taking up salesmen’s reports, there is more exchange 
of real information with less red tape and effort than ever 
before. This is due to standardization of forms and the 
substitution of definite information for generalities and 
supposition. Briefly, the reason for the increased value of 
salesmen’s reports today is that the facts furnished are 
better presented, better separated and better preserved; 
they do not have to be dug up, but can be selected at a 
glance. 

The automobile has come into its own as a_ respected 
regular on the jobber’s payroll. It has not yet learned to 
punch the clock, but can “hit the dirt” in all kinds of 
weather and is undoubtedly sure of its job as long as sales- 
men travel. One of the greatest, but seldom mentioned, 
advantages of selling by auto is the carrying in comfort of 
catalogs, advertising matter and valuable samples which 
mean much extra business. Most salesmen own their cars 
and have a liberal arrangement for expenses and upkeep. 


The good word for sales meetings, conferences and schools 
is not their increase in number so much as their increase 
in efficiency and accomplishment. This the jobbers say is 
due to a distinct change in the character of the meetings, 
not only the big annual, but the “in-betweens” and specials. 
With less restraint and less friction the meetings of the 
present are accomplishing more in spite of the increased 
problems of more and bigger business. By means of care= 
fully worked-out schedules more work is done in less time, 
and interest has replaced boredom. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 


Jobbers, on Market and Price Conditions for 22 Key Products 
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*EFastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas, Okla- 


homa and Texas; Central States all between. 
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Learn to Love 


And Quit Hating 


The Greatest Problem 


By DR. FRANK CRANE 


HERE have been all sorts of greatest 
problems before the world. 
one which is greatest of the greatest. 


It involves, includes 
and implies all of the 
problems. Once settled, it 
will leave nothing much 
more to be settled. 

For instance, the labor 
problem is not simply one 
of getting more wages; of 
getting the labor organ- 
izations recognized; of se- 
curing proper legislation ; 
of remedying certain 
wrongs and establishing 
certain rights. The whole 
problem is for all the la- 
borers, including those 
who work with their 
brains and their money, 
as well as those who work 
with their hands, to get 
acquainted, to realize that 
the interest of one is the 
interest of all, and _ to 
work together. 

When you simmer it 
down to its final quintes- 
sence, there is but one 
task before the world. 


of the Clarion. 


It is to learn how to 
love and how to quit hating. 

One of the wisest writers in England is Alex- 
ander M. Thompson, well known as 
He is a Socialist, but not one 
who believes in the almightiness of any pro- 


But there is 





gramme, Socialist or otherwise. 
humanities. He is one of the many in England 
and America who are battling with great ability 





He sees the 


to save industry from the 
stupid men of Capital and 
the wild men of Labor. 
Recently Mr. Thompson 
said: 

“Above all, we must re- 
store the human relation- 
ship between the captains 
and the rank and file of 
industry. Too long has it 
been the function of the 
one side to exploit and of 
the other to resent and re- 
sist. 

“This bad old way 
leads to friction, bitter 
strikes, mutual hostility, 
and eventual ruin. 

“The common people 
are not all slackers and 
strikers, who care for 
nothing but beer and 
wages. 

“The employers are not 
all idle parasites, con- 
scienceless profiteers and 
greedy bloodsuckers.”’ 


And “Dangle” makes the broadest and 


most common-sense statement of all when he 


says: 
“Dangle” 


ITIES.” 


Copyright, 1924, by Dr. Frank Crane. 


“Our business—on both sides—is TO RE- 
STORE AND DEVELOP THE HUMAN- 











An Editorial by Dr. Crane Appears in Each Issue of 
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Pictorial Review of Electrical Developments 


| A study in armature contrasts is 

offered in the two upper pictures. 
One weighs 96,000 lbs. and the 
other, equally as complete, weighs 
64, ozs. The former is for a mo- 
tor to be used in the steel mill at 
the Ford plant, to develop 4500 
horsepower. ‘The latter is for a 
small blower. Both were assembled 
in the General Electric plant at 
Schenectady. 


As seen below, a whole company 
of Swedish troops was able to get 
into this big generator being man- 
ufactured for the power plant at 
the waterfalls of Lilla Edet, near 
Trollhatten—Underwood & Un- 
derwood. 
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BEAUTY PRIZE CONTEST 








= 





Miss Gladys Ward Whose Photograph 
Was Published in the April Issue and 
Precipitated the Prize Contest. 




















Cash Prizes 


First Prize $100 Second Prize $50 Third Prize $25 


CONDITIONS 
Photographs entered are to be of girls or women Photographs that are to be returned to the 
actually employed in electrical jobbing establish- owners are to be accompanied by return postage. 
— It is understood that photographs submitted in 
Photographs should bear on the back, or on a the contest may be published in Tue Jopper’s 
slip attached thereto, the name and address of SaLesMay. 


the subject, together with the name of the com- 


pany by whom employed. 


Photographs to be eligible in the contest are to 
be in the office of Tur Jospper’s SaLEsMAN, July 


10th, 1924. 


Contest Closes, July 10, 1924 


Jobber’s salesmen, office men, sales managers, executives 
Jowper’s SALESMAN—get back of this contest. Show this announcement to the girls. Pass around 
to them the announcement that will be mailed later. Explain that it is a contest conducted with 
dignity and with the hope that it will prove of interest to them and that we wish to have as 
many enter as possible. THE JoBBER’s SALESMAN has felt for a long time that the women who 
are giving conscientious effort toward advancing the interests of the business should some- 
where have a “place in the picture” as far as this magazine is concerned. In offering these prizes 
one way of expressing this appreciation has been found. 


Who is the Most Beautiful Woman 


in the Electrical Jobbing Business 


This is a very momentous not to say moot question. 
Through the instrumentality of THE JoBBER’s SALESMAN 
Grand Beauty Prize Contest, starting with the date of 
this announcement, the answer will be ascertained. The 
contest idea was started by the publication in last 
month’s issue of Miss Ward’s picture, reproduced oppo- 
site. It was intimated in the establishment of the Inland 
Electric Company, where she is employed, that there 
was no one in our industry whose beauty could compare 
with hers. Something to that effect was printed under 
the picture and immediately the statement was ques- 
tioned by scores of readers in all parts of the country. 
In unadorned English, a great yell was set up. So to 
allay the clamor this contest has been started. Nature 
has not been unkind to some thousands of women and 
girls employed in electrical jobbing establishments. 
Here is an opportunity for some of them to win substan- 
tial cash prizes, not to mention undying fame, husbands 
and fat Hollywood contracts. The judges are compe- 
tent—discriminating. But no one can anticipate in what 
direction their tastes may lead. So all may enter with 
hope for success. 


Announcement of the Prize Winners is to be 
made in the August issue of THe JopsBer’s SaLes- 
MAN, the prizes awarded to be $100 for first prize, 
$50 for second prize and $25 for third prize. 





all of you men who read THE 























May, 1924 THE JOBBER’SfAJSALESMAN 19 
























\ es 
In the center, J. J. Caltabario, v 

an enterprising young man, has 

designed a radio set for spring. a 
He claims it will receive local 
stations. He is never without 
entertainment even though at 
work. If you have any straw 
hats, get them out and have a 
radio set installed, before the 
opening of the spring season— 
Henry Miller Service. 






Above James W. Robinson, radio engineer, is seen demonstrating 
radio photographic receiving apparatus. On the left is the radio re- 
ceiver which admits the light characteristics broadcasted from the 
sending end. Next can be seen the radio receiving camera that tran- 
scribes the light characteristics onto the negative, which after being 
developed like any other negative, can be used for making as many 
copies as desired.—Henry Miller Service. 




























Everything under the sun is test- 
ed at the U. S. Bureau of Stand- 
ards—this time an asbestos cur- 
tain such as will be placed in the 
new Washington Auditorium which 
when finished will be the scene of 
many a national and international 
conference. The heat of a veritable 
furnace is being applied back of the 
curtain while electric pyrometers are 
measuring the temperatures on the 
curtain—Copyright Underwood & 
Underwood, 
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J. B. Terry 


President, Terry-Durin Co., Cedar Rapids, Ia. 
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BOUT 20 years ago, when J. B. Terry had a job 
bing business in a 40 by 120 ft. basement in Cedar 
Rapids, Ia., conditions improved to the extent that 
He 


approached a man who had a desirable location, and 
sought a five year lease. 


it became necessary for him to come to the surface. 
This man was wise for his 
time. He said that a five year lease was quite unneces- 
sary in this case, remarking that he knew electrical job- 
bers and they either survived or 


“busted” at the end of five 


MEN YOU SHOULD KNOW 


J. B. Terry, 


President, 
Terry-Durin Co. 


side he played semi-pro baseball. 

McAleer, who was then manager of the St. Louis 
Browns had been watching his work and in 1904 invited 
him to take a trip East with the club. This looked 
like the big chance and he dropped the telephone business 
to make his debut in the Major League. If it hadn't 
been for the fact that Jess Burkett thought he could 
stop them better with a bushel basket and that McAleer 
was afraid he would fall down 
every time he tried to throw, 





vears. Inasmuch as Terry had 
already been in business two 
vears he thought that a three 
vear lease ought to be enough. 
There was a deadly inference 
in this but it did not take the 
heart out of the young jobber 
and the deal was made. 

The leased quarters have 
long since been outgrown and 
Mr. Terry’s company 
owns and occupies a very sub- 
stantial building of its own in 
Cedar Rapids. But he will al- 
ways remember those early 
days of hard work and slim 
capital, when the force con- 
’ sisted of one shipping clerk be- 
sides himself and his partner, 
A, E. Durin. 

Mr. Terry is a product of 
the Middle West and has al- 
ways lived there except for a 
period of 30 days, of which 


now 


well. Once 


ship. 





“Everybody Knows 
Him” 

ERRY is a big man phys- 

ically, with an open, breezy 
Western way that radiates his 
personality to those with whom 
he comes in contact. “Everybody 
knows him” expresses it rather 
upon a time Big 
League base ball dispensed with 
his services and in so doing did 
not lose a Christy Matthewson, 
but the electrical industry did se- 
cure a first rate Jobber, who has 
plenty of “Stuff,” good control 
and plays the game according to 
the standards of true sportsman- 


Terry would no doubt be in 
baseball yet. As it was, he 
stayed in the East 30 days. It 
is understood that he did not 
resign to save his chief em- 
barrassment. At any rate, it 
was a hard blow at the time 
and he felt very badly over it. 
With the passing of the years, 
however, the feeling wore off 
and he now thinks that it was 
the best thing that could have 
happened to him. 

In 1906, after a limited elec- 
trical contracting experience 
in East St. Louis, Mr. Terry 
went back to Cedar Rapids for 
good, started a small contract- 
ing business and struggled for 
12 months, or until he decided 
that there was room for an 
electrical jobber in the locality. 
There appeared to be consid- 
erable business in the surround- 








more will be said later. He 
was born on a farm 15 miles 
from Cedar Rapids in 1877 and moved to that city when 
14 years of age, where he completed his High School 
education. 

According to his own testimony, he was an indifferent 
student, being much more interested in baseball, having 
acquired somewhat of a reputation as a pitcher in his 
section of the corn belt. 

When about 20 vears old he was overcome with a 
desire to see the’ world and boarded the bumpers— 
southbound for St. Louis, locating a job, almost imme- 
diately, and holding it for four days. Whatever the 
job was it did not seem to hold out the possibilities that 
the Kinloch Telephone Co. offered and he went to work 
for the latter, putting in 18 months there—or until the 
ime when he came to the conclusion that the company 
vould pass into a state of dissolution if he quit, which 
ie proceeded to do, going back to Cedar Rapids for a 


‘ear, 


The telephone company continued to do business. 

At the end of the year, the Kinloch company sent for 
\im to come back, owing to a strike, and he accepted the 
His work during 
On the 


ffer, staying with them until 1904. 
his time was in the construction department. 





ing territory and he decided to 
go after it, so incorporated, 
taking in A. E. Durin as an equal owner. 

While they soon demonstrated that there was a place 
for a jobber in Cedar Rapids, it was by no means easy 
going at first. Many of the older ones in the electrical 
business who had occasion to read the American Telephone 
Journal of those days will recall Terry’s memorable 
announcement. He wanted business and he wanted it 
badly so he composed a full page advertisement of just 
a few words in which he besought the telephone com- 
panies to send him their orders. 
argument in the advertisement was that they were to 
do this for the sake of the Deity. 
that the Journal would publish the appeal, but for some 
reason it did. 
certainly it was no prayer—but the orders came tum- 
bling in from every quarter of the country. The result 
was that Terry got the business and the Journal got ter- 
ribly blamed, which is not without precedent in the 
publishing business. 


The main and only 
He did not expect 


No doubt the thing was sacrilegious 


For the past 15 years the business has shown a steady 
and substantial growth under the name of the J. B. 
Terry Co. Just recently it has (Turn to Page 79) 
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Adventures of 


Hardluck Sam 


When Is a Joke Not a Joke 


EAR PHIL:—If you should get that “logoes on 


the bogoes” feeling before you finish this, just 


D 


remember I haven’t sung you any solo since 
the teams went South, and what’s more your con- 
tract to “Listen and Sympathize” don’t run out till 
1927. You know I don’t have to waste time any 


more proving I am the World’s Champion Bad Break 
Artist—all I have to do now is to admit it. Walter 
Becker had crust enough to ask me the other day how far 
back my bad luck dated. I laughed in his face and then 
told him it started when my grandpop picked up a horse 
shoe at Bull Run and handed it down to Sammy all gilded 
up with a blue ribbon on it. 

There's other things since, of course, which haven't 
At the age of 13 I tangled with a 
brand new proposition—a kid that was red-headed, cock- 
eyed, left-handed, and Irish. The last thing I heard be- 
fore the ground flew up and hit me was one of the kids 


helped my luck any. 


saying: “Whothell ye fightin’, Squint—him or us?” Well, 
I just 
crinkled up like a rubber band and straightened out 


you know I was long and wiry then as now. 


again, and right away I bounced a handy piece of coal 
off Red’s bean just as his mother came out to see what 
shook all her clothes off the line. 

She scaled 210 on the hoof, and she could throw a 
brick across the B. & O. yards, but the best she had 
was her vocabulary. So I carried away the curse of every 
Erin. 
the curse of Confucius on me for beating him out of a 


“banshee” in Twenty vears ago Yet Long put 
Another time I forgot myself and threw a half 
a ham sandwich over into Bethel Cemetery. In 1920 I 
ran over a black cat in front of 1313 South 13th street, 
and last spring I stole some souvenir plugs out of a 
Rouge. Last I busted a 
French mirror in a Swiss hotel with a German razor and 
paid the English clerk for it in Italian money. 
see I played no favorites—barred no race, color, nation- 


shirt. 


“voodoo” tree near Baton 


So you 


ality, religion or disease. 

So it’s hard to understand how I had such unusual bad 
luck with this here Jack McGonigal last month. Mace 
happens to be first assistant understudy to the past grand 
push over at the Electric Service Co., the biggest con- 
Our house had never 
So when 


tractor-dealer in East St. Louis. 
gotten any business from Mac’s bunch at all. 
I accidentally met him socially I was tickled to death to 
think how the Nonpareil hounds would yelp when the 
new sales manager walked in with a big order. I had been 
new and stayed out of the thing purposely, but here was 
a golden opportunity. 

I made Mac’s acquaintance when Alice and I caught 
up to him at the eighth hole at Fairbrook. He had just 
hit a rock in the rough near the green and broke his 
mashie. I lent him my old “Elevator” (you know the 
club, Phil), and when he pitched four feet from the hole 
We got still 
and it! 


for a six, everything he had was mine. 
more interested when introduced ourselves 
was then I had the hunch he could get me some business 
So I gave Alice the office to 


we 


from his crabby old boss. 





turn on the old oil. Instead cf that she did the opposite, 
got on his back right away about a lot of different 
things like his stance and slowing up his stroke in the 
bunkers, ete. I was looking for a nice wide ditch to 
shove her in when I saw she had him down right—lc 
liked her rough stuff and didn’t like soft-soap, and by 
the fifteenth hole he was following her like a dog. 

I stayed away from the subject of business, ui 
managed to make a date for lunch with him for Wednes 
day. He insisted I should come over to the Electric 
Service store in time to look around. He says they was 
just like a happy family. (You know, Phil, a bunch 
of lions, tigers and leopards with a raw pot-roast in the 
middle.) I'd heard of his boss many a time, meaner 
than a she-bear with triplets and everybody in the placc 
(except Mac) run bowlegged away when he sneezed. 
Still I wasn’t afraid but what Mac could swing it, and 
I was ready to do my part. The main thing was to get 
Mac so happied up he couldn’t refuse me anything. So 
I got good-hearted and made the invitation good for the 
opening game between the Cards and the Cubs and that 
suited him too. 

Over the week-end when I wasn’t listening to Alice 
squawk because she wasn’t in on the ball game, I figure: 
up and it looked like our share of Mac’s house’s business 
would run about 1,000 smacks a month, as we had a lo! 
of things they wanted but we never before had the edgc 
on the personal side. I had the leaders and knockouts 
all figured so Mac’s boss wouldn’t have a leg to stand 
on if he tried to fight us off. I could see old man Standish 
patting me on the back and reaching for his Corona 
Coronas when I laid the happy tidings on his desk. 
Lamp contract, million feet of 14 rubber, lighting units, 
fuse contract—set ’em up in the other alley! 

Well, when I blew in Wednesday I had to wait while 
Mac got rid of a big customer, and to kill time I hung 
around a swell blonde at the appliance counter. All busi- 
ness of course, women don’t bother me, I never look at 
‘em, but I thought maybe I could learn something about 
Electric Service methods from her. Boy, she was a jolly 
good scout, and gosh ding it! we got so thick in about 
half an hour she invited herself to lunch with me! Wow! 
I told her to hold it open for a few minutes and up | 
went to Mac. 

After talking business a little I asked Mac if he en- 
joyed feminine company with his meals. He says: “Yes, 
have you made one of our girls already?” I said yes, the 
big blonde wants to go to lunch with me and he nearly feli 
over, then calmed down and quit choking and says to 
excuse him while he telephoned. He was gone a hec of 1 
while but came back smiling and says: “Everything’s Jake 
I made me a jane too—let’s go.” Well, we picked up 
the blonde on the way out and Mac says his girl would 
meet us at the Statler, so over the bridge we goes. 

We just about got settled when I caught Mac and the 
I smelled a rat and when 
(Turn to Page 101) 


blonde laughing on the side. 
they saw I was wise both busted 
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_Here’s an Opportunity 
Capitalize it 


Warm June breezes, the scent of flowers, 
summer weather, and the desire for more 
time out-of-doors, turn the thoughts of 
the modern housekeeper toward a means 
of obtaining more leisure hours. 


This season, for you, is ripe with sales 
opportunities. 


By telling her about the 


Westinghouse 


Automatic 


Electric Range 


‘*The Range with the Clock’’ 


the modern housekeeper will quickly see 
that, by owning one, all the pleasures of 
summer are hers. 


Tell her about every point; impress her 
with every advantage that the Range 
offers. Hammer home the appeal of 
“more leisure hours.” 

Grasp this opportunity; build upon it; 
capitalize it; and bring more customers 
and more sales to your store. 


Westinghouse Electric & Manufacturing Company 
Mansfield Works Mansfield, Ohio 
Sales Offices in All Principal Cities of the 
United States and Foreign Countries 
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Laird Electric Becomes West- 
inghouse Distributor 

The Westinghouse Electric & Man- 
ufacturing Co. has purchased an in- 
terest in the R. M. Laird Electric Co. 
R. M. Laird contin- 
ues as president and has also been 
made president of the St. Paul Elec- 
tric Co., of St. Paul, controlled by the 


Westinghouse company. B. B. Downs 


of Minneapolis. 


resigned as president of the St. Paul 
Electric Co., but retains his interest 
in the same and is a member of its 
board of directors. 

Mr. Laird by this arrangement will 
supervise the activities of the West- 
inghouse distributing agencies in the 
territory served by the ‘Twin Cities. 
It is the intention to operate the two 
houses quite independently of each 
other, without change in the present 
staffs. Naturally, however, there will 
be 


chasing power and of two stocks lo- 


the advantage of combined pur- 


cated close together. 
“Two years ago the growing im- 
portance of the great Northwest was 
recognized by the Westinghouse com- 
pany when it erected its five story 
warehouse and service station in the 
Northwestern Terminal,” Mr. Laird 
said. “The present move is another 
indication of this company’s confidence 


eee i 


nS wry 































in the area. It is done to take care 
of the constantly growing demands of 
the area and to keep the Westinghouse 
service abreast of this development.” 

The arrangement took effect April 1. 


* * * 


Jobbers Head Electrical Leagues 

S. F. 
the 
Columbus, 


Swarr, general manager of 
Hughes-Peters Electrical Co., 
Ohio, elected 
president of the Electrical League of 


has been 


Columbus. 


E. M. Keatley, president of the 
Virginian Electric, Inc., has _ been 
elected president of the Electric 


League of Charleston, W. Va. 

C. P. Hill, president of the Double- 
day-Hill Electric Co., 
D. C., has been appointed chairman of 


Washington, 


the co-operative advertising commit- 
tee of the Electric League, Washing- 
ton. 1). ©. 


* * * 


Reiman Increases Facilities 

The Reiman Wholesale Electric 
Co., of Los Angeles, Calif., is build- 
ing a new warehouse 40 by 100 ft. at 
530 East First street. It has 
purchased a lot at Wilmington, 
Calif., 115 by 160 ft., where it will 
soon erect another building. 


also 





Jobbers Active in Associations 
Walter S. Blue, vice-president of 
the Columbian Electrical Co., Kansas 
City, Mo., was elected chairman of 
the Missouri River Club at its recent 
meeting at Excelsior Springs, Mo. 

G. F. Smith, vice-president of the 
Penn Electrical Engineering Co., 
Seranton, Pa., now holds the office of 
vice-president of the Electrical Asso- 
ciation of Scranton. 

Thos. F. Hatfield, of the Hatfield 
Electric Co., Indianapolis, 
president of the Indiana State Asso- 
ciation of Contractors and Dealers. 

The Alexander and Lavenson Elec- 
trical Supply Co., San @ rancisco, re- 
ports C. R. Musladin serving on two 
important committees, the Reception 
Committee of the San Francisco Elec- 
trical Development League and the 
Program Committee of the Radio 
Trade Association. W. E. Andrews is 
on the Membership Committee of the 
Electrical Development League. 

E. E. Brazier, sales manager of the 
Capital Electric Co., Salt Lake City, 
Utah, will officiate as chairman of the 
Wholesale Trades Committee of the 
Salt Lake Chamber of Commerce. 

E. E. Brazier of the Capital Elec- 
tric Co., Salt Lake City, Utah, has re- 
cently been honored by being ap- 


is now 








Some of the Pacific Coast electrical men relaxing at Del Monte, 
during the recent meeting of the Pacific Coast Division of the 
Left to right: 
Turner, president of the Mountain Electric Co., Butte, and the 
Washington Electric Supply Co., Spokane, waiting for one of 
his long drives to light; Charley Hillis, Electric Appliance Co., 


Electrical Supply Jobbers Association. 


Harry 








San Francisco, with “Sandy” Sanderson, Bryant Electric Co., 
San Francisco office; Albert Elliott, secretary of the Pacific 
Coast Division; Uncle Jimmy Pomeroy of Los Angeles, well 
known in the East and West as a manufacturers’ agent; Tracey 
Bibbens, Pacific States Electric Co., San Francisco and Bill 
Berry, Western Electric Co., San Francisco. 
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Roos Bros.” Dept. Store, 
Oakland, Cal., gives this 
effect at night when 
X-Ray flood- 
lighted. 









Pantages Theatre, 
Kansas City, Mo. 
X-Ray Flood- 
lighted. 







Outdoor Sign Light 
ing with X-Ray, 
Projectors. 









A bank of No. 51 
X-Ray Projectors 
used to floodlight 
Roos Bros.” Store. 









The Third Presby- 
terian Church, 
Chicago, gives this 
night effect when 
the window is X 
Ray floodlighted 
from the inside. 















Wheatena Plant, Rahway, N. J., flood- 
lighted with X-Ray Projectors. 


Above—The famous 
Wrigley Building, 
Chicago, floodlight- 
ed with powerful 
X-Ray Projectors. 


At right—No. §1 X- 
Ray Projector used 
on many floodlight- 
ing jobs. 



































Where to Sell 


X-Ray Reflectors 
for 


NOW-—lIs the Time to Sell Floodlighting 
FLOODLIGHTING! Building Exteriors 


Amusement Parks 
Summer months are months of activity. Night Athletics 
New buildings, monuments, signs—all of Bathing Beaches 


Oil Fields 
! 
them need FLOODLIGHTING! CeiinarG@lie Tisbitns 


Si J Ist, 1924, the th . . : P . 
well established companies: =, Lhousands of folks will be seeking the bath- | Church Window Lighting 
See ey ~—- ing beach, the playground, the park, at this Loading Platforms, etc. 


































ne oe ‘ Spectacular Effects both 
Lane Seen in, ane OF Year. inside and outside 
known as: Sell FLOODLIGHTING with X-RAY RE Hundreds of Other Places 


CURTIS LIGHTING, INC. 

Pictures of our new home and of FLECTORS for such places now! mms os semana 
our President, Mr. Augustus D. . e r > 4 
Curtis, are shown above. Construction work at night will also need G - 


The same willingness to co-oper- 


ate with the trade that charset. floodlighting. Many opportunities are open. 


erized the three separate compan- 


fs is true BF Curtis Lighting, Inc. Return the coupon so that we can help you. 


Curtis Lighting, Inc. 





s 
a 
a 
a 


- 








CURTIS 
LIGHTING, 
Inc., 

1131 West Jackson 
Blvd., Chicago. 

Gentlemen: I’m going 
out after FLOODLIGHT 
& ING business. Tell me how 


Grou (ping of Pal you'll help me 
NATIONAL XRAY sede ia XRAY REFLECTOR CO. of NEW YORK inc. Pa 
LUMINAIRE STUDIOS tne. | ee 
31W46@!St. 1131 West Jackson Boulevard Pacific Finance Bldg. a tind ea 






New York Chic ago Los Angeles 


e 
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pointed chairman of the Wholesale 
Trades Department of the Salt Lake 
Chamber of Commerce. 

ae ae 


“Where Should the Offices Be? 


The F. D. Lawrence Electric Co., 
of Cincinnati, Ohio, is moving all 
of its offices to the second floor of its 
building in order to make room on 
the first floor for more stock with a 
quick turnover. 

On the other hand the Varney 
Electrical Supply Co., Evansville, 
Ind., is removing all of its offices to 
the first floor. It is doing away at 
the same time with its display and 
retail department, using the fixture 
display room exclusively for receiv- 
ing local or out of town contractor 
dealers and their customers. This 
company reports the lighting fixture 
business exceptionally good. 

crete 


Special Sales Campaigns 

A drive for residence lighting busi- 
ness and a campaign on - Woodrow 
washers were held in March and April 
by the Capital Electric Co., Salt Lake 
City, Utah, through its regular resale 
cutlets. 

The Poindexter Supply Co., Den- 
ver, writes of its special stock-reduc- 
ing fixture sale as follows: 

“We began with a very effective ad- 
vertising program, running our adver 
tisement in the local papers on a fol- 





Notice the (outdoor) lighting equip- 
ment of the Duluth Electrical Supplies 
Co., Duluth, Minn., also the washer on 
duty in the doorway. 





low-up basisof every Sunday and 
every Wednesday. Mr. Poindexter, 
personally, designed and is introduc- 
ing in this territory what we call a 
‘new home unit,’ consisting of a spe- 
cial covered hanger to use up the vari- 
ous assortment of bowls which we 
have in stock. We had several thou- 
sand dollars worth of bowls and glass- 


ware, and are pleased to state that this 


sale has been a knock out in reducing 
this stock. In fact, ‘the home unit’ 
has become rather popular and we are 
inclined to believe that it will be a 
regular number witheus even after we 
have reduced our stock. Sale. is being 
conducted to the general public on a 
retail basis and we are protecting the 
contractor-dealer with his regular dis- 
count. The dealers are well pleased 
with our sale and are lending wonder- 
ful co-operation. Sales in our fixture 


department last month showed an in 
crease of 300 per cent.” 

The Diamond Electric Supply Co., 
Peoria, [ll., reports a very successfu! 


drive on Manning-Bowman irons. 
* * * 


Nugent With Monroe Lamp 

Frank L. Nugent, until recently 
president of the Nugent Electrical 
Supply Co., New York, is now asso- 
ciated with the Monroe Lamp & 
Equipment Co., of the same city. 
During the past few months he has 
been busy liquidating his former busi 
ness and settling up his accounts, on 
which he paid 100 cents to the dollar. 
Most of his remaining stock hasbeen 
taken over by his new associates, and 
several of his former employes made 
the change with him. 

The Monroe Lamp & Equipment 
Co., has enlarged its floor space to 
meet the new conditions. An addition 
to the sales staff has also been made, 
in the person of W. Zagat, formerly 
with the Electrical Specialties Co., of 
New York. The company does not 
intend to be bothered with any sum 
mer slump, but expects continuous 


good business all season. 
* * * 


Boss Changes Location 
The Boss Electrical Supply Co., 
Providence, R. I., moved its offices and 
warehouse on April 15, occupying two 
floors and basement in the Horton 
Building at 51-53 Pine Street. 





The Coghlin Electric Co., Worcester, 
New England dealers and purchasing agents at dinner April 
4. This dinner and entertainment was preceded by a visit to 
the “House Electrical” maintained by the Worcester County 
The visitors also enjoyed a personally con- 
ducted tour through the Coghlin store and warehouse. One 


Electrical League. 





Mass., entertaining 





¢ 


employes, resulting 
lobster dinner was followed by speeches, music and the famous 
movie “Show ’Em How”. 


a4 


= 


novel feature was a white buttonhole card with name of guest 
and company represented. A similar card in yellow identified 


in better acquaintance. The six-course 
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Quick Turnover! : 
A Great 1924 Profit Opportunity 


Quick turnover is a feature of the R. & M. Fans which always 
shows results in the jobbers’ net profit column. In addition to 
making Fans backed by a guarantee which insures every user ab- 
solute satisfaction, The Robbins & Myers Company has given 
special attention to attractive design and finish. 


The R. & M. Fans stand out in your dealers’ stocks and win 
the approval of the customer. 


Our nearest distributor or Branch Office will furnish particulars. 


Ask for Dealer Portfolio No. 1228. 


Ghe Robbins @ Myers Company 


Springfield, Ohio Brantford, Ontario 
BRANCHES 

Boston, 74 Pearl St. Philadelphia, 1418 Walnut St. Chicago, 1444 Conway Bidg. 

New York, 30 Church St. Cleveland, 1239 W. 3rd St. St. Louis, 1522 Chemical Bldg. 


Buffalo, 827 Ellicott Sq. Bidg. Cincinnati, 9 E. Third St. San Francisco, 701 Rialto Bldg. 
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This photo shows the Dubuque and Madison sales forces of the Crescent Electric 


Supply Co., Dubuque, Ia. 
February. 


It was taken during the company’s sales conference in 
Fifth from the left is Titus B. Schmid, president. 
is Wm. R. Muehl, manager of the Crescent branch at Madison, Wis. 


Eighth from the left 
On the extreme 


right end is Thos. F. Kelley, secretary and sales manager. 





News of the Salesmen 

Crescent City Electric Co., Evans- 
ville, Ind., has promoted A. L. Me- 
Cracken, formerly in charge of the 
city desk, to cover Kentucky, South- 
ern Illinois and Indiana. Lawrence 
Russell is now in charge of the city 
desk. 

A. H. Soper formerly an inspector 
with the Hartford Electric Light Co., 
is now on the sales force of the South- 
ern New England Electric Co., Water- 
bury, Conn. 

W. C. Carter, formerly purchasing 
agent for the B-R Electric Co., Kan- 
sas City, Mo., is now with the Central 
States Electric Co. of the same city. 
I’. A. Hukman, the Central 
States Electric Co. since ,its organiza- 


with 


tion, is leaving to go into the butter 
(not better) business in Oakland, Cal. 
“Pretty soft,’ says President E. F. 
Hardey. 

C. B. Lawton is now salesman for 
the Charleston Electrical Supply Co., 
Charleston, W. Va. 

The 
Co., Baltimore, Md., announces the 
transfer of Leo. T. McCourt to its 
Jacksonville branch. His headquar- 
It also 
has employed John T. Taylor, better 
“Uncle John,’ to 
Southeast Pennsylvania. He 
assisted by A. B. Patton. 

C. F. Stetzel, formerly with the C. 
J. Netting Co. of Detroit; C. D. Wil- 
liams, formerly with the Morris Blum- 
berg Electric Co., and S. J. Hirst of 
the company are now with 
the Commercial Electric Supply Co., 
Toledo, Ohio. 

E. C. Post has been appointed sales 


Baltimore Electrical Supply 


ters will be in Orlando, Fla. 


known as travel 


will be 


same 


manager of the Lewis Electrical Sup- 
ply Co. of Boston. 

J. E. Lane will travel Central West 
Texas for the Waco Electrical Supply 
Co., Waco, Texas. 

John Borrowman is the latest addi- 
tion to the city counter at Revere 
Electric Co., Chicago. 

O. E. Valliere leaves the Central 
Falls Mazda Lamp Works to be in 
the lamp sales division of the Boss 
Electrical Supply Co., Providence, 
R. I. 

The Peabody Electric Co., Musko- 
gee, Okla., has placed J. W. Wood as 
salesman in the Southwest part of the 
state. 

O. B. Potter for several years with 
the Mine & Smelter Supply Co. is now 
salesman for the Poindexter Supply 
Co., Denver, Colo. It has also added 





two new fixture men, Ed. Minnus an 
A, E. Hanwell. 

The B. & R. Electric Supply Co 
Denver, announces three new men: J 
C. Garrity, salesman, and two coun 
ter men, G. A. Hartwell and Hunt 
Wise. 

B. B. Dawes is a new salesman wit! 
the Hatfield Electric Co., Indianapolis 
Ind. William O. Yagerline has r 
signed as manager of the Hatfiel 
fixture department to enter the employ 
of the Inland Glass Co. His assist 
ant, J. P. Taylor, will succeed him 

The Alexander & Lavenson Elec 
trical Supply Co., San Francisco, Cal. 
has two new salesmen, Roy C. Kircher 
and Charles G. Hearley. 

R. H. Giedd joins the Tri-State 
Electric Co., Sioux Falls, South Da 
kota, as special lamp representative. 

G. V. Hawkins has been promoted 
from the service department to the 
city desk of the Matthews Electric 
Supply Co., Birmingham, Ala., giving 
this department four men. 

F. M. Slasor is now salesman for 
the Columbian Electrical Co., Kansas 
City, Mo. It has added Dave Archer 
to its counter force. 

The John Y. Parke Co., Philadel- 
phia, has promoted J. N. Breiden- 
bach, senior store salesman, to its out- 
side sales force. Fred M. Kiefer, Jr., 
star for 1923, becomes 
assistant sales manager. 

Lawrence Gifford, formerly with 
the Western Electric Co., is now in 
the service department of the Parr 
Electric Co., New York. It has also 
acquired Max G. Schmitt as assistant 
buyer. 


salesman 

















Lined up to be shot at sunrise? No. The smiles disprove that. This is the crew 


of salesmen of the Meyers Electric Supply Co. of Los Angeles. 


Left to right are: 


Combs, Fite, Dolan, general manager; Westry, Hardy, Howard, Stratton, Nordskog, 
Wickert, Miehan, Michel, Beh, Nickolson and Riblett. 
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“In neatness and 
utility WIREMOLD 


leads the world.” 














“An installation 
of WIREMOLD 
is a 
masterpiece 
in wiring 


efficiency.” 








“WIREMOLD 
craftsmen respect 


their work.” 











We'll be glad to see you 
at Booth 500 
Million Dollar Pier 


N. E. L. A. Convention 


Atlantic City 
May 19th to 23rd 


— 


: «WIREMOLD 
——s 
& 


esa 
p57] 


t 
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WIREMOLD 


HARTFORD, CONN. 












“WIREMOLD puts 
respect and dignity 


in open wiring.” 














“WIREMOLD gives 
‘tailor made’ 
wiring from 
standardized 


fittings.” 
























‘Make customers, 
workmen and 


yourself happy 
Use WIREMOLD.” 
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Ohio Valley National Metal 
Molding Distributor 


The Ohio Valley Electric Co., Louis- 
ville, has been appointed exclusive dis- 
tributor in that section for the Nation- 
al Metal Molding Co., on its full line 
of conduit, BX cable and fittings. The 
Ohio Valley folks report April busi- 
ness as quite brisk due to the renewed 
activity in building construction, 
which will continue to be very heavy 
in the locality for 1924. Officers of 
the company recently re-elected are: 
Wm. Reinecke, president and J. Louis 
Daeuble, vice-president and treasurer. 

Vice-president J. L. Kaemble an- 
nounces the installation of a new cost 
system, also a change in salesmen’s 
compensation, the men now being ac- 
corded a percentage of the gross 
profits. He also states that Landers 
Frary & Clark aided Ohio Valley by 
a campaign on the E900 Universal 
Cooker. 

* * * 


Jobbers’ Purchasing Syndicate 


A central purchasing office known 
as the Electric Jobbers’ Syndicate. 
Inc., has been formed by four New 
England electrical jobbers—-R. V. 
Pettingell Electric Supply Co., Bos- 
ton, Eastern Electric Supply Co., 
Portland, Me., Mountain Electric 





A pair of aces from the hustling city of 
Toledo, Ohio. They are J. P. McNally (on 
the left) and Ritzman Campbell, repre- 
senting the W. T. Nagel Electric Co. 





Supply Co., Pittsfield, Mass., and 
Champlain-Electric Supply Co., Bur- 
lington, Vt. Og oS 
function as a central purchasing office 
for its.four members. All of their 
ptrchases will be made through the 
syndicate office and the materials so 
purchased are to be invoiced by the 
manufacturer direct to the one to 
whom they are to be shipped. The 
syndicate office accepts no billing. 

The.members meet monthly and 
discuss: the. possibility of taking on 
new lines, etc. The personnel of the 
syndicate is as follows: R. V. Pet- 
tingell, president; G. H. French, 
vice-president; E. F. Coghlin, treas- 
urer; F. P. McCartin, clerk.: 


News from Steiner Electric 


“Jerry” O’Connor, with the Stein 
Electric Co., Chicago, is the father «{ 
another girl. Incidentally he lost a |. 
of cigar bets to his friends. As t! 
saying goes: “He expected a litt 
salesman, but received a_ stenogr: 
pher.”’ 

* 7 * 


Wahn Suffers Fire Damage 
Fire in the warehouse of the Georg 

H. Wahn Co., Boston, March 11, dam 
aged the electrical stock of the organ 
ization by about $15,000, including in 
juries from water, according to prelim 
inary estimates. The major damag: 
‘from fire was on the fourth floor, wher« 


The garpose of this sysudicdie’ ts Or ‘thére was a considerable lamp stock. 


The direct losses are covered by in 


surance. 
* * 


* 
Turtle & Hughes Now In- 
corporated 
The firm of Turtle & Hughes lo 
cated at 101 Varick street, New 
York City, was incorporated on 
March 11 and is now known as 
Turtle & Hughes, Inc. M. B&B 
Turtle is president, A. H. Hughes, 
vice-president and treasurer and 
C. H. Smith, secretary. Mr. Smith 
had been with the Burnet Co. of 
New York for the past 20 years. 














Smoker and dinner given by L, A. Woolley, Inc., at the Na- ent. Through the courtesy of Mr. Bratton, manager of t' 
Lamp Works plant, the whole party was taken through t'¢ 


tional Lamp Works, Buffalo on April 4. It was for the Woolley 
factory on an inspection tour during the afternoon. 


company’s Sterling lamp agents of whom about 100 were pres- 


oe 
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Develop This Profitable Business 


Apartments and homes equipped with electric ranges are rapidly coming to 
the fore. Jobbers who are going after th’s business are getting “big order” 
















electric range business. 


RECENT INSTALLATIONS 





San Francisco— Buffalo— 
Ryan Apartments 6 Sovereign Apartments 60 ° 
Lamoure Apartments 6 Orlando, Florida— 
Oakland— Orange Court Apartments 68 
_ Moxam Apartments 9 Pittsburgh, Pa.— 
{ “*. Sacramento— Schenley Apartments 230 
- ‘ os Grove Apartments 12. Akron, Ohio— 
oes Leonard Apartments 16 Watters Apartments 28 
Lauppe Apartments 22 Chicago, Ill.— 
; Berry Apartments 30 Lincoln Park Manor 43 
] Right in your own city there's business waiting for you. Every home which 
has a gas stove now is a prospect for an electric range. 
Get after this profitable business—develop it—make more money, easier. 
4 We've a prospectus that you may have—send for it. It tells you how to get 
electric range business. It starts you off on the right foot. 
, i 
i 





i 1714-1720 N. 12th St. Toledo, Ohio 


| ¢ 
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Again-Showing Thousands of Prospects 
Xeiace get Electrical Comfort and 
Convenience 


° * 

The Genie in the wall 
That magic power, unfailing, un- 
noticed, hidden by lath and plaster 
in your electrically wired home, 
awaits a chance to do more work. 

sing it out through additional 
ts is such an easy matter—s9. 
nsive—why tolerate an idle 
rvant? 
Vith safe Sprague BX Cable be- 
hind'the wall ar nd G- E Convenience 
Outlets and Tumbler Switches in 
every room, electricity is always 
at hand and ready. 


Sis ' ally 
{a Hor See, red Co mforts,” 
k that at tho usa nee have gent for. 


GENERAL ELECTRIC 














In the April Magazines 


Every month buyers of popular magazines are 
reading G-E housewiring messages. Thousands are 
requesting copies of “The House of a Hundred 
Comforts” and are learning the facts about electric 
housewiring as applied to their own comfort and 
convenience. 

This interesting and educational booklet force- 
fully brings home the need of complete and 
adequate wiring installations and for dependable 
service as is assured by G-E Reliable Wiring De- 
vices. 

The G-E housewiring campaign is developing a 
fertile field. It is making profitable prospects for 
your dealers, every day. 

And practically every prospect is a sale for one 
or another device. Have your dealers cash-in on 


all of them—show them how. M E R he H A N D ] S E 


GENERAL 


48-19 
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You can show these prospects 
where to get Electrical Comfort and 
Convenience 


ery “a Most everyone of your dealers 

Al PA TE MUR a) can make everyone of their cus- 

i ' tomers and prospects think of their 
stores when they think of wiring. 


The proceedure is simple; have 
them follow these suggestions. 


Give prominent display to G-E 
Tumbler Switches, Convenience 
Outlets, Code Wire and Conduit on 
their counters—in their windows 
and everywhere possible. 


Hand out and mail G-E folders— 
folders full of helpful messages of 
convenience and wiring comfort. 





Use G-E electros in their news- 
paper advertising—tie-in with the 
national campaign which is aimed 
directly at their stores. 


Show their trade the comfort and 
convenience of electrically wired 
_Mell C. Brown knows the value of homes, both old and new, through 
display—-he experimented and demon- . 
strated it at the Framingham, Massa- the use of store displays. 
chusetts Electrical Show. 


Everyone of your dealers can dupli- Get them to use these G-E sales 


cate his success. When they put on makers. Give them the complete 
exhibits at local shows see that they 


get a supply of G-E display material outfit and see that they use every 


and use it. Make their booths G-E : ° 
displays. piece and part of it. 


Merchandise Department 
* General Electric Company 
Bridgeport, Connecticut 


The 
Guarantee of Excellence 
on Goods Electrical 


DEPARTMENT 


ELECTRIC 
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How a Jobber Answers the 
Contractor’s Questions 

Three important questions are asked 

And the 


concise and 


by contractors generally. 


answers are given in a 
convincing way in a pamphlet which 
the Terry-Durin Co., of Cedar Rapids: 
Ia., sends out to its trade. 

1. How can I increase my 
of profitable business in 1923? 

Determine right now to handle qual- 
begin at once 


volume 


ity merchandise only ; 
to eliminate slow movers and cheap 
stock. Start a 


advertising 


articles from your 


systematic, conservative 

program—and keep it up. You can't 
get results unless you finish’ what you 
start. Canvass your town and terri- 


tory from house to house. Arrange 


your store and trim your windows to 


fit your campaign. Conduct yourself 


and your sales force attentively and 
agreeably to your every prospect. 
Last but not least, make every act, 


every word and every thought coming 
from your establishment spell 
QUALITY. 

2. Where 
factory credit relations? 


can I establish satis- 

Your efforts directed in the right 
direction as per the above suggestions 
vill automatically entitle you to all the 
credit you need in a very short time. 
Make your own collections promptly 
and firmly, 


that you make your sales. 


on exactly the same basis 
Your cus- 
tomers do not expect you to be their 
banker, but will abuse the credit you 
them 
manding your own rights. 


firm in de- 
A first 
class collector is always a good credit 
risk, efforts 
you build your cash discounts into a 


give unless you are 


and by your - collection 
good bank account. 
3. Where 


on fast moving quality 


can I get dependabk 


service mer 
chandise ? 

Our business is warehousing and 
selling quality merchandise on a basis 
of service worthy of your hire. You 


pay us fer deing better that which 


you are not equipped to do—namely, 
select and purchase at the best quan- 


tity prices a large assortment of qual- 

















ity merchandise from many different 
manufacturers located in all parts of 
the country, and store it in our ware 
house ready to meet your demands on 
Also to furnish reliable, 
responsible and dependable agents to 


help you select your needs and save 


short notice. 


you much time and expense by the 
information they will gladly furnish. 
* * * 


Showing Customers the 
“Morgue” 

In the March issue of the Jonper’s 
SALESMAN there appeared an article 
entitled ‘Swat the Claim,” on the evils 
of returned merchandise. Comments 
received on the article show that the 
mevement: among the electrical job- 
bers to settle the returned goods ques- 
tion once and for all is gaining head 
rapidly. What is more significant 
and pleasing, the dealers who havé 
had the proposition put squarely up 
to them, are coming across with the 
requested co-operation. The thing 
at is not to eliminate entirely 
the return of material, but to enforce 


aimed 


a more intelligent and accurate hand- 


ling of all such transactions. At the 





same time many unnecessary returns 
are being wiped out by the jobbers’ 
insistence on full information in ad 


vance, 


Illustrated herewith is a card sent 
to its trade by the McGraw Co., St. 
Louis, Mo. On one side at the top 
is a photo of the company’s ‘“‘su- 
spense”’ stockroom. This picture, with 
the story under it, brings home to the 
dealer the gruesome results of firing 
back indiscriminately everything about 
which the customer is in doubt. On 
the other side of the card is a com- 
plete list of information necessary for 
the proper handling of returned mer- 
chandise, so tabulated as to leave no 
excuse for incomplete data. A few 
months of this sort of education for 
the dealers and the jobber’s 
pense” stock will cease to resemble 
the well-known “City Dump.” 


Armature Twine 


The quality of a twine is deter- 
mined by its tensile strength. A thin 
twine of selected linen is stronger 
than a very heavy cotton twine; 
while it costs more per pound, the 


“sus- 











ONE OF THE REASONS 


Why we have instructed our Receiving Department to 





accept no 
Material Tage attached. eS | 
| The above pletate shows & corner of out “slip” aleck | 
| Toom. nrc 
| ‘The material in this stock room is either awaiting infor- | 
mation as to where it came from, and why; or, in case we 
|-ean identify the shipper from markings on the shipment 


| when received, is awaiting reply to our letter requesting 
—e ae 
| is 


Somme of thd mutate ohn sick’ rose Nove hey Bet | 
| identified never wil 

This condition prohibits prompt and efciom handling of 
| material and apparatus returned for purpose, and | 
_ ake tp and ern wo ees wot nly pose Pt 


roba 
Protect eur homers (rm atch mia ad pose 
losses — ee eee a 

of returns for eredit, inspection, repairs, won apnea 
we. hee: ened ructed out Receiving Department to accept no 
goods without our return material tags attached. 

Please this rewurn tags for use on 


request 
all goods you send to us. Complete Gicrastion, when re- 





| questing tags, as.to the. the rea- 
eS 

| and t ent 38 i 
[Be com (See Other Side) as ea 





A Striking Appeal for Dealers’ Help in Correcting Returned Goods Evils. 


INFORMATION 


Which Should Be Submitted With Request for 
Return Tags 
1. Material to be returned for credit, 
pe hoyercabanpepeecte fog pow dang agama 


Cur inves number when purchase, 
D—Date purchased from 

© Coniches of or amiiaead of 
F—W'lether used at all and if so 


much. 
G—-Your reason for desiring to return same. 
2. Material claimed defective to be returned for 


A—-Complete description of oe material or apparatus. 
B—The quantity or quantities of same. 
invoice number when purchased. 
D—Date purchased from us. 
E—How oe used and under what conditions. 
F—Characteristics of the trouble experienced. 
for your believing same to be defective. 


3. Material to be repaired. 
A—Complete description of the material or apparatus. 
B—The quantity or quantities of same. 
C—Characteristics of the trouble experienced. 
D—Is a report as to the condition and an estimate of 
the cost of repairs desired upon receipt and be- 
fore work is started, or shall repairs be made im- 
mediately upon receipt of goods? 
hie above information submitted with request for re- 
tags will help to avoid further correspondence 
~<“and the consequent delay. 


‘Our Receiving Department has instructions to ac- 
goods 


area | 


ratus. 
ww long and how 


cept no without our Return Tags attached. 
(See Other Side) 
IU LGRAD OC 
Omaha GS. Lette Sioux City 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and -use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 


Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Bring = | c 
twelve times bigger profits 


The demand for these beautiful Cut Glass Switch Plates 
makes them sell readily at a higher price than the old 
style. You make the higher profit. 


NORCO is a brand new idea in switch plates. Heavy 
mirrored plate glass that cannot tarnish. Keeps clean 
with the touch of a cloth. Made for round hole tumbler 
switches. ‘ 


NORCO Cut Glass Switch Plates are advertised to home 
owners in “House and Garden,"’ to architects and con- 
tractors in the “‘Architectural Record’’ and to hotel men 
in ‘Hotel Management.’ This publicity is creating a 
demand which means easier and bigger sales for you. 
Write for full descriptions and prices. Be ready to get 


your share of the profits. 


The 
CUT-GLASS 
SWITCH-PLATE 








Switch Plate Corporation 
Norfolk, Virginia 














Electrical 
Supplies 








yardage is greater, less is required 
and it is therefore really cheaper 
On the other hand, when a band 0; 
filler is wanted and the desired 
strength can be secured through th« 
multiplicity of turns, cotton twines 
are really cheaper because they bulk 
up better. 

There are many grades of linen 
twine and some are by no means as 
strong as good cotton. Armature 
twines, whether of linen or cotton. 
should be made of only carefully se- 
lected fibres and some knowledge of 
their approximate tensile strength 
should be had before they are pur 
chased. A twine with weak spots 
might be quite satisfactory for tying 
up a package, but when used for 
banding and wound under tension a 
break not only causes a loss of time 
but also either a waste of material 
or a knot that mars the appearance 
of the completed work—all of which 
offsets the possible small price differ- 
ence between genuine armature twine 


and ordinary package cord. 
* * * 


Credit Delinquencies Still 


Increasing 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during February, 1924, and 
March, 1924, as compared with the 
same months the previous year, to- 
gether with the total amounts and 
average amounts of the delinquencies. 


Number of 
Branch Delinquent 
and Accounts Total Average 

Month Reported Amount Amount 
Central Division 
rep. as....:..-.2: 635 $ 69,996.47 $107.49 
rep. . 1OR4........-< $21 89,621.45 109.16 
Mar. t9ee....-.....2 993 180,571.90 181.49 
Mar., 1924............ 941 99,989.14 106.26 
New York 
Feo, 39%6..........: 288 86,045.00 127.00 
Pep. “3006: .....:.... 365 54,688.00 150.00 
Mar., 0S6........... 584 78,655.00 126.00 
Mar., 1924............ 445 68,022.00 158.00 
Philadelphia 
Feb. T080.........-2 176 26,881.67 152.73 
Feb., 1924............ 258 81,823.03 123.35 
Moar,, 3998.2... 204 26,386.27 129.34 
Mar., 1924............ 233 26,168.85 112.29 
New England 
Feb. 1028............ 48 2,495.35 51.99 
iy a: 33 4,789.14 145.12 
jo J 60 4,782.71 79.71 
Mar.. %004....:.....:. 46 4,708.60 102.36 
Pacific Coast 
Feb.,  TOG8:......<.. 15 4,245.63 283.04 
Feb., I036........... 9 1,072.04 119.11 
i ft i. Sn 48 7,522.26 156.92 


Mar., 1,175.81 97.94 
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Published in the interest of a more complete fellowship with Jobbers’ 
Salesmen everywhere by the Benjamin Electric Mfg. Co. 








Benjamin Window Trims 
Sell Benjamin Two-Way 
Plugs 


Window . trimming material, 
absolutely free, with no strings 
nor order blanks, is one of the 


ways in which we are helping 


Window Trim and a Lot of It 

This window trimming mate- 
rial can be used by itself, or it 
will tie in with any other mate- 


and white crepe paper streamers 
and 3 Merchandising Price Cards, 
printed in colors. 
“Show and Sell” Stands 

The handsome “show and sell” 
stands upon which Benjamin 
Two-Way Plugs are mounted add 
to the effectiveness of the trim, 
but the dealer is left entirely to 
his own wishes in this connec- 
tion. There is absolutely no re- 








USE 


BENJAMIN. 


the Use of 
Every Socket 
in Every Room 
in the 
House 











Benjamin Two-Way Plug Window Trim—The Colored Shield is 18 Inches by 22 Inches; There Are 2 Folds of Colored Crepe Paper, 20 Inches by 10 Feet; 
1 Fold of White Crepe Paper, 20 Inches by 10 Feet; 2 Rolls Each of White and Colored Crepe Paper Streamers, and 3 Colored Merchandise Price Cards. 


dealers to sell Benjamin Two- 
Way Plugs. This is in addition 
to our beautiful colored folder 
which may be used by the dealers 
as an envelope stuffer, for coun- 
ter use or for enclosing in pack- 
ages of merchandise. Then there 


are repair tags, and electros for 
making up newspaper advertis- 


ing. 





rial the dealer may wish to use. 
There is a large shield, 18 inches 
wide by 22 inches high, which 
makes an excellent background 
2 folds of colored 
crepe paper, each 20 inches wide 
and 10 feet long; 1 fold of white 
crepe paper, 20 inches wide and 
10 feet long; 2 rolls of colored 


center-piece ; 





striction placed upon the other 
material which may go in the 
window and the dealer is not ob- 
ligated to purchase or display 
these “show and sell” stands or 
carry any stock beyond what he 
considers essential to complete 
the service to his customers that 
his window display suggests he 
is ready to give. 
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The advantages of the Benja- 
min Two-Way Plugs are so obvi- 
ous and the exclusive features so 
apparent that they are essentially 
rapid sellers when they are prop- 
erly displayed. 

The Window Trims Go Over Big 

This is what has made the win- 
dow trimming feature so accept- 
able to dealers. They have proven 
to themselves that these two- 
way plugs when made the sub- 
ject of proper window trimming, 
sell not only themselves but a 
considerable amount of other 
merchandise such as Mazda 
lamps, fans and all kinds of cord 
connected appliances. 

During the latter part of last 
year, in October and November 
in fact, Benjamin dealers made a 
special feature of window trim- 
ming in connection with Hallow- 
e’en Week and Thanksgiving 
Week. 

We furnished trim- 
ming material to nearly 2,000 


window 


dealers on both occasions and the 
reports were so satisfactory that 
we prepared a special window 
for Valentine Week, this 
year, which was furnished to 
nearly 2,500 electrical retailers. 

The Valentine window trim 
was tremendously _ successful. 
From all over the country there 
have come the most enthusiastic 
reports as to the business build- 
ing possibilities of these special 
window trims. ; 
What Some of the Dealers Say 

For instance, the Cope Electric 
Company, of Santa Ana, Cal., 
said, “This window has attracted 
a great deal of attention and has 
increased our sales of all Benja- 
min Two-Way Plugs over 300 
per cent.” 

From another quarter, the 
Main Electric Company, Poca- 
tello, Idaho, comes the report, 
“The window trim material was 
a tremendous help not only in 
trimming the window but also in 
moving a large number of Benja- 
min Two-Way Plugs.” 

The electric shop of the central 


trim 


station can also make good use of 
the special window trim as is evi- 
denced by the report from the 
City Light & Water Company, 
Amarillo, Texas, as follows: “The 
week before St. Valentine’s Day 
our Benjamin Two-Way Plug 
Window was put in, creating an 
unusual amount of interest and 
doubling our sale of these plugs. 
We consider this one of the most 


effective windows from an artis- 
tic and sales standpoint that we 


ever had and are still receiving 
sales from it.” 
The Correll Electric Company, 


of Columbus, O., said, “We cer- 
tainly want to thank your com- 


pany for the window trim mate- 
rial and the sales helps which 
were a great help in selling Ben- 
jamin Two-Way Plugs and also 
Mazda lamps and devices, mak- 
ing the effort really beneficial,” 
and right along the same line the 
Walker Electric Company, of 
Raleigh, N. C., says, “I find that 
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your window trims are a great 


help and sell one with practically 
every appliance that we sell.” 


This special window trim will 
be made a feature of the mer- 
chandising of Benjamin Two- 
Way Plugs. From time to time, 
both in design and color scheme, 
the material will be changed con- 
siderably to fit the time of the 
year and to coordinate with some 
holiday or other special condition. 
You Can Get It for Your Dealers 

We will be glad to have the 
jobbers’ salesmen send us the 
names of their dealers who will 
be interested in receiving and 
using this Benjamin Two-Way 
Plug Window Trim. As we said 
before, there are no strings and 
no obligations. All we want to 
know is that the dealer appre- 
ciates the value of the material as 
we have made it ready for him 
and will use it to increase his 
sales of Benjamin Two-Way 
Plugs and other electrical ap- 
pliances. 





Show Case Lighting an 
Active Business Builder 
at This Time 


No matter how much general 
illumination there may be in a 
store interior, or how much day- 
light may be available, unless the 
show cases are illuminated also 
the merchandise in these show 
cases does not get a fair chance 
to attract attention. Here are 
unretouched photographs 
of floor cases and wall cases, with 
‘lights on” and “lights off,” 
which prove the point. 

Well Lighted Goods Are 
Easiest Sold 

Well lighted show cases are 
needed all the time. There are 
no open nor closed seasons. As 
a matter of fact, it is during the 
so-called dull season that the 
greatest amount of daylight is 
available. But it is during the 
“dull” season that the merchan- 
dise needs the help of the best 
illumination obtainable. 


some 


On the other hand, it is during 
the dull season, when there is the 
greatest opportunity to install 
proper show case lighting with 
the least inconvenience to the 
customer or the store. 

There Is No “Lighting Season” 

One of the prime errors that 
we all made in the early days, and 
a good many of us continue to 
hang on to the hoary tradition, 
was that the working day was 
divided into daylight hours and 
dark hours. And we kept on try- 
ing to sell lighting equipment in 
terms of a few dark hours. 


Good Store Lighting Makes 
More Sales 


Probably in no other part of 
the field of commercial lighting 
has there been so much good 
work done recently than in pro- 
moting better store lighting. The 
manufacturers of lamps and store 
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lighting equipment have carried 
the story to merchants far and 
wide. Current electrical publica- 
tions have given the electrical 
contractor and fixture dealer the 
most practical information, which 
they in turn have passed on 
to storekeepers of every kind. 
Publications devoted to various 
classes of business, such as cloth- 
ing, haberdashery, boots and 
shoes, jewelry, stationery, etc., 
have published numerous articles 
dealing with better store lighting 
as a business asset. 
Demonstrations 

Recently, in Winnipeg, Minne- 
apolis and Chicago the various in- 
terests in the industry, illuminat- 
ing engineers, contractors, deal- 
ers, manufacturers and the cen- 
tral station, have combined ef- 
forts to stage demonstrations and 
exhibits of practical store light- 
ing. Model stores have been 
fitted up, windows trimmed and 
illuminated in the most modern 
fashion and lectures given to the 
merchants who visited the model 
stores. 

The story of store lighting is 
going over and it is going over 
big. And it is not confined to any 
particular part of the country. It 
has been a noticeable fact at each 
of the recent store lighting dem- 
onstrations just referred to that 
there has been a goodly attend- 
ance of out-of-town merchants. 
There’s a Story in the Pictures 

Take a look at the illustrations 
of the floor cases and wall cases 
shown on these pages. They are 
fine examples of the absolute 
need of proper illumination in the 
show cases themselves. The 
photographs were time expos- 
ures. They were taken under 
ideal conditions. There was bright 
daylight outside, and the store is 
equipped with a wide doorway 
and a large window extending 
practically across the entire 
front. In the “lights off” photo- 
graph the general store lighting 
was on full and this was extreme- 
ly high intensity lighting. In 





other words, the store was very that which came from the Benja- 
well lighted, but the results do min Show Case Lighting Units. 





Floor Case with “Lights On.” Note the Even Distribution of Light from Top to Bottom and from 
Front to Back. Note also the Merchandise at Bottom of Case—How the Patterns Are Shown 
Clearly and Distinctly. 





oy 


Floor Case with “Lights Off.’ Due to the High Intensity of the General Illumination, This Photo- 

graph Shows Up Very Well. However, Note the Dark Spots All Through the Case, the Heavy 

Shadows on the Trays and the Absence of Clear Visibility of Patterns on the Merchandise at the 
Bottom of the Case. 

not show in the show cases. In Daylight Will Not Sell Goods— 

the “lights on” photographs the Artificial Light Will 


only additional illumination was These photographs show con- 
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clusively that no matter how 
much daylight there may be nor 


unless the wall cases and floor 
cases are equipped with their 


Wall Case with “Lights On.” Note the Even Distribution of Light from Top to Bottom of Case, 
and Fidelity with Which Texture and Pattern Are Revealed. 


Wall Case with “Lights Off.’”” The General Illumination Helps Out This Photograph. But, Note 
the Heavy Shadows at the Top of the Case, the General Lack of Sharpness of Texture and Pattern, 
and the Intense Reflected Light from the Other Cases. 


how well the general interior il- 
lumination may be carried out, 


own lighting they are dark. Fur- 
thermore, the general illumina- 


tion fails entirely to bring out 
the texture and color values and 
puts the merchandise under an 
immeasurable handicap. This is 
quite plainly shown in the photo- 
graphs. Note, particularly, the 
absence of the patterns in the 
“lights off” pictures. It is in the 
clear vision of these patterns that 
the texture and color values of 
the merchandise are shown to ad- 
vantage. 
Units Sections—Easy to Wire 

The Benjamin Show Case 
Lighting Units are especially de- 
sirable. They are made in unit 
sections, completely wired. They 
take standard and tubular lamps 
and are easily installed by the 
electrical contractor or fixture 
dealer, without waste of time, 
material or investment. They do 
a wonderfully good job of illum- 
ination, shedding a full, even flux 
of light from the top to the bot- 
tom of the case. The lamps are 
entirely out of the field of view, 
both of the shopper and clerk. 
They inspire the buying impulse 
of the spectator and conserve the 
eyesight and energy of the store 
employes. 
Show a Sample—Explain It, 
and It’s Sold 

Benjamin Show Case Lighting 
Units are easy to sell. With such 
evidence as this it is easy to con- 
vince the store proprietor of the 
necessity of proper show case 
lighting. Show a_ storekeeper 
these pictures and show him the 
Benjamin Sectional Unit and he 
is ripe for the dotted line. 
Our Easy Selling Help Plan 
Is Yours 

We have prepared a special 
campaign on Show Case Lighting 
that is working very successfully. 
This campaign is adapted for use 
by contractors, dealers or central 
stations. We will be glad to give 
jobbers’ salesmen full particulars. 
Now is the time to get into ac- 
tion. The next few months gives 
most storekeepers a _ breathing 
spell. It is a good time to put 
their places in tip-top shape. 
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“ormer Coast Man Thriving 
in Tennessee 
Not only Californians, but many 
tern men will be interested to learn 
present whereabouts, activities and 


| 
| 
state of prosperity of James A. Mur- 
| 


t 
ray, for 12 years with the Illinois | 
Flectrie Co., Los Angeles, and known | 
t. every jobber, dealer and contractor | 
out that way as “Jim” Murray. In 
November, 1923, he severed his con- | 
nection with the above firm and headed 
| 


cast to make his fortune, forsaking the 
palms of California for the roses of 
l'ennessee, 

Jim became one of the firm of Gem- | 
well Bros. Co., contractor-dealers with 
| eadquarters at Bristol, Va. For them 
he put in operation a branch at Kings- | 
port, Tenn., which is doing a thriving 
husiness in general supplies, wiring, 
motor installations and fixtures. The 
Gemmell Bros. Co. supplies the Ten- 
nessee Eastman Corporation, the 
Kingsport Press, Mead Fibre Co., 
Clinchfield Portland Cement Corp., 
Grant Leather Corp., Corning Glass 
Works and the Kingsport Hosiery Co. 
A picture of the Gemmell building at 
iiristol, which the company owns, 
bears out the statement that it is one 
of the finest in the country. 





| 
. 


| | 
} | 
| | 





We leave it to you whether they iook 
lke baseball players or jobber’s salesmen. 
ut they must be good at both for they 
re with the Pacific States Electric Co. | 
{f Los Angeles. W. R. Cameron on the | 
ft is catcher on the baseball team and | 
has. Fox on the right is manager of the | 
‘am. 


} 
| 
} 
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Lynchburg Insulators 

















VWVE announce the installation of a complete 
and up to date equipment at Lynchburg, 
Virginia for the manufacture of glass insulators. 


HE policies which claim an important part 
in the success of this company in other fields 
of the glass industry as manufacturers, will be 


applied to the manufacture of glass insulators. 


N attractive proposition is offered electrical 
jobbers through whom Lynchburg Glass 
Insulators will be distributed. 


Lynchburg Cas Corporation 


Lynchburg, Virginia 
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By C. A. HANNAH 


The Function of An Appliance Specialist 


How He Can Co-Operate Best With the Regular Salesmen 


Merchandise Specialist, Illinois Electric Co., Chicago 


VERY electrical jobber doing a 

reasonable amount of appliance 
merchandising should have a salesman 
specializing in that particular line. 
There has been a tremendous growth 
in this direction within the past few 
vears. ‘To cope successfully with this 
increase it is necessary for someone 
te concentrate on the merchandising 
end on behalf of the jobber. 

Due to the multitude of large and 
small items which go to make up the 
stock-in-trade of the electrical indus- 
try, the jobber’s salesman is already 
burdened with all he can do justice 
to. By having a merchandise man 
work with him at different times dur- 
ing the year, interest is renewed and 
activity created in the lines that his 
house handles. It also makes for bet- 
ter acquaintance and feeling between 
the men and their customers. 

It is impossible for the appliance 
specialist to cover all the small towns 
in the regular salesman’s territory. 
It is best to concentrate on the larger 
towns where the best results can be 
attained in the shortest possible time, 
or where your competitor is liable to 
go first. 

By all means the specialist should 
travel with the regular salesman, not 

There are several good rea- 
for this. The 
man does not know the exact condi- 
other 


alone. 
sons merchandising 
tions in territory. In 
words, he does not have the territory 
analyzed as to who has good credit 


every 


and who the live dealer is in each 
community. It is hard for the special- 
ist to become ‘as well acquainted with 
the customers as the regular man. 
Therefore the jobber’s salesman forms 
the point of contact. which in my 
mind is half the sale. It is also easier 
for the two men working together to 
put over the deal they are after in 


a larger and better way. 

















C. A. Hannah 

The co-operation between the spe- 
cialist and the jobber’s salesman is 
generally very good. The house usu- 
ally notifies the latter two or three 
weeks in advance that the specialist 
In the meantime 
the territory man will advise the cus- 


is going to join him. 


temers to this effect as he makes the 
rounds. Consequently the customer 
is generally ready and waiting to go 
over the propositon. Another method 
of notification is for the house to fur- 
nish the territory man with form let- 
ters for him to mail to his select ac- 
counts, telling them that the appli- 
ance man will be around very soon. 

I find it a very good idea to keep 
a ecard record of customers sold, with 
the items and quantities purchased. 
In many cases the dealer does not 
remember just how a certain item 
moved last season. With this card 
record you can give him that informa- 


~ 


tion accurately, thereby giving him 
the impression that you are really 
taking a lively interest in him and 
the growth of his merchandising busi 
ness, 

The live retailer today is carrying 
much larger stocks than ever before. 
This is due chiefly to stronger com 
petition outside of the strictly elec 
trical field, and it is the duty of tly 
specialist to render all the assistance 
possible to build up the dealer’s busi 
ness. For what you build for him 
you are building for yourself and the 
house. There are numerous ways of 
helping your dealers. Practically all 
the large manufacturers have demon 
strators. Arrange with these manu 
facturers for store demonstrations, or 
for exhibits at household shows, fairs. 
ete., and if you have the time avail 
able, help the dealers yourself at 
these affairs, if only for part of a 
day. 


have on window trims or other good 


Give the dealer any ideas you 


stunts you have picked up on store 
arrangement, etc. 

Great care should be taken in in 
structing the dealers on the use ot 
literature that is supplied them. Thi 
manufacturers are very liberal in this 
direction and there has been a tend 
ency in the past to flood the retailer 
with more advertising matter than he 
could or would use. Thus a great 
deal of money and effort have been 
wasted. I find it better to obtain 
from the dealer the number of namvs 
on his mailing list, with the approx! 
mate number of circulars he can pass 
out in his store, and send him jus! 
about that total. To bear out tli 
above statement regarding waste, 10! 
long ago a certain manufacturer 
ceived from a dealer a motor for r°- 
pair, and it was packed with a |t 
of appliance circulars which had bern 
sent that dealer about a month pre! 
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Chicago’s DeLuxe Apartment 
on Sheridan Road 
Walter W. Ahischlager, 
Architect 


The Sheridan Lake and the | 
Sheridan Drive Twin Apart- 
ment Building. 





<< == 






= \ Each of the 64 apart- } 
> = \ ments has an, 
\ , \ ILGAIR Venti- ; 
: \ lator in the 
kitchen. 










INGLE ORDERS for 6 to 60 ILGAIR Ventilators are being secured 
now-a-days by contractors who are active in the building field. 
Here’s an example of a “group sale” where 64 were purchased at one time. 





In making this twin apartment Few electrical products compare 
building strictly modern and exceptionally with ILG Ventilating Equipment in sales 
desirable the Architect, Walter W. Ahl- possibilities — and the market has not even 
schlager recognized the value of correct been “scratched”. To the jobber who pre- 
ventilation. For each kitchen he specified fers a quality product supported by Na- 
an ILGAIR Ventilator. This building is tional Advertising and established consu- Th ; 
= : = , Sip e Ilg Fan is the 
now near completion and is _ renting mer demand, we call attention to this in- only ventilating fan 
rapidly. teresting proposition. made with a fully 
enclosed self- 
, cooled motor. It’s 
c Ask Us About It. pono nal 








ILG ELECTRIGWEN 


2854 NORTH CRA 





ILDINGS: 
SES -ETC: 
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Cash in on the 


Salability of 
Steel City Wiring Devices 





Steel Exty € 


PITTSBURGH 


along 


truths—sell 





The 


Line of 


Steel 


Devices is 


known—we’ve at- 


tended to that. 
Contractors pos- 
sess ‘an intimate 


knowledge of its 


City 
Wiring 


well 


qualifications and | 


at all times 
press 
in its 
bility. 


it "ss 


logical to expect 
a minimum of 
sales resistance 


when talking this 


line. 


Steel City Wiring 


Devices give con- 


sumer 


tion. Any job fin 


ished with 


devices is certain 


to. please..% 


means 
contractor 
ness and 


sales for you, 


You'll find great- 


er profit 


You'll 


get 


dant reorders and 


build good will all 


the 


Depend on these 


= Steel City Wiring | 


Devices. 


To sell them, you 
must know them. 


Send for Catalog 


No. 34-F. 


“A, Chectrre Ca 


PENNSYLVANIA 








ex- 
confidence 


dependa- 


therefore 


satisfac- 


these 


greater 


busi- 


larger 


here. 


abun- 


line. 


more 


| OUS, 


Electrical Appliances 





Assistance in his advertising is 


| very welcome to the retailer, espe- 


cially where it prevents such waste 
as mentioned above. Suggestions as 
to the use of circulars are not only in 
order but necessary. Speaking gen- 
erally of co-operation with the dealer, 
I think the most vital feature of all 
is the help you can give him in dis- 
playing his merchandise. There is 
an old saying: ‘Goods well d'splayed 
are half sold.” 

In my opinion the most noticeable 
obstacle in the selling of appliances 


| today is not wholly lack of effort on 


the part of the dealer, nor is it price 
cutting on the part of his larger com- 
petitors. It is rather the failure of 
the dealer to put forth his effort m 


| the right direction; in other words, 


| attained this reputation? 


misplaced energy. We will all admit 
that the department store is the best 
all around merchandising institution 
Why have they 
Simply be- 
cause they have continually thrown 


at the present time. 


| inducements af the people to come in 


| 


I do not mean 
price inducements only, but also qual- 


and buy from them. 


ity merchandise and seasonable lines. 
That the electrical dealer can profit- 


| ably use the same methods was proved 


— 


conclusively to me not long ago in an 
iron campaign we put on with dea! -rs 
We gave then a 
proposition that was an inducem nt 
people to in and buy, 
The result was that the dealers suld 
more irons in 30 days than in any 


in our territory. 


for come 


other six months and the house pr f 
ited accordingly. 

To sum up in a few words, every 
jobber’s salesman can be an appliance 
specialist to some extent in his own 
territory. The merchandising lines 
that he sells are good or his hous» 
would not carry them, so there must 
be a foundation of quality. If lie 
consistently and continuously sells thie 
dealers the idea of handling his prod 
ucts, he is fast building up a sound, 
steady business. 

* * * 
Yearly Fan Production Nearing 
Million 

There were 753,000 electric fans 
made in the United States 
1923. The retail value of these was 
approximately $15,000,000. 
the present year, in order to supply 
the demand, the fan manufacturers 
will have to turn out upward of 825,- 
000 of these fans which will sell for 
abeut $16,500,000. 


during 


During 





mn nie met 


bis: ES. 





ee: 


tg stati. an a 





It takes a good soldier to try and groom army mules with a vacuum cleanc’. 
especially in a snow storm, with Mr. Mule’s ears at that sou’ by sou’east ang'¢ 


which plainly spells displeasure. 


Private L. Kavanaugh, at Fort Hamilton, N. ».. 


not only tackled it but did a thorough job, even behind the ears, without carryi'¢ 


away any souvenir hoof-prints.—Photo by P. & A. 
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DAYTON MOTORS 


' 


Increase Your Fan Profits 


A good product and a good proposition is what every fan dealer 
wants. And that’s what he gets when he handles the Dayton 


line. 
Dayton Fans are durable, attractive in appearance, and displace a 
large volume of air. That makes them easy to sell. 


They pay liberal discounts both to dealer and jobber. They are backed 
by a concern that has been in business for 35 years. That is your 
guarantee of a good profit and a square deal. 


Get the details of the Dayton line and the money-making proposition 
that goes with it. 


The Dayton Fan & Motor Co. 


Factory & General Offices 
Dayton, Ohio 
Established 1889 


DAY-FAN RADIO 
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Going After White Way 
Business 
By HAL R. EDWARDS 


Sales Manager, the McGraw Co., 
St. Louis 
The electrical jobber can never 
make a success of securing White Way 
business unless he or the manufac- 
turer for whom he is distributor does 
the promotion work 
ale of this kind. By this I mean that 
the city must want a White Way be- 


fore there is any possibility of a sale. 


necessary to a 


This means that the city must be 
approached through some civic organi- 
ization, such as the Chamber of Com 
merce, the Rotarians, or through the 
city council. They must be thoroughly 


sold on the advantages of a_ well 
lighted city and shown how it is pos- 
sible to install such a system. This, 


of course, means in most cases consid- 
erable sales expense to promote the 
job and at least a good share of this 
expense should be borne by the manu- 
facturer. 

As most jobs of this character are 
sold installed, it is very necessary that 
a jobber have the proper relation with 
a contractor capable of installing such 
The ordinary electrical con- 
the 
towns, not having had experience in 


work. 
tractor, especially in smaller 
this kind of work and not knowing 
what his actual cost will be for trench- 
ing, building foundations, ete., can- 
not be expected to compete with men 
who make this their business for he is 
almost certain to be either so high 
that he will lose the job or so low that 
he will lose money. 

Once a town is known to be consid- 
ering a White Wav the jobber who 
makes a success of this kind of busi- 
ness will make certain that specifica- 
tions are prepared that are favorable 
to the preduct that he is handling and, 
of course, the easiest way that this can 
be done is to offer engineering service 
to the city without cost, furnishing 
the city with estimates of material re- 
quired, estimate of cost of labor, etc., 
and usually a sample post should be 
installed on a prominent street. 

It is always difficult to determine 





who will have the most authority in 
considering the bids and placing the 
order. Sometimes it is by vote of 
council, but more often one man is the 
determining factor. Many sales are 
lost by a salesman’s spending his 
efforts in the wrong place. The part 
played by the expert or specialist 
usually occurs at the time the job is 
in the progress of formation and his 
work will, if successfully done, often 
cinch the job far in advance of the 
public letting. 

The White Way sale is possibly 
more profitable to the jobber today 
than it was 10 years ago, but sales 
expense attached to this kind of sell- 
ing is very high and to make it inter- 
esting to most jobbers, manufacturers 
will find it 
jobber with 


necessary to provide the 
a better margin of profit 
Usually 


than he is getting today. 


White Ways are sold to a municipality 


oe 








Here are two hard working gentlemen 
from Baltimore, Md. At the léft is Law- 
rence EK. McCalley, treasurer and at the 
right A. D. Spencer, Jr., president of the 
Monumental Electrical Supply Co. 











and the financial arrangements are a 
very important part. If the city cin 
take care of an installation by a bond 
issue, they usually expect the con- 
tractor who makes the installation to 
take the This 
means, in most cases, the contractor 


bonds in payment. 
will discount his bonds one, two or 
three per cent in order to convert them 
into cash to pay for his material and 
he must, of course, take this into con- 
sideration in making his bid. Often- 
times there are legal matters in con- 
nection with 
always well that the contractor or thie 


bond issues and it is 
jobber have an attorney give his opin 
ion before a bid is made on a job of 


this kind. 


Local oftentimes an 


asset both in the promotion and the 


dealers are 
selling of a job of this kind but in 
most cases it is preferable to hand 
the job as stated before through a 
contractor who makes this his busi 
ness. Quite often the local man can be 
shown that to him, with all the neces- 
Sary expense and equipment, the job 
would be unprofitable and his good 
will and assistance can be had with- 
out his actually being connected with 
the job at all. 
ment can be made so that the loca! 


Sometimes an arrange- 


electrical man’s services can be used 
by the contractor securing the job of 
installing. 

Years ago there was some confusion 
caused by bringing out several differ 
ent styles of street lighting equipment. 
One town would be sold on the idea 
of getting the opposite to what a rival! 
town had installed. 

Today the most popular type o! 
street lighting equipment is the sing’: 
light unit and the plain post. Cluster 
lights and ornamental poles are con 
sidered passe. 

The jobber who operates as out 
lined here is not interested in service, 
etc., after the installation is complete 
His part | 
to sell the material which, of course, 


77) 


and accepted by the city. 


“+ 


should be guaranteed against defe 
by the manufacturer. 


To sum it all up, there is a wo 
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WINDOW - LIGHTS 
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=\WINDOW-SALES 
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| cjaanoaatoa window lighting COUNTS. There are always customers on the sidewalk. TORK CLOCKS are so 
constructed that, once installed, their electrical connections need never be disturbed. A standard reasonably-priced 
service prolongs the useful life of every TORK CLOCK indefinitely under normal conditions and reasonable care. Get 
complete information regarding TORK CLOCKS and let us help you sell TORK CLOCKS to your neighbors who need 
them too. TORK COMPANY, 8 West 40th Street, New York. 
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RED SPOT | 
a 


A 


Kitchen Unit 
In 


Every Home 




















6679 ED SPOT” Kitchen Units sell just like other 


household appliances. 


At first they were sold by central station campaigns. 
But after the campaigns, the steady day-by-day sales 
kept up. 


In Mansfield, Ohio, for example, almost every house 
that’s wired has a “Red Spot’’—in 190 of these wiring 
jobs last November, 190 ‘‘Red Spot” Kitchen Units 


were included. 
Your dealers can sell ‘‘Red Spots” as merchandise. 


“Red Spot’’ Kitchen Units are designed to meet 
every condition. Made in two styles—porcelain 
enamel and painted enamel—with or without knock- 
out for pull chain control, knock-out for convenience 
outlet connection, and twist-out for wiremold. 





Explain to your trade that ‘Red Spots” are built 
for quick installation. A good man can install one in 
20 minutes—one wireman installed 36 in a day. That's 
because the “Red Spots” are designed right, and that’s 
why the trade makes the most profit selling ‘Red 
Spots’’. 


The F. W. 


Wakefield 


Brass Co. 
Distributed through- ELBERTA STREET | age stocks with 


out the United States Gray Com- 


by 115 leading elec- ali ; pany, Los Angeles 
trical jobbers. Vermilion, Ohio and San Francisco. 


























ae “RED SPOT” 





derful field for street lighting in + 
smaller cities of the entire country a | 
without question more White Wa , 
will be installed every year for so 
time to come. This is probably d 
to good roads and improved state hig 
ways. Any town that has civic pri 
at all can be interested in dressing 

if the state highway passes throu 
the main part of town. 

I do not believe that the lar 
number of towns that want moder) 
street lighting are being held \ 
through lack of funds or technicaliti: 
but rather because they have not be: 
shown how to go about getting t 
improvement. Therefore the jobb:r 
who will show the town the way i» 
most cases will make the sale. 

* * * 


Teaching the Public by Contrast 


False economy as against goo 


economy in the matter of home light 
ing fixtures and convenience outle! 
was publicly demonstrated in a very 
effective manner at the Educationa| 
Electrical Exhibit sponsored by tli 
St. Paul Electrical Board of Trad 
This was held on the occasion of th 
Builders’ Show in the Auditorium. 
March 10 to 15. One of the St. Pau! 
jobbers, the Northwestern Electric 
Equipment Co. was active in the un 
dertaking and it was through its 
courtesy that these two interesting 
photographs were obtained. 

The purpose of this exhibit was 
purely educational and was finance: 
on the usual co-operative plan includ 


| ing jobbers, central stations, retail 


dealers, contractors, manufacturers 
and fixture dealers. It consisted of 
two rooms furnished identically, even 
to the knives, forks, spoons and 
dishes on the table. The decoration 
of the wall in both rooms was tx 
same. One room was wired the wrong 
way and the other room was wir’! 
and lighted the proper way. Ti 


lecture given at the exhibit was som: 


| what as follows: 


“This room represents the conven 
tional house wiring job, with the on 
ceiling outlet. Unfortunately no con 
venience outlets or switch controls fo: 
the ceiling fixture were installed. Tl 
owner, after having used the electri 
lighting for a short time, discovere:! 
that on coming into the room it wa 
necessary for him to stumble ove: 
chairs and other obstructions in ord: 
tu reach the socket on the cente 
lighting fixture. 

“In order to overcome this incon 
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BABY DENZAR 


WITH PLUG-IN SWITCH 


Here is the unit with the double-barrel appeal to 
the housewife—not merely a better kitchen light, 
but a better light and a convenience outlet as well. 


= 
= 
= 





Order a sample today, and show it to every 
customer that comes in. You wont have to urge 
them to buy—it is what they have been waiting for. 


If you want to put on a Kitchen Lighting Campaign in your 
town we have the necessary advertising material all ready for 
you—and some suggestions that will be helpful. 


Beardsice Chandelier Mfg. Co. 
218 South Jefferson Street : : CHICAGO 
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The Sun Never Sets 


Where “Red Devil’’ 


Pliers Are Used 


HEIR popularity and con- 
sumer following are world 


wide. Known and used where- 


ever good tools are appreciated. 


Their outstanding quality and 
reputation are deciding factors 
in favor of their wide demand. 


“Red Devil”’ 
Side Cutting 
Pliers 


The | standard 
electricians’, line- 
men’s and me- 
chanics’ pliers. 
By far the larg- 
est sellers of 


their kind. All 


standard sizes. 


“Red Devil’’ 
Diagonal Cutting 
Pliers 


One pound pres- 
sure in the han- 
dles 20 
pounds __ cutting 
power in_ the 


No. 542 


size 6!4 inches. 


gives 


jaws. 


“Red Devil” Pliers are made in a 
hundred styles, for every practical 


purpose. Send for catalog. 


SMITH & HEMENWAY CO., Inc. 
MANUFACTURERS OF “RED DEVIL” TOOLS 
266 BROADWAY, NEW YORK, N. Y. 


ie + 


nts ts A A A ei pet. 


"ST.PAUL ELECTRICAL BOARD © TRADE 


"WE ST Paare”, 


1 — 


Exhibit by the St. Paul Electrical Board of Trade, Showing an Improperly Wired 
Room With Its Dangling Cords. 


venience, the owner, being more or 
less of an amateur electrician, installed 
a conveniently located switch in the 
form of a cord stretched across the 
ceiling and supended from a nail or 
screw eye, connecting to a pendant 
switch, making a very marked fire 
hazard. 

“Later as a result of natural evolu- 
tion in the home, other appliances were 
added to the list, necessitating the con- 
stant removing of the shade from the 
center fixture and the stretching of 
unsightly cords from the fixture to the 
appliances on the table and the serv- 


T 
Exemplitying 
Electric Wiring and | ighting in the home 
THE FURNISHING.aoF 


IN BOTH ROOMS 15 1D) 


The cost of lighting is the same for eech room 
NOTE THE CONTRAST! 
po you PREFER 


ing cart. Later an electric fan was 
added to the 
another unsightly cord stretched across 


list which necessitated 
the ceiling to the fan on the wall. 
“As a result of constantly removing 
the shades and the inconvenience of 
replacing them, the shades are either 
broken, 
The result is the glare of bare lamps 
which naturally destroys all attempt 
at good lighting effects and reduces 
the value of the decoration and fur 


lost or are not. replaced. 


nishing considerably. 
“In the next room are seen the ad 
vantages of properly distributing the 


This Model Room Is Correctly Wired and Equipped in Contrast to the One 
Shown Above. 
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KENNEDy WEBSTER FLEctRic C 





Jobbers & Distributors of 
ELECTRICAL SUPPLIES 
PHONE WABASH 3487 425 s. WABASH AVENUE 
CHICAGO. ILL. Apr. 1, 1924 
Nationa) Lamp Works, 
Nela 


Park, Cleveland, Ohio. 


‘Gentlemen, — 






I have always pb 
* S8Ome Service 
felt is Part 


Sen impress 
» Other than 
feularly tr, 


With this in mind, ang always on the lookout for new 1 
self of every Opportunity Offered 
adopted and us 


deas 
by the Nationa} Lam Works nd have 
@d all of the Merchand ising Plans anq 
Merchandi sing Bureau, 


Sales helps S'@gested by its cap iw 7 


ed with the 
the mere fi 
@ in connect 


fact that in © 


lling of Order 
ion 


rder to Produce 
S, must: be r 


endered, 
with ®gency business, 


eram, 


fied at the increased 


when the On 





: (0) 
2@ Four Star Contest, and was very 

Volume of MAZDA Lamp business that resulted, So 

~to-Nela Campaign Was announced, 7 entered with great enthusiasm, 

I realized that a manufacturer would not Suggest aCtivities in connec. 
tion with thie Campaign, Unless he felt that they would result in lamp 8ales 
therefore, 88 mileage Was offered for 8C¢comp) i shment Of the Various activities 
I felt that each ne should be engaged in, 

d 
I looked for new direct 8Ccounts 
Contracts, 4nd went after 
It looked rathe 


» Urged MY Agents to so 








licit form & 
rims, demonstrators and lanterns, 

» as during the Four Star Contest, I had Sold 
all of my Agents cemonstrators and the Window trim Service, but I Mapped out my 
line of Work in advance ang went to it, MY score in the Cn-to-Nel, Camps ign hag 

d been built UP through the following &Ctivities._ 

38 49 ~ $75.00 "En Contracts Zi = 300.00 Prob. Agency 
17 -$150.00 "ze ” 2 = $300.00 Reg. " 
5 -$300.00 “Ee ° i 2600.00 « " 

ig 4 -$600.00 “EN ” 2- 2500.00» ” 

f 3 ~1200.00 ae * 6 ~ Lanterns » ” 

dh 5 = Window Trim Servicg 

ay 
Y lamp Séles have Certainly shown a nice increase, end ] believe 

d. this is dy to the fact that I have taken Seriously 

Ds al] SURZeEStions eménating from your Merch 

pt 


W. H. Webster, 
nea aV® SPP ied to my work, 
*ndising Bureau, 


whose letter is 3 — 

at the very start of pre oe 
TO-NELA plainly sho 

‘sae that he was out to win 


d 
he 


“ < N AZDA 

Selling Brilliant National { 

Lar IDS, Mr. \ epster had enougna 
h 














to ure F ¢ Nela 
Ad Inst - IS If ) 
a at > Campaign Was At 
Park V hen he Ca - = > afte 
; )- Tr 1er) tne 
‘ds OVCT. I 
two thirc vi . , 
t ended, Ma ch l t { 
Wel ter had more than twice tne 
Y . ( am oO ri > 
Ir < % points r eeded 
num } 


@ 


a at tl L 1c 
- S sum 
him to Nel I rK l 1 











TIONAL ® 
MAZDA_LAMPS 


A GENERAL ELECTRIC PRODUCT 


ad a isthe 
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WHEELER SPECIALTIES 
REAL SALES PRODUCERS! 


Wheeler Glassteel Diffuser 








The unit that is meeting with universal favor 
for high-grade Industrial Lighting. Of superior 
Wheeler construction. 





ISOLUX 





—— ines 





The Reflector conceded by sign owners the coun- 
try over as being the most efficient and economi- 
cal for sign lighting. Its sales have been spec- 
tacular. 


The Wheeler Standard R. L. M. Dome reflector 
with Holder ‘‘K’’, to fit Arrow Aluminum Sock- 


ets. A popular and fast selling combination, 





Increase your sales withthem! 


WHEELER REFLECTOR CO., BOSTON 

















| lighting effects and using the rig it 
| color of shades so as to blend wi } 





the furnishings in the room. No u.- 
sightly cords are stretched out fro 
the center ceiling fixture. A conv. 
nience outlet is placed in the floor a: d 
a “quad” receptacle connected to t 
table the short cords replacing t 
leng cords for the appliances.” 


The photographs do not do justi. 
to the actual contrast in the appea 
ance of the two rooms. The proper|y 
lighted room added to the value of tiie 
furniture and furnishing by at lea:t 
500 per cent, and the effect on tlic 


| people visiting this exhibit was most 


| striking. 





While the total attendance at tlic 
Builder’s Show was somewhat in ex 
cess of 20,000, it was estimated that 
the message went over definitely to 
at least 8,000 people. Merchandising 
booklets were presented only to those 
who showed a definite interest in the 
exhibit. The total number of these 
booklets given out was 5,000, and 
there were at least 3,000 others who 
desired copies. 

The total cost of the exhibit was 
$700.00, making the actual cost per 
visitor something less than one cent 

x * * 


Interesting Atlantic City Meet- 
ing Planned for Fixture 
Manufacturers 
Dates for the National Council An 
nual Business Meeting have been fixed 
for June 25, 26 and 27. It was 
decided at the Chicago business meet 
ing, the place is Atlantic City. Thw 
Program Committee is active, having 
held its first meeting on March 1|!, 


| where it was decided that one day, at 


least, could very profitably be given 
over to the subject, “The Develop 
ment of New Markets and Products.” 

The last day of the convention will, 
very likely, be given over mostly to 
the annual business of the association 
and the election of officers. 

The entertainment is being given 
much consideration in the early plans 
of the committee. Herman Plaut, 
president, has advised that he will give 
as a prize, a golf bag fitted with a 
set of golf clubs. This will be pre 
sented to the winner of the tournament 
for all comers, or for the industry +t 
large. ; 

The “Biddle Cup” is again to 
played for this year. Competition for 
it is confined to the members of t 1° 
association. 
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R ELECTRIC SUPPLY Co. 


:31 east jEFFERS 


ON AVENUE JOBBERS 
AND ~- 
DISTRIBUTORS 











Tk mcnaik® pass -THta® 
wie CAMERON vice PRES 
Sonn M. BUNS. sec* 
nM cen, MOF 
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Georg? Richards & CO->» 
557 W- Monroe street, 


chicas?» [i1inois- 
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he 
Gentlemen: 
receipt of your c 
Hemco plugs 





i 
ii 














X 
we are in 
h regarding our sales of 














grankness 
ite anxious 
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with perfect 
also are qu 
sed. 


at 
4t 
us to tell you 
what our jaeas are, an no aoubt you 
to know why our sales of your materia 
checking up the matter very carefully 
at ia quite a bit of exper- 
a we found 
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Wire Measuring Made Easy 

Measuring wire by hand has always 
been more or less of a nuisance, even 
in the small sizes. When it comes to 
lead covered and circular mil cable it 
is a downright hardship. Where only 


ordinary measuring machines are 
available it involves laying the cable 
out on the floor and measuring with 
a yardstick, tape, or by marks on the 
floor. 


to split a reel of circular mil cable, 


Even for two or three men, 
transferring a couple of hundred feet 
cr more to an empty reel by hand is a 
job at best. 
Co., St. 
winding 
both 


cables. 


heartbreaking 

The McGraw 
installed power 
takes 


wires 


Louis, has 
apparatus 
small and 
large This 


chine, which is illustrated in the ac- 


which care of 


and ma- 


Motor-driven Wire-Measuring Machine—the McGraw Co., 


St. Louis. 


companying photographs, is motor- 


driven, belt-connected and _ remote- 


controlled. In one picture John 
Lally is showing how one man, aided 
by the heavy duty section of the ma- 
chine, can handle an entire order of 
circular mil, which is practically im- 
possible when the work is done by 
hand. In the other picture is shown 
the entire layout, with the high-speed 
sizes of wire in 


winder for smaller 


the foreground. 
To 


cable from a full reel to an empty 


transfer an order of heavy 
one for shipment requires only a few 
minutes’ work. The operator simply 
rolls the full reel out of its stall and 
between the jacks, sticks a steel rod 
through the center of the reel, each 


end resting on the jack, then jacks 


j 


High Speed 


He 


then places an empty reel on the 


up the reel free from the floor. 


spindle of the winder, raising this 
reel from the floor by means of the 
chain block shown at the left. 

The of the 
through the measuring device (after 
the dials are set at “O”) and fas 
tened to the empty reel. The operator 


end cable is passed 


tlen presses the push-button switcl 
the 
by operating the remote control and 
setting the machine in motion. He 
then watches the indicators, stopping 
the machine when the required amount 


on post to his right, there 


is reeled off, saws and fastens the end. 
lowers the reel with the chain block 
and rolls it on the elevator for ship 
the 
accuracy is 


ment. In addition to ease of 


manipulation, absolute 


Measuring Machine for Smaller Sizes. 
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Fuses * 


Not flesh-and-blood salesmen—but 
salesmen in print. 


Altogether more than 300,000 
copies of the trade papers shown op- 
posite, and others, will go to fuse users 
like a staff of that many salesmen, and 
show them forceful, powerful adver- 
tisements that are bound to make peo- 
ple ask dealers for “‘Union’’ Renew- 
able Fuses. That makes it easy for 
you to sell dealers and makes it easy 
for dealers to move them. 


This is not a fly-by-night advertising 
campaign—but a steady hammering at 
your customers week after week. For 
many years we have helped jobbers, 
dealers and salesmen to sell “Union” 
Fuses by our continuous advertising, 
and this year our advertising campaign 
will be larger than ever before. 


But there’s no need to tell you the 
value of advertising. Nor need we 
tell you that goods on which hundreds 
of thousands of dollars have been spent 
for advertising must have merit. No 
manufacturer is going to spend a for- 
tune on goods that can't make good. 
Continuous advertising is therefore a 
guarantee of quality. 


If you want fuses that are easy to 
sell and that give satisfactory service, 
write us for our catalog and special 
proposition to jobbers. 


CHICAGO FUSE MFG. CO. 


Manufacturers also of Switch and Outlet Boxes, Cut-Out 
Bases, Fuse Plugs, Fuse Wire and Automobile Fuses. 


Chicago New York 


RENEWABLE & NON-RENEWABLE 


FUSES 
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The One Best Catalog 


—for both salesmen 
and general trade needs 


Thousands of Heinn Catalog Binders are 





being used by leading electrical jobbers. The 
loose-leaf system has proved itself a necessity 
for both salesmen and general trade needs. 
Everywhere, the loose-leaf system is fast be- 
coming the universal catalog standard. Con- 
sider merely the main advantages of Heinn 
Catalog Binders— 






























Your catalog is always new. Change it every 
day if you want. Merchandise and prices can 
be instantly listed, added or removed. Sheets 
are inserted or taken out in a jiffy. Only 
one, or a few sheets need be reprinted with 
the loose-leaf system. The entire catalog 
may have to be reprinted when it is. perma- 
nently bound. Heinn Catalog Binders al- 
ways pay in the long run. 


Send your catalog specifications today— 
whether it is for salesmen or general trade 
use. Prices and complete information on 
Heinn Catalog Binders will be gladly sent 
without cost or obligation on your part. 


OGhe Heinn Company 


Originators of the Loose-Leaf System of Cataloging 


351 Florida Street Milwaukee, Wis. 











| assured, even to the inch. This mea: 


saving for the house and is very in 
portant to the contractor on lar; 
sizes of cable. 

The high speed winder shown |, 
front of the slow speed section is 0) 
erated by the same motor in the san 
way except that it travels at a fa: 
pace and is equipped with a foo 
brake, allowing it to be slowed dow 
gradually or quickly stopped at th 
will of the operator. The coil holder 
on this machine is in the same form 
as on ordinary wire reels, but mor 


| substantially built. Generally speak 


ing the high speed section can be use: 
whenever the wire is limber enough to 
be run off in coil form. However. 
the size of wire which can be handled 
on the coil holder is governed to a 
certain extent by the length required 
and whether it is stranded or solid 
At any rate the combination of thx 
two machines assures accurate and 
efficient handling for all sizes. 

“The advantages of this apparatus 
are many,’ says Hal R. Edwards. 


| sales manager of the McGraw Co., in 


St. Louis. ‘First, it enables one man 
to accomplish with comparative eas: 


| what was formerly a Herculean task. 


It does away with danger of injury 


| through straining or the slipping otf 


reels in the old-time method. It con 
serves space and eliminates cluttering 
up the wire floor. It gets the orders 
ready for shipment in a fraction of 
the time formerly required, and the 
amounts are correct. Best of all it 
provides a uniform system which is 
automatically efficient because ther: 
is only one way to perform the opera- 


tion correctly.” 
* * * 


The Salesman Who Sniffed at 
Leads 


There is an old Chinese prover) 
that says, “An insect can fly but ten 
paces, but on the tail of a noble steed 
it can go a thousand miles.” This re 
minds the “Live Wire’ of som: 
salesmen who think they can get 
along better without working hand 
in glove with the home office. 

A short time ago the salesmanager 
of a Kansas City concern was forced 
to discharge a salesman for his in 
ability to sell a profitable volume o' 
goods. The new man who took th: 
territory soon was turning in 
highly profitable volume of business 
and in less than six months wa 
among the 10 high men. Whe 
asked how he did it he wrote back 
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THE NEW 1924 EDITION 
JUST OFF THE PRESS! 


Whatever you want to know 
If it is Electrical 

Look in the E MF 
You'll find it there 
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ETTS Electrical Specialties and 

Radio Products include BI-LITE 
Double Sockets, WYNK-A-LYTE 
Flashing Plugs, VIM Bell Ringers, 
Toy Transformers, Glocators, Color 
Caps, Motor Flashers, Bettspeaker, 
Betts-Bonner Folding Loop and the 
Transcontinental Eight—the new Bett- 
set that will provide perfect Coast-to- 
Coast reception. Write for the latest 
Betts Bulletins. Sold through Jobbers 
everywhere. Also (and this IS impor- 
tant) fill in the coupon below for the 
BETTS GAZETTE—something no 
regular fellow will want to miss. 


BETTS&BETTS 


CORPORATION 
644 West 43rd Street 
New York U. S. A. 


SSBVAWBABeBBVBeseeBBeBeeweneee eee eeEEEEBEEBEEEEEBEBEEEBEES 


BETTS & BETTS CORP., 644 W. 43rd St., New York, N. Y. 
Send me the BETTS GAZETTE. 


BETTS] 





el 


“I had a long talk with the salesm. 
who lost his job. He told me all the 
things the house expected me to do 
and then explained that they couldn't 
be done. I decided that his fault lay 
entirely in working against, instead 
of with the house. I determined to 
do all the things he told me not to 
do. It worked out just as I expected, 
He insisted on going alone—I hitched 
onto the house policy and instead of 
sniffing at their leads and suggestions 
I followed them to the best of my 
ability.” 

The old salesman didn’t have the 
perspective—he couldn’t get over thie 
old way of doing things, little realiz- 
ing that conditions have changed rad 
ically since he started selling. He 
blamed everything on the house, thie 


| prices, the line and the times, whien 























| former display 


the fault was all his own. 
* * x 


New Building for Des Moines 
Jobber 


The Brown-Camp Hardware Co., 


| Des Moines, Ia., has let the contract 


for a new building, 108 by 288 ft. The 
construction will be of steel and rein 
forced concrete. Work was started on 
April 10. This building will cost over 
$750,000 and will rank as one of th 
finest in the northwest. 











The above picture shows how Central 
Electric Co., Chicago, makes a bell trans 
board do double duty 
This demonstrating panel at the city coun- 
ter is equipped with bell, push and _ bell 
ringing transformer connected to the 
lighting circuit. Above this board there 
is fastened a supplementary sign, not 
legible in the picture, which reads: “The 
Central Electric Co., tries its utmost to 
please and give you the best possible ser\ 
ice. If, for any reason whatever, you 
are dissatisfied—Please Ring the Bell. 
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Specifications 


Our impecunious hero came unprepar- 
ed to meet the “Specifications” which his 
- frail friend is dictating with meticulous 
—— exactitude. 


Tue avant ExeTme Coe He will shortly experience the sinking 
— a sensation that, sooner or later, gets all those 
who try to get by with cutting corners. 


Cutting corners with wiring device speci- 
fications usually takes the form of cutting 
quality in order to cut prices. And cut 
prices mean poor credit risks and numer- 
ous failures. 


When a contractor uses Bryant Superior 
Wiring devices he takes every corner on the 
square. And a lot of men who award contracts 
know it too. A business that’s on the square is 
a good business to customers and jobbers alike. 


Part of your job, friend Jobber’s Salesman, 
poses the shen is to make good business men out of your 
Rpetced nu ke : customers. And you can’t doit by helping them 
to cut corners. 


So load up your grip with Bryant Superior 
Wiring Device samples. They meet every speci- 
fication. Nobody yet ever felt like a short sport 
when he put his confidence in Bryant. 
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Buy for Value Alone 


The three jobbers who distribute the largest editions of electrical supply 
catalogues in the United States have already closed contracts with Donnelleys 
for the building of their forthcoming general catalogues. 


Their orders have been placed on the basis of value alone. 


Since there is so close a relationship between your catalogue and your sales 
and profits, can you afford to employ less than the best? 


With competition in the selling of electrical supplies as keen as it is, can you 
afford to let any other consideration than merit alone govern the choice of 
your catalogue? 


The new series of Donnelley electrical supply catalogues is a part of the gen- 
eral programme that we started four years ago when we brought out our 
present series of auto accessory catalogues, built on the Donnelley Unit Com- 
pilation Plan. Catalogues built on this same plan are now available for 
jobbers of mill supplies, electrical supplies, and plumbing supplies, and the 
experience gained through making more than 1,000 supply jobbers’ catalogues 
is embodied in this new series. 


The Donnelley leadership in the various supply catalogue lines has been built 
and maintained year after year on the only basis that would make such con- 
tinued leadership possible—making the best catalogues and selling them at as 
close a price as such catalogues can be built. 

With this sort of catalogue is included the kind of dealing that makes the 
majority of the Donnelley supply catalogues repeat orders season after 
season. 





Would you like to be served on this basis? 


A member of the Donnelley catalogue organization will be glad to go over the 
matter -vith you by appointment. 


R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Department 
731 Plymouth Court Chicago, Ill. 


T FALOGUE SERVICE THAN TO WISH YOU HAD 
Hh i LL AAA AAA 


HAA 
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P. Stern 
President, Interstate Electric Co., 
New Orleans 

We agree with you that radio will be 
sold all summer. Sales for the first 12 
days of April exceeded our sales for the 
entire month of April last vear. 

Saturday night when the air was full 
of static, we received 24 stations with an 
Atwater-Kent set. We listened to Oak- 
land, Calif., as clearly as we could Pitts- 
burgh. We found that by reducing the 
volume we could also eliminate static and 
hear very satisfactorily. 

With the increasing power of broad- 
casting stations and the improvements in 
receiving sets, radio will soon find its 
popularity in summer to be as great if 
not greater than in the Fall months. 

The people like to be out-doors during 
the summer months and if they can hear 
music, concerts and speeches without being 
confined they will certainly be eager for 
sets and summer business will be good. 
We are strong for “Radio All Summer 


Long.” 
* * & 


Jay Houghtaling 
Mgr. Radio Dept., Northwestern Electric 
Equipment Co., Minneapolis 

In this “Land of Ten Thousand Lakes’ 
where summer is so much given over to 
outdoor life, we prefer to call it ‘vacation 
radio.” 

We feel that by stressing the use of 
radio at the lake cottage or on the camp- 
ing trip, we are bringing it closer to the 
every day life of the public during the 
summer months. 

In these Northern latitudes radio has a 
handicap which is not present farther 
South. I refer to the greater number of 
hours of sunlight, which, after all, is the 
greatest deterrent there is to the use of 
radio. 

In midsummer it is dark only about six 
hours out of 24, and those hours are 
largely and necessarily given over to 
sleeping. This means that what receiving 
is done must be done almost entirely dur- 
ing daylight hours, which are not only 
poor for radio reception but are espe- 
cially attractive for other forms of en- 
joyment, such as motoring, camping, etc. 
As a result radio must be fitted into these 
other enjoyments or lose out in the com- 
petition. 

I believe advertising should be kept up 
during the summer months as a means not 
only of stimulating immediate business 
but also as a means of keeping alive as 
great an interest as possible in radio, in 
order that an early start may be had in 
fall radio business. 

It is bad for everybody concerned to 
have too sharp a peak in the winter radio 
curve, and this can best be avoided by 
lengthening the season at both ends. The 


Views on “Radio All Summer Long” 


Prominent Jobbers and Manufacturers Endorse Campaign 


stressing of summer or vacation radio will 
help to do that. 
ee et 
G. Brown Hill 
Vice-Pres.-Treas., Doubleday-Hill 
tric Co., Pittsburgh 


lec- 


I am strong for the slogan, and for 
every movement which will break down the 
old idea of too much static for good and 
satisfactory radio reception, during the 
warm weather, as well as the idea that 
the public loses its interest in radio for 
reason of being out of doors so much of 
the time. 

In regard to the matter of static. My 
experience covering three summers in the 
use of radio in my home has convinced 
me that there is very little more static 
during this period than there is during the 
winter months. 

As far as the outdoor proposition is 
concerned, no one is more fond of it than 
I am, Hardly an evening went by how- 
ever, either last summer, or the preceding 
one that I did not tune-in, and enjoy good 


radio reception, seated on the porch, 
usually late in the evening. 
With the large number of stations 


broadcasting, and the wonderful programs 
broadcast, together with big advance in 
the new outfits for detecting and amplify- 
ing signals by radio frequency amplifica- 
tion, everyone is more or less optimistic 
in regard to the outlook for the summer 
of 1924 and subsequent summers. 
x o% 

D. C. Wallace 
Mgr. Radio Dept., Peerless Electric Co., 

Minneapolis 

In promoting summer sales, we find a 
general educational program as effective, 
if not more effective, than any other plan 
we know of. 

We find it pays to interview the dealers, 
talking over the radio situation with them 
all summer long. Generally, in a quiet 
sort of way, we secure more orders in this 
manner than in attempting to sell them 
in the usual hit and miss manner. 

Then too, the factors of darkness 
light, enter into the psychology of the 
situation. By properly placing these and 
other factors before the dealer, his con- 
fidence is gained, be becomes more secure 
in talking to his customers, more sales 
result, which of course mean more orders 
to the jobbing house. 

- * @ 
D. D. Richards 
Editor Radio Magazine, Chicago Evening 
Post 

It seems to me that the movement be- 
gun by THe Jopper’s SatesMAN for 
“Radio All Summer Long” is the most 
commendable one. The average fan is not 
sure whether or not he can have ‘Radio 
All Summer Long.” I am certain that 
with the increased experience that the 


and 











people have had with radio sets and _ the 
improvement in hookups and the quality 
of the various parts used, it will be pos 
sible to receive radio programs through 
the summer months. 

The static bugaboo is largely a myth 
Three years ago when radio was tried in 
the summer months there seemed to be 
considerable static in the air, but I am 
sure that investigation would have shown 
that it was largely due to the inexpe- 
rienced radio fan trying to operate his 
set. Most fans are now radio experts 
and know how to operate and how to 
hook up. They know what wave traps are 
and most of them know about where on 
the dials of their particular sets the vari- 
ous stations come in. 

It seems to me that it is largely up 
to the manufacturer, the. jobber, and the 
retailer whether or not radio is going to 
be available to the fans all summer. It 
the manufacturer slows up on production, 
the jobber cannot furnish the retailer with 
the parts the fans are asking for and the 
retailer, in turn, cannot supply his trade. 
I believe that if the radio trade would 
have printed a large number of cards, 
circulars and other literature, using the 
slogan “Radio All Summer Long,” the at- 
titude of the fan would be more definite 
than it has been in the past. New York’s 
experience of last summer, for the radio 
fans operated all summer and found radio 
reception unbelievably good, should be an 
example for those in the radio industry in 
Chicago. Surely, if the man interested in 
supplying the radio fan with parts lets 
down during the summer months, it is un- 
reasonable to expect that the fan’s inter- 
est will be sustained. 

It all gets back to the principle of ad- 
vertising. If the radio industry has 
nothing to sell and nothing to advertise, 
then the fan will have no interest in the 
industry. 

so Se 


W. H. Eckhardt 

President, Music Master Corporation, 

Philadelphia 

That radio shall be a year round busi- 
ness is a foregone conclusion and accepted 
fact by all who have had an opportunity 
to review the radio trade and broadcast 
reception during the past year. All that 
was necessary was for the radio business 
to reach the proper trade channels and 
get away from the fly-by-night trade, who 
were not in the business for its future but 
merely for the few dollars that could be 
gathered by exploiting a new industry for 
temporary mercenary gains only. 

Sound thinking merchants are looking 
forward to radio not only all summer long, 
but for many years to come, and inas- 
much as the leading merchants of the 
country have taken up radio in an active 
and aggressive way, I am confident this 
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SALESMEN—A great national 
advertising campaign is helping 
dealers sell Eveready Radio Batter- 
ies. And intensive advertising in 
all the important trade magazines is 




















helping you sell Eveready Radio os 

Batteries to the dealers. This isa a 

reproduction of the current adver- bog atti - 

tisement in trade papers. wey —s 

REACHING THE RADIO USE GH HIS FAVORITE PUBLICATION 
Ye kn eee as 
= ee ——— 

% 


— one of a series of advertisements now ap- 
pearing in radio and general publications. 


HATEVER the circuit that is built or jority of the periodicals and there are double- 
bought, the radio enthusiast knows that page spreads in the three most important radio 
Eveready Radio Batteries are the ones to put _ papers. 


pep and power into it, for whatever radio paper The power of the printed page plus the 

he reads, in it he sees Eveready advertising. natural vim of the batteries themselves make 
Large space each month tells the Eveready quick turnovers and lively profits. 

story. In addition to the leading national Ask your jobber. 

publications, fourteen radio publications, four Manufactured and guaranteed by 


scientific magazines and two boys’ papers are National Carbon Company, Inc., New York—San Francisco 
‘ : Headquarters for Radio Battery Information 
used monthly. Full pages appear in the ma- Canadian National Carbon Co., Limited, Toronto, Ontario 
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alone will mean continuous exploitation, 
advertising and demonstration, which 
should alone keep the business on an even 
keel through the summer months. ‘This 
summer, however, should be an exception 
and should be particularly good due to 
the political conventions and the broadcast- 
ing of speeches by prominent men 
throughout the country, so I am inclined 
to think that the average red-blooded man, 
no matter where he is located, will want 
an opportunity to listen in at his pleasure 
and will have a good, dependable radio 
receiving set no matter what the cost. 

From my observation during the past 
vear I have noted a gradual evolution 
tending toward a decided betterment in 
the general situation with regard to radio 
merchandising and one only needs to cast 
about in any direction to note the splendid 
character of the firms who are now ac- 
tively interested in merchandising radio 
apparatus, as compared to the character 
of the merchants who seemed to be in 
control of the business a year or two 
vears back; and no matter whether it is 
in the electrical line, the musical line 
or the stationery line, to the merchant who 
gives full consideration to requirements 
and facilities necessary in the proper pres- 
entation and merchandising of radio the 
desired results are sure to obtain, and 
those who do not observe good merchandis- 
ing policies will find their trade gradually 
going to some competitor. 

Not only do I look for a very substan- 
tial sale all through the summer months 
but it appears to me at this writing that 
during the coming Fall season there will 
he a small percentage of the required 


merchandise available to meet the de- 
mand, 
*k * * 
Harry C. Walsh 
(. Brandes, Inc., New York City 

The Radio Section of the Associated 
Manufacturers of Electrical Supplies 
stands 100 per cent behind the idea to 
make the summer of 1924 a real radio 


summer and is doing all it can to that end. 

As a member of the Radio Section, C. 
Brandes, Inc., has inaugurated a campaign 
to put summer radio on the same plane 
it enjoys during the winter months; to 
make radio an all-vear-round proposition. 
This campaign includes full pages in the 
Saturday Evening Post, Country Gentle- 
man and the American Magazine during 
May, June and July in addition to space 
in the trade magazines, window trims, 
booklets, sales helps, broadsides. 

We recently conducted a survey among 
30,000 Radio dealers and the result shows 
that they are practically unanimous for 
increased activity during the summer. The 
answers indicate a splendid frame of mind 
on the part of the man “on the firing 
line.” They show that he is ready to roll 
up his sleeves and go to work. He in- 
tends to use advertising space. He’s 
going to make personal calls. He will 
make a specialty of demonstrations. He’s 
going to forget static. In short, he’s 
counting on the summer of 1924 to be the 
best yet. 


Reducing Radio ‘Returns” 


Two old timers one of them now 
handling all claims for a large elec- 
trical jobber, were discussing the evils 
of returned goods. 
your job,” said the visitor, 


it full of 


“T used to have 
“and, boy, 
erief those 


was days.” 


S.) 


“Whad-dya days? 


growled the present-day claim man. 


mean, those 


“Did you hold the job B. R. or A. 
R.?” “Now what do you mean?” 
asked the other fellow, mystified, 
‘“‘what’s this here now ‘B. R.’ and ‘ 
R.’?” “Before Radio and After Ra- 
dio,” replied his friend. “Well,” ad- 
mitted the visitor. ‘I was Before 
Radio.” “Then take that vacant seat 
the last row and pipe down!” tri- 


umphantly exclaimed the claim man, 
ause for tell me about 
claims before radio came would be 
just like a cake-eater telling Jack 
Dempsey about a pillow-fight!”’ 
Which, of course, is absolutely true. 
The very nature of radio makes for 
errors and complicated adjustments, 
not to mention the extreme youth of 


“bee you to 


the line compared to other electrical 
branches. When several million peo- 
ple plunge into a thing as Americans 


have done in the case of radio a lot of 


backfire is to be expected. It is not 
surprising, then, that the manufac- 


turers, jobbers and dealers have all 


been at their wits’ end, not to avoid 


legitimate service, but to reduce loss 


and waste caused by indiscriminate 
and unjust return of material without 
real cause or authority. Granting 
that effective reform measures must 


start at the source, it is necessary for 
all concerned to tighten up and elim- 
inate all the old “passing the buck.” 
Jobbers all over the country have been 
taking steps to protect themselves in 
this matter, which they can only do 
by educating their dealers in the hand- 
ling of radio returns. 

In the April issue of its House 
Organ, the “Live Wire,” the Erner & 
Hopkins Co., Ohio, ad- 


dressed the trade on this vital subject, 


Columbus, 


reproducing a letter sent to all deal- 
“Radio Return Tag’ fur- 
nished at the time permission is given 


ers, also the 


to return material. This tag is illus- 


trated herewith and is self-explana- 























































































200,000 Farmers Meet 
by Radio 

“The meeting will please come to 
order. This is the regular meeting 0: 
the Radio Farm Bureau Communit 
Club being held tonight at the studic 
of Westinghouse broadcasting statio: 
KYW, Chicago. We are condensin 
our regular two and a half hour pri 
gram into one hour’s time and eac! 
number will necessarily be short.’’ 

That was the way Chairman J. W. 
Coverdale opened the first farm bu 
reau radio community meeting, whic! 
was broadcasted from station KYW, 
Chicago, Tuesday evening, April 8. 
This was the first national meeting 
an organization 
radio, and the first time so many mem 
bers of one organization ever sat at 


ever called by by 


in at an organization meeting. 

Mr. Coverdale said further: “This 
is the first time so large a number ot 
farm bureau folks have gathered to 
gether in a community meeting and 
want you folks to think of this 
gathering as being held in your own 
neighborhood. The community that 
have in mind stretches 500 miles to 
the east, west, north and south from 
where I stand. Some of you who have 


we 


bigger receiving sets even farther away 
are here in attendance at this com- 
munity meeting. 

“No doubt many city folks 
tuned in, and we trust that they will 
also enter into the spirit of the occa 
We estimate that there are 200, 
000 present tonight and we hope that 


have 


sion, 


every one listening in will write to the 
American Farm Bureau Federation, 
58 E. Washington Street, Chicago, 
and tell us whether or not this type 
of program and radio meeting is worth 
while. We want you to take this invi- 
tation to write in personally and tell 
us frankly just what you think of it. 
But let’s all feel one great community 
spirit for this short one-hour program 





























tory. (Turn to Page 72) 
RADIO RETURN TAG CUSTOMER'S CHECK 

2: No. 1 In all correspondence refer to 
S : Issued to: * 

g 3 : Firm cs | Check No, 1 

aad 1: : Per request Oe lee MATERIAL RETURNED 
vw, . 

z s: CUSTOMER'S RECORD E.&H.INSPECTOR’S RECORD * ..-.cccccseccssecsstssesneenee so 

— a Material Fault Reported . 

K - 

a) =: 

Mus: 

Oo stm < 

ra} Ba rs “a ca a ea ick eat ia i 

< z=: 

~ gS: : Date sa i ale i I ic 
aes MND Se ear AE Reh ROE 
e: The return of the above enumerated material is herewith authorized by 


; THE ERNER AND HOPKINS CO. 
(See Other _ and Fill In) 


The Erner om Hopkins Co. 


COLUMBUS, OHIO : COLUMBUS, OHIO 





Radio Return Tag Used by the Erner and Hopkins Co., Columbus. 
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Licensed under Armstrong U, S. Patent No. 1,113,149. 


MacMillan Listens to Honolulu 
and New Zealand “Tunes In” California 





From a little ice - bound 
schooner—eleven degrees from 
the North Pole—comes this 
message: 

“Am very thankful that Arctic Ex- 
ploring Ship Bowdoin is equipped 
with complete Zenith radio apparatus. 
Here at top of world, in darkness of 
great Arctic night, we have already 
listened to stations practically all over 
United States, from Europe, and even 
from far away Honolulu. Zenith has 
united the ends of the earth.” 

—“MacMillan” 


Again, from far-off New 
Zealand comes a report of radio 





Using 


Long-Distance Radio 





Thenew Zenith3R 
Model 3 “Long - Distance” 
Receiver-Amplifier combines a speci- 
ally designed distortionless three-stage 
amplifier with the new and different 
Zenith three-circuit regenerative tuner. 

Fine vernier adjustments — in 
connection with the unique Zenith 
aperiodic or non-resonant “selector” 
primary circuit — make possible ex- 
treme selectivity. 

The new Zenith 3R has broken all 
records, even those set by its famous 
predecessors ofthe Zenith line. Under 
favorable conditions, satisfactory re- 
ception over distances of 2,000 to 
3,000 miles, and over, is often accom- 
plished in full volume, using any 
ordinary loud-speaker. The Model 3R 








reception even more startling: 


“It may interest you to know that the writer last evening landed 
KGO, Oakland, California, between 6:45 and 7:30 P. M. Heard his 
call four or five times distinctly, and jazz music. The music was 
not as clear as the voice, but one could pick up the tune all right. 
As San Francisco is 6,300 miles from New Plymouth, and only 
one tube was-used, we think this is a very fair performance.” 


—(signed) H. Charles Collier. 


The sets used by Captain MacMillan and Mr. Collier 
are earlier models—since improved by the addition of 
a third stage of audio frequency. These new models, 
described at the right, represent an achievement in 
radio construction not duplicated in any other set on the 
market. A demonstration will convince you. 


Write today for full particulars and name of nearest 
dealer. 


Zenith Radio Corporation 


McCORMICK BUILDING, CHICAGO 


is compact, graceful in 160 
line, and built in a highly finished mahogany cabinet..... 
The new Zenith 4R “Long-Distance” Receiver- 

Model 4 Amplifier comprises a complete three-circuit 
regenerative receiver of the feed-back type. It employs the new 
Zenith regenerative circuit in combination with an audion detector 
and three-stage audio-frequency amplifier, all in one cabinet. 

Because of the unique Zenith “selector,” unusual selectivity is 
accomplished without complication of adjustment. 

The Zenith 4R may be connected directly to any loud-speaker 
without the use of other amplification for full phonograph volume, 
and reception may be accomplished over distances of $85 


Si Ci TI PI oa lseik ho cdes ereen ces dseted Hhtcesnstiesaeds a 
ST A A SS | A | SENN | “SURSTID ©— ormimrniny © ue meri onmm 


ZENITH RADIO CORPORATION, 
Dept. 1-M 328 South Michigan Avenue, Chicago, Illinois 


Gentlemen: 


Please send us your proposition on Zenith Radio. 


Name 


; 
| 
| 
| 


Address — 
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New Radio Products, Illustrated 



























The top illustration is a pocket 
voltmeter manufactured by the EI- 
drege Electric Mfg. Co., Springfield, 
Mass. It is made in six ranges; 
the 0-50 volt range for B_ battery 
testing has a resistance of 1,350 
ohms; the calibration being in- 
dividually by hand as in laboratory 
instruments, guaranteeing extreme 
accuracy at all graduations and at 
full scale value. The “Eldredge” 
iron clad audio frequency trans- 
former shown below’ gives uni- 
formity of tone reception throughout 
the whole scale with maximum am- 
plification and elimination of distor- 
Lion. 





CROSLEY 
MOOEL 


a 








& 





A new two-tube receiver known as the “Crosley” Model 51 has been developed 
by the Crosley Radio Corp, Cincinnati, Ohio, consisting of a detector using the 
genuine Armstrong regenerative tuning and detector circuit, with the addition of 
one-stage of audio-frequency amplification. This makes it possible to use a loud 
speaker upon local stations or with stations that have exceptionally high power 
transmitters. One Multistat takes care of both filament voltages in the two 
tubes used. Provision is made for a “C” battery and a grid leak. A two-step 
audio-frequency amplifier may be used in connection with this set. The set is 
built in a mahogany cabinet and makes an ideal receiver for placing in the living 
room or any other part of the home. Its operation is so simple that children 
can use it with ease and any type of vacuum tube may be used with good results. 
The top cut shows the front of panel, while the lower cut shows the rear view 
of the receiver. 






























The “Bull Dog” aerial mast 
seat, a new radio invention, “fills 
a long felt want.” Install your 
antenna or aerial on the _ highest 
place available, the peak of the 
house, to get the best results. Neat, 
substantial, construction can be 
used throughout your entire aerial. 
Easily and quickly installed with 
ordinary tools found around the 
home. It is designed for use with 
iron pipe or conduit for the mast, 
or wooden pole if preferred, and is 
being offered by the Mast Seat Mfg. 
Co., 119 Fifth street, S. E, Minne- 
apolis, Minn. 
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The National Co., Inc., Cambridge Station 39, Boston, Mass., which has for 
several years made condensers for manufacturers of radio sets, has put on the 
market a low-loss condenser called the “National” perfect vernier condenser. ‘The 
vernier materially assists in sharp tuning. The action is positive, yet it operates 
with a touch that is smooth and decidedly pleasing. The type DX condenser is 
mechanically rugged, has an exceedingly small loss and a high permanent elec- 
trical efficiency. Tests show that it fulfills the conditions for which it was de- 
signed. 
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Cucilas Trirdyn 
$65.00 


Behind the Trirdyn Panel Where the Extreme Efficiency Is Built-in. 
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Approved By Over 200 Experts 
NEW CROSLEY ENGINEERING ACHIEVEMENT 


A three tube set with five tube efficiency—the greatest its original combination of the three ‘‘R’s’’—Radio fre- 
selectivity with the minimum effort—positive calibration to quency amplification, Regeneration and Reflex. The first 
any wave length between 200 and 600 meters. These are tube incorporates non-oscillating, non-radiating tuned radio 
only a few of the many advantages offered in the remark- frequency amplification; the second tube, a _ regenerative 
able new Crosley Trirdyn Radio Receiver. detector reflexed back on the first tube for one stage of 


audio frequency amplification. Then it has a third tube 
which acts as a straight audio frequency amplifier. It 
uses the ultra selective aperiodic antenna circuit and ex- 


It was only after a year of constant experimenting, that our 
engineering department perfected this exceptional receiver. 


Thorough tests proved to us that it would out-perform any ternal selector coil, which adds to its wonderful selec- 
receiver ever before produced. But we were not satisfied tivity. 

with our own opinion. So we shipped out 200 of these 

sets to experts in every part of the United States. Their The Crosley Trirdyn in range, volume and selectivity is the 
criticisms are one and the same—‘‘tried out your new equal of any five tube receiver on the market. Greater 
Trirdyn Receiver Saturday night and logged 13 stations, volume will, of course, be obtained through the use of 
among them Cuba, New York and Omaha, between 9 and storage battery tubes, but it will function well with any type 
10 o'clock. The set was very selective. During the time and can be used with either indoor or outdoor antenna. 


this test was on, lecal station KSD was operating and we 
went through them without any difficulty or interference 
whatever. The range of the local station was not more than 
three points variation in the dial setting.” 


The opinions of many experts have convinced us that the 
Trirdyn is the best receiver ever offered the public re- 
gardless of price. 
“Tried one of these sets out and obtained wonderful re- It is proving easy to sell dealers this new Crosley wonder 
sults. ao Wecetable ic log all stations which we heard very and with it to furnish other Crosley Radio Sets including 
oncestiibulle’ Tide ect Sune oo over big.” “The set tune the Model 5l,a two tube set for only $18.50; the Type V. 
wondialtel“enleens: anit te ietbed xuake. a single tube receiver at $16.00; the Model VI at $24.00; 
the Super VI at $29.00; the Model X-J at $55.00 and the 
This new Crosley triumph is called the Trirdyn because of Super X-J at $65.00. 


All Crosley regenerative sets are Crosl ley builds more R idio Receiving 
: ead 


marcus * — Better-CostLess ith 
* 
Radio Products 


Salesmen will find the Trirdyn the easiest set to sell that has ever been offered 


THE CROSLEY RADIO CORPORATION 


p POWEL CROSLEY, JR., President 
Formerly The Precision Equipment Company and Crosley Manufacturing Company 


564 ALFRED STREET CINCINNATI, OHIO 
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A new Magnavox 
that will broadcast 
satisfaction /o the radio world 
Here's big news 

‘on the air” 


| HE efficiency, the appearance and 

the price of Magnavox M4 establish 
an absolutely new standard of value in 
the Radio industry. 





Its exquisite tone quality results from the 
perfection of the Magnavox semi-dyna- 
mic operating principle incorporating: 


First: anew magnetically balanced armature 


Second: an improved type of diaphragm 
supported by hollow rubber gaskets; and 


| Third: an-extremely high resistance wind- 
| ing which makes M4 unusually sensitive. 


Beautifully finished in dark enamel with 
gold high lighting, the graceful appear- 
ance of Magnavox M4 suggests its use 
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in the most dignified surroundings. Equipped with five feet of flexible cord 
and Weston plug ready to connect as simply as a head set. 






That M4 will be a “best seller,’—the Reproducer Supreme for those who de- 


sire an instrument capable of operation without a battery,—is a foregone 


conclusion. M4 National Advertising starts June 1. 


Start selling today. 


Our Selling Plan 


HE manufacturer’s selling policy is almost as important to the dealer as 

the quality of the product itself. Consistent with this principle, the 
name Magnavox from the first has stood for stability in marketing, mechanical 
excellence and the most energetic cooperation with the retail trade. 


Magnavox National Advertising 


Leading magazines with a combined circulation of 


over nine and one half millions per month are 
producingvaluable new business and also influence 
for Magnavox dealers everywhere. 


The enormous interest created by this advertising 


makes it highly desirable to feature Magnavox pro- 
ducts and use Magnavox “selling helps,” supplied 
to dealers without charge. 


Newspaper Advertising 


To permit the dealer to identify himself as local 
Magnavox Radio store we have prepared a series 
of interesting newspaper advertisements furnished 
without charge. Write for details. 


Window Display 


The window and counter display material fur- 
nished Magnavox dealers is especially effective in 
producing interested prospects. This material in- 
cludes valuable cut-outs; display cards; posters, 
and also a series of Giant Ads reprinting the cur- 
rent Magnavox National Advertisement. 


Booklets and Folders 


This attractively illustrated printed matter (sup- 
plied in quantity imprinted with dealer’s name 
and address) is ideal for‘use in circularizing, send- 


The 





MAGNAVOX) 


Reproducer Supreme 


ing with monthly statements, giving out over the 
counter, etc. 

Our Publication 

The Magnavox 


To keep dealers in close touch with new Magna- 
vox Radio Products, selling methods and also 
sales promotion service, we publish our own mag- 
azine THE MAGNAVOX. Each copy includes 
constructive radio articles and sales suggestions 
of real usefulness. 


Dealer Registration 


The central feature of Magnavox dealer policy 
consists in concentrating our resources of helpful 
service upon those merchants best able to profit 
by it. 


The salesman’s best Radio customers are thosewho 
have been enrolled as Registered Magnavox Dealers. 


Make certain that your trade orders Magnavox 
Mg in time to have them on display when 
National Advertising starts 


The MAGNAVOX COMPANY 
OAKLAND CALIFORNIA 
New York Office: 350 West 31st Street 


Canadian Distributors: 
Perkins Electric Limited, Toronto, Montreal, Winnipeg 
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New Radio Products, Illustrated 





















The Carter inductance switch does away with the 
difficult job of mounting and soldering to switch 


points. All contacts are mounted 


only the knob and dial being exposed on the front 
i into aj has two continuous electrical paths 
hinge joints or pivot 
pass 
The clip is made 


This switch has a contact arm 


depression in the combination contact and solder unbroken by 

terminal. A slight “clock” sound indicates that a[ pins; the current does 

positive connection has been made with but one through the spring. 

terminal instead of between two terminal contacts. | in two sizes, a small nickel finish style 


as is usually the case. 


ing, Chicago. 


The terminals can be soldered 
and connections made before mounting. The switch is 
made by the Carter Radio Co, 1852 Republic build- 










back of the panel, 


which fits 


manufactured by 





A five second connec- 
tion having as high con- 
ductance as though 
soldered, can be made 
with the Pons clip for 
radio and battery work, 
This double-grip clip 





for radio, and a large lead covered 
style for battery station work. 
Eugene Pons, 835 
Lincoln Avenue, Schenectady, N. Y. 


It is 
















The Ohio “B” storage battery is 
designed on strict storage battery 
engineering principies, small and 
neat with ample capacity. Its con- 
struction eliminates internal dis- 
charge, due to the complete insu- 
lation of the plate posts from each 
other. The use of clear glass tubes 
as cells gives a vision of the work- 
ing elements, and the assembling 
of these tubes into a solid, acid- 
proof rubber base, not only adds 


to its appearance and durability, 
but prevents current leakage which 
is possible from acid soaked wood 
base or tray. The Rabat meas- 
ures 214 in. wide by 714 inches. 
long, is 334 in. high and has 12 
clear glass cells, assembled with 
ample space between cells to pre- 
vent jumping of current. The 
Radio Rabat Co., 942 Prospect 
avenue, Cleveland, Ohio, is the ex- 
clusive sales agent. 













































This radio receiving set using the 
Grimes Inverse Duplex system re- 
quires only four tubes said to do the 
work equivalent to six. The reason 
for this is that the first two tubes are 
utilized for both radio and audio am- 
plification. ‘The system includes two 
stages of radio frequency, a detector 
and three stages of audio amplifica- 
tion. With these are used a rheostat 
for the detector, a rheostat for the 
amplifier tubes and a voltmeter to 
show the voltages at which the am- 
plifier tubes are operated. This 
equipment is mounted as a complete 
unit in a solid mahogany case with 
walnut finish. The provides 
complete protection for the working 
parts from dust, dirt and mechanical 


case 


injury. 
table 


carried about from 


It is por- 
and can_ be 
place to place as 
desired. It is hand- 
some in appear- 


ance and makes a 


beautiful piece of 
furniture. It is 
being offered by 
the Bristol Co, 


Waterbury, Conn 





The 
factured by the R. Mitchell Co., 255 
Atlantic 


a large type, but exceptionally loud 


claimed by the 





No. 132 transformer manu- 


Avenue, Boston, Mass., is 


clear signal amplification is 


manufacturer. 
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Why Do Folk Wear Straw Hats 


in Summer ? 


because they re light— 

















comfort is essential 


There is no deadweight or pressure on the skull 
® to retard circulation—when you use 


MAGNUS No. 581 FEATHERWEIGHT 
10’ Ounce HEAD SET 


Designed especially to fill a popular need, with encased tips and cord 





strain relief. 


Here is Another Popular Article 
MAGNUS No. 99 LIGHTNING ARRESTER 


Approved by the National Board of Underwriters 





You have that assurance of being fully protected. 


Offer the public seasonable radio merchandise. Place your orders 
early to insure prompt delivery. 


Send for our latest Radio Catalog 


MAGNUS ELECTRIC CO., Inc. 


MANUFACTURERS OF 


ELECTRICAL WIRING DEVICES — RADIO PRODUCTS 
451 Greenwich Street, New York 
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Branston | 
Kit | and let us all take an active part in 
the meeting.”’ 
No. R-99- There came a telegram from Presi 
3 50 dent Coolidge, who said, “Hav: 
$ o— learned with the greatest interest 0: 


plans for the first radio farm bureau 
community meeting to be held tonight. 
I hope to be among those listening in 
and wish you would give my geetings 
| and good; wishes to the great audience 
of the air. We are making every effort 
to assure that effective action by Con- 
gress, by the departments of the gov 
ernment and by private enterprise for 
relief of the agricultural interests 
shall continue to be taken. The grav- 
ity of the situation is fully appreciated 


Add Miles and 
Smiles with Bran- 
ston Standard ¢« 
Radio Parts 


In the Summertime---You Need the 
Best Receiver You Can Build 


HE Super Heterodyne Receiver is the best for summer use by the administration and I want to 

when adverse atmospheric conditions demand the best in- give assurance of my confidence that 
strument you can get. (And remember, when next winter's big | the phetite we all desire will 06 forth- 
radio programs come in, you will have the best possible receiver 
to get them.) 
Branston Kit No. R-99 contains 1 Oscillator Coupler, complete . 
with mounting brackets, bank wound inductance and adjustable |) received from O. E. Bradfute, presi- 
coupling coil with locking device; 3 Intermediate Radio Fre- dent of the American Farm Bureau 
quency Transformers. Very sharply tuned and completely Federation; also from the Minnesota, 


| coming.” 


Other messages of greetings were 


Rakin: iia shielded; 1 Special Transfer Coupler for || Indiana, Ohio, Missouri, Illinois, 
* M4 | _ . 

atin Mei iaaial: Meat first or last stage of Intermediate Fre- || Michigan and Iowa Federations. Mes 
and Front Panel Mount- quency; and 1 Specially designed Anten- sages were received from many rural 
ings. Best for Selecti H ae ‘ coe 
iio na Coupler so that either loop or antenna communities that special meetings had 


can be used. This apparatus has been 
specially designed for Super Heterodyne, 
Ultradyne, and similar circuits. It has 
been rigorously tested and proved better 
than any heretofore obtainable. 


been called by community farm bu- 
reaus. ‘These community groups as- 
sembled before the best loud speaker 
in the county and the program froni 

the Chicago station was their program. 
Mounted or Unmounted. 


Into the brief one-hour community 

6c i J R H * A 

! ( SUPE ETERODYNE | program were condensed speeches, 
ma , hese aee: WC ; C 0 N ISTRI J CTI 0 p I 99 songs and music. There were two- 





and beautiful finish. Gen- minute reports given by all project 
uine Bakelite used ; : leaders, including boys’ and girls’ club 
throughout. Licensed un- Our Book (one dollar) explains operation || : & 0} 8 


| work, legislative work, home and com 


der DeForest Patents. of Super Heterodyne receivers, gives cir- . , “ ¥ 
cuit diagram and full size panel layout munity project, co-operative livestock 
It contains complete directions for build- shipping, poultry and egg marketing 
ing a Super Heterodyne Receiver that will and transportation. 
be extremely selective, free from inter- |. git tiated 
ference, and, in fact, better than any | Radio in Every Room 
other radio-receiving method. The ama- | The new $16,000,000 Hotel Sher- 


teur, with this book, can easily build a 


‘ a : | man property in Chicago, construction 
superior receiving instrument. 


on which is to start July 1 of this 





| year, will contain among other unique 


mses tote CHAS. A. BRANSTON, INC. | features, a radio receiving equipment 


Honeycomb Coil 


ups. Compiled by experts . | in every room, and there are to be 
and includes five good 825 Main St. Buffalo, N.  - : : + P 
3,000 rooms. Not only will the 


guests be able to listen in to what is 
going on from outside stations, but the 
hotel will also have the loop broad- 
casting station of the Sears-Roebuck 
_ Agricultural Foundation. 


Honeycomb Coil ‘“Hook- 
ups” and complete cata- 
log of famous Branston Manufacturers of Branston Violet Ray High Frequency 
Radio Apparatus. Generators 


Chas. A. Branston, Ltd., Toronto, Canada; London, Eng. 

















Reg. U. S. Pat. Office \ “RADIO ALL SUMMER 
| LONG” 
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Radio 
Butterfly Merchandising 


Should you have in mind the pur- 
chase of an automobile and, upon 
showing such inclination to a dealer, 
be greeted as follows, you would won- 
der if your hearing was all right: 

First: It is doubtful if you should 
buy now because next year a revolu- 





—— 





tionizing design permitting operation 
on three wheels and utilizing the 
caterpillar principle will be in vogue. 

Next: With the new device, if the 
road is rough, you can attach wings 
and soar. 

Or again: It is also probable, 
through more complete combustion 
and running the exhaust through an 
extra cylinder, the car will operate 
on the smell of an oil rag. 

While the possibility of such con- 
versation strikes us all as ridiculous, 
yet the things we hear in radic and 
the zeal we periodically exercise to 
temporarily shut out trade and bring 
our stocks to obsolescence may well 
make us ponder. 

New and further developments will 
be inevitable as this great new factor 
in our lives and business continues 
to grow and gather speed. It is also 
reasonable to assume that the “Super- 
Heterodynes,” “Regenoflexes,” and 
other interesting things which we all 
await with bated breath and a 

















A “smoking” likeness of R. L. Knopp, 
general manager of the Capital Electric 
Supply Co., Lansing, Mich. A group pic- 


ture of this firm’s people was shown in a | 


recent issue of the Jonper’s SALESMAN. 











Fullest Measure 


“Products of Proven Merit’’ of 


Undistorted 
Volume 












Type 300-D Amplifier Unit 


The radio public of today is more exacting in its demand 


for QUALITY APPARATUS—and justly so! 
It is only natural then, that GENERAL RADIO CO. 


products should meet with even greater popular favor now 
than ever before. 


The type 300-D AMPLIFIER UNIT is but a single ex- 
ample of the GENERAL RADIO CO. high standard of 
quality. 


Thousands of these units are in use today by radio 
listeners who appreciate their “fullest measure of undis- 
torted volume.” 


Thousands more of these units are yet to be sold. 


The reputation which the GENERAL RADIO CO. has 
enjoyed for nearly a decade is now offering an even greater 
field for profit. Are you getting your share in this yield 
of profits? If not, you should place your order with your 
jobber without further delay. 


Price of unit complete (without tube) 


With standard tube socket... $8.00 
With UV-199 tube socket... .......... 7.75 


Can be used with crystal or vacuum tube detector. 


Write TODAY for our new Radio Bulletin 917-F. 


GENERAL RADIO Co 


Manufacturers of 


Radio and Electrical Laboratory Apparatus 
CAMBRIDGE MASSACHUSETTS 
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Radio-active| 


all summer 


With this 





instrument 

you can 

make it 

real 

Youth will have its entertain- 
ment. And in summer, radio am- 


plification at 


radio frequencies 


comes into its own. Portable reflex 
sets with tunable units are being 
moved from the dealer’s shelf— 


now. 


BALLANTINE 
Vario TRANSFORME 


Sells readily at the price 
nationally advertised 






Transformer only, 
or base mounting 


A guarantee that works 
towards summer sales 


Users of the BALLANTINE are 
guaranteed satisfaction in all sin- 
cerity. They are urged to make fuli 
use of our correspondence service. 
And the replies sent them make 
recommendation for consistent re- 
sults the year round. Portable sets 
are being featured now. 


Details you should know 


Relizility .is a factor of mutual in- 


terest. 


We want you to know the 


excellent possibilities in the Boonton 


line. 


Send for our plan of dealer 


and jobber cooperation. 


Boonron Russe Mre. Ca. 


Pioneers in Bakelite Moulding 


126 Fanny Road, Boonton, N. J. 








RADIO FREQUENCY AMPLIFICATION 


with the BALLANTINE VARIOTRANSFORMER 


for panel ‘ ‘ 
teens $9.60/tonic scale, often drowning out even 











Radio 


“gummed up” 








market, will in their 
iday “bite the dust’ and become as 
of yesterday. 

We like to fish and frolic, but we 
\would prefer to have our fun in the 
| summer instead of the middle of the 


radio season. We know our dealers 





feel the same way, so during the in- 
terim, let’s agree to devise and use 
recognized commercial shock absorb- 
jers and do something besides chase 


| butterflies. The Red Shield. 


* * * 


The Night Warbling Radihowl 


Among the great family of Birds 


we have not yet discussed is one that 
is especially active these cold, clear 
winter nights—the Night Warbling 
Radihowl, noxious 
Armstrongensis, to give his longer 
scientific name. 


regenerativus 





| This bird, while considered a pest 
iby many city dwellers, is neverthe- 
‘less a handsome fow! when it comes 
ito singing. His shrill, clear call can 


Complete radio frequency | E 5 - 
amplifier unit, with socket/be heard for blocks, whistling like a 
and rheostat .......... $15.00 : 


iveritable siren up and down the dia- 


ithe civic opera. 

| The Radihowl sleeps by day and 
warbles by night. He is utterly un- 
conscious of the fact that his shriek- 
heard by others, and 
hurt to know that 
his neighbors consider him a_ pest. 
Congress is considering measures to 
muffle his innocent, though disturb- 
envious 


ing can be 
would be much 


ing song; in other cases, 
birds have been known to cut off his 
antenna, which renders him ineffec- 
tive. But Nature is a careful mother. 
and doubtless 
cause the noxious regenerative Arm- 
strongensis to build his nest only in 
ithe country, out in the open spaces 


instinct will soon 





where he may warble unheard, un- 
noticed and uncussed. | 

Meantime, the Night Warbling | 
Radihow] is fast his | 
/kind, variocoupling where he may. | 
'Like the cuckoo, the (female) Radi-'| 
‘howl lays her eggs in other radio | 





reproducing 


inests, where they hatch noisily all | 
over the dial, to the surprise of many | 
who thought they had bought pedi- | 
Superducks and _ other 
iwarranted to quack but 
‘whistle—From the “Reminder.” 


greed sets | 


not to 





oto 


“Built First to Last“ 





















HONEYCOMB 
COILS 


2 
COTO 
PATENTS 


Patent No. 1,490,040 
An electrical coil having 
the turns wound diagonally 
back and forth and spaced 


apart to form a cellular 
structure with air pas- 
sages extending from its 


interior to its exterior. 
Patent No. 1,490,041 


An electrical coil having 
the turns wound diagonally 
back and forth and spaced 
apart, but with correspond- 
ing turns of successive 
layers offset instead of ly- 
ing directly one above the 
other. 


WARNING 


These patents are basic and cover 
broadly coils of this general type. 
The Trade is therefore warned 
against handling coils of honey- 
comb type or similar open wind, 
unless made by Coto-Coil Co., or 
their authorized licensees under 
the above patents to avoid liabil- 
ity to prosecution for infringe- 
ment. Our rights under these 
patents will be vigorously pro- 
tected. 


The Name 


“Honeycomb” 


Registration of the word 
“HONEYCOMB” as a trade 
mark, heretofore claimed by 
another company, has been can- 
celled by the United States 
Patent Office upon.petition of the 
COTO-COIL CO., the basis for 
cancellation resting on our prior 
use of the word. 


Coto-Coil Co. 


87 Willard Ave. 
Providence, R. I. 


Branch Offices: 
Los Angeles, 329 Union League 
Bldg. 
Minneapolis, Geo. F. Darling, 705 
Plymouth Bldg. 
Atlanta, C. P. Atkinson, Atlanta 
Trust Co. Bldg. 
Canada, Perkins Electric Co., 
Ltd., Montreal, Toronto, Win- 
nipeg. 
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POCKET 
METERS 


fies ce es OE 
The Pride 

That Comes 

In Selling Goods 

You Can Stand 

Back Of 


'N every line of manufacture 
you'll find someone that can 
make things worse to sell for 
less. That’s why imitation exists. 








3ut does it pay? Certainly it 
never helps the jobber nor his 
salesmen to sell such goods. 


Cheaper pocket meters than Ster- 
ling abound everywhere. but, 
try to find a better meter than 
Sterling—it’s not possible. 


Sterling Pocket Meters have al- 
ways been made up to quality not 
down to price. They are made 
to satisfy. They never overtax 
the battery under test because 
they have the 


‘‘Right Resistance’’ 


and are therefore safe to use. 


Sterling No. 34C voltmeter is 
popular for radio work especially. 
It can be used on either dry cell 
or storage type of battery. 0-50 
volt scale. Price $2.75. 


Ammeters, 0-35 scale 


List Price $1.00 
Voltammeters, 0-35 amp. 0-10 volt 

List Price . $1.50 

0-35 amp. 0-50 volt, 

List Price $4.00 


THE STERLING 
MANUFACTURING 
COMPANY 


2853 Prospect Ave. 
Cleveland, Ohio 











| U. S. 








Radio | 


Farm Radio Survey 


The importance of radio in the pro- | 





duction and marketing of agricultural | 
products is brought out in a special | 
survey of representative farmers hav-| 
ing radio sets just completed by the| 
Department of Agriculture. | 
More than 50 per cent of the 1,200) 
farmers replying reported that they | 
owned tube sets employing three or| 
50 | 
per cent of the farmers reporting have | 


more tubes, while approximately 


home-made sets ranging from simple | 


| crystal detectors to tube sets. 


| cost of 


| 
| 


More than 75 different 
sets were found among the manufac- | 


makes of | 


tured sets purchased, although the | 
bulk of the sets were confined to about | 
15 of the leading makes. 
the 


The average | 


manufactured sets was| 
$172. 


Comparatively few of the owners of 


| i } 
home-made sets operate crystal receiv- | 


| ers, the survey revealed. The average | 


cost of the crystal sets was $11. The 


average cost of the home-made tube 


| sets was $83. 


Eighty per cent of these farmers 
said they were interested in receiving 
both weather and market reports. The 


| survey was made in practically every 








| Wahlstrand, 
} next 











f 





| 


first. At 
priceless 
to her Mildred 


plished telephone operator of the 


the left is Esther 
price clerk and 
Hasselberg, accom- 


North- 


Ladies 


| land Electrical Supply Co., Minneapolis, 


Minn. Supporting them at the left is 
Robert Jude, purchasing agent and on the 
right, C. J. Nelson. 





| This 


| 492 Clinton 


With Any Tube 


This is the advice that we are giving to 
the radio public in the tremendous pub- 
licity campaign which has been running 
all season and is still in force in the fol- 
lowing newspapers and publications: 


Radio News 
Radio Broadcast 
Radio 

Popular Radio 
Wireless Age 
QST 

Radio Digest 
Am. Radio Jour. 
Radio Dealer 
Elec. Retailing 





Bradleylea 


GRIDLEAK & CONDENSER 





enact | 


ce) 





ene 





Also in the following big newspapers: 


Boston Globe 

Boston Herald & Traveller 
New York Sun-Globe 
New York Evening Mail 
Philadelphia Bulletin 
Philadelphia Ledger 
Chicago Daily News 
Chicago Evening American 


smashing campaign is reaching 
over 5,000,000 readers every week. It is 
making big sales for dealers and jobbers. 


The Bradleyleak has demonstrated its 
value to the radio public through its 
wide endorsement by prominent radio 
experts. Crosley, Amrad, Flewelling, 
Cockaday, Kennedy and many other 
prominent radio designers give the Brad- 
leyleak unusual praise for its reliability 
and wide range of control. 


Dealers in your territory are losing 
many radio sales if they are not ready 
to sell Bradleyleaks. Be sure to get 
your order today from them. Allen- 
Bradley products are easy to sell and 
tke profits are big, both to dealers and 
jobbers. 


Allen-Beadigy Co. 


Electric Controlling Apparatus 





Milwaukee, 


Street Wisconsin 


Rendiieleck: 


THE PERFECT GRID LEAK 
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B- METAL ¢ CRYSTAL 








Get the New B-Metal Loud 


Talking Crystal 





It’s as full of life as a beehive 


full of busy bees. 
Get the one with the marking 





on 


the shell just as shown in the 
above picture and you are pro- 





tected by our well-known gu 


ar- 


antee of complete satisfaction. 

EVERY RELIABLE DEALER 
HANDLES THIS CRYSTAL OR 
WILL ORDER IT. We offer lib- 
eral dealers and jobbers discount. 







It is good enough to sell for $1. 


00, 


but we have not changed the pric 





which remains at 50 cents. 


It 


can not be bought at cut prices 






anywhere and buyers will be g 
to pay fifty cents for it 


lad 


Chosen by the Cleveland Radio 
Dealers Association and the on'y 
crystal sold at the Cleveland Show. 






Beware ef Imitat ons. 


B-METAL REFINING CO., 










525 Wantword Avenue, 
NETR GH 


GENUIN 


| 


B METAL 


Chicage Branch:53 West Jackson Biyd 








New York Branch 227 Fulton 


Street 












“JERY Bay 
































EAST BOSTON 





A Superior Dial 





Sold Through Jobbers Only 
Packed inStandard Packages 


Sales managers write for 
sample—no obligation. 


TRU-FIX RADIO PRODUCTS CO. 


42 MAVERICK SQUARE 


MASS. 

















Radio 


state in the Union, the most numer- 
ous replies coming from Illinois, lowa, 
Texas, Kansas. Ohio, New York, Mis- 
souri and Indiana. 

* * * 


Ten Percent Tax Arguments 


Not to Be Broadcasted 


In a statement made by General 











James G. Harbord, its president, the 
Radio Corporation of America has an- 
nounced that it will not utilize the 
forum provided by its broadcasting 
stations to argue the merits of the 
Senate Finance Committee's proposal 
of a 10 per cent tax on radio sets. 
General Harbord said: 

“We oppose the tax on radio sets as 
an unjust and discriminatory burden 
on the public, but believe we should 
apply to ourselves the policy of neu- 
trality when it comes to arranging pro- 
grams at the broadcasting stations. 
The Radio Corporation of America, 
therefore, will express its opposition 
to the 10 per cent tax outside the 
broadcasting station. I have sent 4 
formal statement to the Senate Fi- 
nance Committee and even this brief 
explanation is merely intended to give 
a blanket answer to a great many 
| questions that have been asked us in 
the past few days and in order that 
cur inaction at the broadcasting sta- 
tions on the tax matter may not be 
misunderstood.” 

* * * 


Two New Men for Tower- 
Binford 

B. V. Cormell will represent the 
Tower-Binferd Electric & Manufac- 
turing Co., Richmond, Va., in the 
‘lower South Carolina territory, with 
| headquarters at Charleston, S. C. Mr. 
'Cormell has had technical education 
(and practical training with manufac- 
'turing companies and distributors. He 


|succeeds Paul M. Simpson, who spent 
| 


‘eight years in the South Carolina 








|territory, and who has been trans- 
fe rred to the Richmond office. Mr. 
| Simpson succeeds Gordon F. Penick 
|as purchasing agent and head of the 
order department. 

D. J. Lenihan now handles the 
company’s affairs in the central North 
|Carolina section. D. J. is another 
practical electrical -man, having en- 
|joyed an engineering course with 
| Westinghouse at East Pittsburgh. 














Approved by Public Demand 
The huge sale of U. S. Tool Con- 


densers proves that these condensers 
are right. 


100% GUARANTEED 


End Plates of CELORON 


FOR Superheterodyne Superdyne 


Four 
Circuit Tuner 


Inverse Duplex 

USE Vernier Cap. .00057 Mfd. (24 Plate) 
° 

Plain Cap. -00055 Mfd. (23 Plate) 

Stock U. S. Tool Condensers of 


recommended capacity for all known 
circuits. 


Write for Proposition 


U.S. TOOL CO., Inc. 
124 Mechanic St., 
Newark, N. J. 

















i oo Variable 
Prec eiicro Air 





A MECESSITY 


pein on™ 
jo 


pat? ALT at cartes pene ca 
MPO. BY 


RELIABLE PARTS 
Sen gin: OHIO. 


Here’s Your Partner 


Old Pal! 


When you have one of those off-days just 
think of the “‘smile” in your little old kit. 
Rain or shine, good days or bad, these 


Reliable Neutralizing 
Condensers 


will sell for you. 


Packed neatly in attractive display con- 
tainers, mounted with base or without, 
these condensers make friends with all 
dealers. For all tuned radio circuits they 
prove wonderfully effective for making 
messages more distinct. 

List Price, each, inted “S 
List Price, each, 


THE RELIABLE PARTS 
MANUFACTURING CO. 


7306 MADISON fn 
CLEVELAND, OHIO 
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Make It a Myth 


(Continued from Page 6) 


on the developments of the industry, 
and why it is better fitted to serve the 
public. Write him a letter telling him 
of the developments in radio during 
the past year, and why radio reception 
will be good this summer. Wherever 
possible get the dealers to do the same 
thing. Urge them to use some adver- 
tising space, however limited, in these 
newspapers to describe the new prod- 
ucts they have to offer at their new 


prices. Be sure and let the public 


know in every way that radio sets cost | 


less to purchase and less to maintain 
and that reception is better than it 
has ever been before. 

A point not to be overlooked is 
this: Hundreds of thousands of boys 
are let out of school during these 
summer months. This is their time for 
private experiment and building as 
well as for baseball. They have more 


time during this period of no school | 


to work on sets than has been per- 
mitted them in the other months of the 
The dealers who cater to this 
trade and stimulate it, although they 
may not sell these boys high-priced 


vear. 


complete sets will develop profitable 
tiller business, 


Printers’ ink when used in a big 


way is a profound stimulant to the | 


public mind. It will do almost any 
thing. Before the writer at the pres- 
ent moment are proofs of three full 
page advertisements which a single 
manufacturer will place in the Satur- 
day Evening Post, and a dozen other 
magazines in May, June and July. 
The copy is built up around the idea 
of better radio right through the sum- 
mer. Other manufacturers are doing 
the same thing. The public will be 
confronted with an avalanche of sug- 
gestion, argument and _ persuasion 
which will have its effect as surely as 
day follows night. 

At every turn this advertising 
should be pointed out and merchan- 
dised to the dealer in two specific 
First as to the effect which it 


will have on his sales, and, second, to 


ways. 


encourage him to go and do likewise 
on a basis comparable to the size of 
his business. 
ing that he will carry locally during 
the summer months will tie in with 


this great National campaign that is | 


to be carried on by the manufacturers 
repaying him many times. 








Introducing ; 
The Kellogg Universal Radio Kits! 





There is a popular demand for this type of radio outfit, and it will find 
a ready market. A complete set of this kind assures the buyer of the 
best that he can get. 

The Kellogg Radio Kit contains a universal drilled radio panel with audio 
amplification apparatus. This panel enables the buyer to mount three 
tuning units in any combination he desires, using his favorite hook-up. 

Here is an opportunity to make real profit on the parts business. 

Order six sets today. Place one in your window or display case and 
increase your sales. 


No. 501 Kellogg Radio Universal Panel Kit.. 
Use—Is the Test. 


KELLOGG SWITCHBOARD 
& SUPPLY COMPANY 


1066 W. Adams Street Chicago, IIl- 


......List, $43.00 




















Every line of advertis- | 





Products 


Radio 


JOBBERS! 


The New Hartman Variocoupler 
with Basket Woven Disc Rotor 


Retails at a Competitive Price 
a) 44-50 SRA 


Clearer reception and maximum efficiency is insured through 
minimum coupling with the Spider Web Rotor. Check these 
points carefully: (a) Pig Tail Contacts; (b) Genuine Bakelite 
Tube; (c) No Live Brackets; (d) Dead Shaft with NO capacity 
effect in tuning; (e) 180° dial adjustment WITHOUT rotor 
being submerged in Stator Field. 





Pat. 1-8-’24 






SOLD THRU JOBBING TRADE ONLY 
Write for proposition on this and other radio products. 


The Hartman Electrical Mfg. Co. 
32 East 5th Street, Mansfield, Ohio 





Se. Variocoupler 
Laboratory Mode 
Stays ee =e True Price $6.50 
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RADIO Everything points to a high peak of selling in 
the next three months—to sales figures not yet 
reached, since the first days of the great radio 


boom. 


BROADCASTING of the great 
Y| political conventions — of the 

presidential campaign—of_ the 
go great ball games and the big fights 





—will boost sales high. 








“There’s a Radiola } Soe 
for every purse”’ ene ye ie 


4 


IMPROVEMENT—remarkable improve- = \)) 
ment. in Radiolas—greater sensitivity and ae, 
selectivity than ever before—clearer tone Nrae 
a two-tube Radiola at $35—the meet- ‘ 
ing of demand in every respect of better 
performance and lower price—all these 
mean a tremendous sales impetus. 


PRODUCTION of these new 


Radiolas—catching up at last, \ ee \ 

with.an overwhelming demand— FF PORTIS aN 
DEALERS: meeting a market eager for the ] 
Send for complete new line—promises, for the com- 4 


slong 
mages ot ing three months—the greatest 


boom that radio has known! 


Radio Corporation of America 
Saics Uffces 
233 Broadway, New York 10 So. La Salle St., Chicago, IIl. 
433 California St., San Francisco, Cal. 
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J. B. Terry 


(Continued from Page 21) 


source of pleasure to Mr 


Mr. 


n the corporate title, the company now 


peen a 


[erry to include Durin’s name 


being known as the Terry-Durin Co. 


There is no other change in their 


relations aside from the name and 


these two men continue as equal own- 
ers in the business. Probably there 
are no two men better fitted to work 
together as a team than these two. 
[In temperament they are opposites 
Each has implicit faith and confidence 


Each 


angle of the business so that neither 


in the other. knows every 
one is tied down 
Mr. Terry 


business as well as in pastimes. 


hobbies in 
He 


is a staunch believer in getting a price 


has certain 


for goods which is commensurate with 
their quality and the service rendered. 
Volume without profit has no fascina- 
tion for him. 

Credit is another hobby of his and 


it is considered more or less of a 
liberal education to hear him talk to 
a contractor on the subject. Having 


been a contractor himself he knows 
the pitfalls along the path of too 
easy credit and the downright harm 
that it does to a contractor who avails 
himself of the undue liberality so often 
extended and almost forced upon him. 
It is that the 


through his broader business experi- 


his feeling jobber 


ence, being located in a larger city, 
definite 
his small-town contractor customer in 


has a service to render to 


the way of help and education that 


cannot be over-emphasized. And in 
the territory which the company 
covers, including a great number of 


small towns he unceasingly practices 
what he preaches in this respect. 


When it comes to other hobbies he 


has two—golf and duck hunting. 
Over his ability at the former he is 


at all times distressed owing to the 
fact that his score is between 80 and 
85 more frequently than between 75 
and 80. 


is beyond the comprehension of prac- 


Since any of these scores 
tically all jobbers the mere mention 
of them will be sufficient. 

There is perhaps more to be said 
about duck hunting. 


time with Mr. 


It is a real pas- 


Terry as well as with 


Mr. Durin. They see to it that the 
ducks get safely South every Fall. 
While not claiming to be in a class 


with John Duncan who gets the limit 
every time he goes out, they are prob- 
ably They 


not far behind. gather 













































Super Service Jr. 


and the New Dictaphone 


In their advance announcement to the trade the Dictaphone 


Corporation speaks of the “Super Service Jr.” 
type machines as follows: “The Super Service Jr.” 


on their newest 
Electric Cable 


has been adopted after extensive investigation and experimenta- 


tion. 


The Super Service Cable is a para rubber covered cable 


of great mechanical and electrical strength, remarkable flexibility 


and excellent appearance. 
pick up dust, dirt, grease, oil or moisture. 
break. 


Its color does not fade, it does not 
It will not fray or 
It will continue to function perfectly under the hardest 


kind of usage. 





“SUPER SERVICE JUNIOR?’ 


Haven't you a job for 


It will ensure long, trouble-free performance for electrical 


equipment of many types. We will gladly work with you i 
developing its application and investigating its possibilities. 
Unite to Dept 0 


ROME Were COMPANY 


ills and Executive : ROME, NEW YORK 
Diamond Mills—Buffalo, N. Y. Atlantic Mills—Stamford 
BRANCHES 
NEW YORK BOSTON CHICAGO DETROIT 
50 Church St. Little Bldg. 14 E. Jackson Blvd. 25 Parsons St 
LOS ANGELES, J. G. Pomeroy, 336 Azusa St 
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ALPHADUCT 
THE BEST 


Non-Metallic Flexible Conduit 


Costs No More! 








ALPHADUCT COMPANY 


136 CATOR AVE. :: JERSEY CITY, N. J. 

















three or four cronies and drive 580 
miles northwest to the Sioux Indian 
Reservation in South Dakota wher 
the ducks are plentiful enough for 
practical purposes. So great is their 
anxiety that they drive this distance 
in a day and a half. After two weeks ot 
great excitement, for the ducks, they 
return to Cedar Rapids, for another 
long tedious year’s wait. Following 
their sojourn a few of the ducks con- 
tinue South to hold an annual con 
ference with Harry Hobson and his 
gang after which the ducks take in- 
ventory, talk over next years’ plans 
and decide to distribute through the 
jobber as usual. 

Seriously speaking, Mr. Terry’s 
real worth in his community is his 
untiring efforts in working for the 
city in which he lives. He is a firm 
believer in the motto, “You can take 
out only in proportion to what you 
put in.” Accordingly he has served as 
Exalted Ruler of the local B. P. O. 
E., president of the Cedar Rapids 
Country Club, and is now president of 
the Cedar Rapids Chamber of Com 
merce. 

Mr. Terry believes that the future 
of this country depends largely upon 
business men devoting more time and 
study to the political questions aris- 
ing, and to the government of state 
and nation. Also if a man is able 
and qualified, he should be willing to 
serve as a political representtive from 
his district in whatever capacity 


offered. 

















a 2 { 
—_—<$<—_ 





This is not a scene at an electrical wed- 
ding anniversary, but is a corner in the 
booth of the Eastern New Jersey Power 
Co., at the recent Business Men’s Show 
in Asbury Park, N. J. It is presented in 
the hope that “Ben” Zufall (left) of the 
Sibley-Pitman Corp., New York, N. Y., 
will see himself as he was busily engaged 
in co-operating with the local company 
on demonstration and sales. 
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| This wouldn’t have ~ ' Note the insurance 
happened with against wire troubles 


ARRO-GRIP ' ote with ARRO-GRIP 


: USE ARRO-GRIP INTERCHANGEABLE ROSETTES 


For Industrial Pendent Work use Arrow Interchangeable 
Rosettes with the Arro-Grip feature which takes the strain off 
the binding posts and prevents shorts from frayed wires. 


GM, GMM and GQ can be used with many other caps and 
bases other than those shown. For complete line of fittings 
refer to Arrow Catalog No. 20 Other Arro-Grip Devices are 
listed in a circular which we will forward on request. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


ROW 


The patentee line — Wi 7 Devices 
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Conduit Box Switch 


No matter from what viewpoint you consider the Levolier Con- 
duit Box Switch, it wins approval. 


1—Approved by Underwriters’ Laboratories. 

2—Approved by Industry—Gives individual control at low 
cost. 

3—Approved by Electricians—Has ample capacity. 6A- 
125V—3A-250V. Easily wired. Outfit is wired com- 
plete on the floor by connecting switch to one leg of the 
fixture circuit. To hang, connect wires in the usual manner. 
Insert switch in the knock-out of box and fasten cover. 
No extra wiring necessary. 

4—Approved by Users—The miniature knife-switch mechan- 
ism means sure and positive action. Never gets out of 
order. Out of the way and out of sight, but always -con- 
venient. 





The above message is appearing in electrical and industrial papers for May. The 
Levolier Conduit Box Switch is gcing over in a big way with both industrials and 
dealers. It is the switch for individual control of lighting units. 


| PECGILL |: 


MANUEACTURIN G CO. 
ESTABLISHED 10046 


VALPARAISO - INDIANA 


Sold in Canada by W. H. Banfield & Sons, Ltd., 370 Pape Ave., Toronto, Ont. 





























Problems of the Sales 
Manager 
(Continued from Page 1*) 


The Sales Manager and the 
Customers 


The more a sales manager can get 
out into the territory the better, for 
very naturally he has closer contact 
with the dealers and with conditions. 
The time that he can spend outside, 
is however, obviously regulated by the 
set-up of the office organization and 


| the assistance that he has in the office. 


From the office, we follow up all 
new accounts very actively. The old 


accounts also receive frequent re- 


minders in the form of the price, bar 
gain and quick-moving merchandise 
sheets above referred to, besides cir- 
culars from time to time which we try 
to make attractive and out of the ordi- 
nary. 


‘‘Bogey” and Special Compensation 


Our men are paid straight salary 
and expenses, with a quota set on each 
territory. These quotas are based on 
population, location, past sales and 
sometimes to a certain extent on the 


| length of time that the men have been 


in them. There is no bonus or spe- 
cial compensation attached for the 
man who exceeds his quota. On the 
other hand, if he falls far below he is 


subject to criticism. 


But ways have been found whereby 
each salesman may earn something 
above his salary. Special induce- 


' ments are offered frequently, in the 


, Co. 


way of prizes in contest above alluded 
to and extra payment on sales for cer- 
tain lines. For instance, every time 
a man sells a radio set the next mail 
brings him a cut-out card of a 
“porker” with the words “Bringing 
Home the Bacon” printed upon. it. 
When the salesman gets to the office 
he cashes in his cards at a dollar 
apiece without delay or red tape. This 
is cited as one example of the littk 
ways we have for giving the men a 
chance to add to their salaries. 


* * * 


Cronin Sales Manager for 
Roberts 


Joe Cronin, for the past few years 
sales manager of the Tel Electric Co., 
Houston, Tex., has been appointed 
sales manager of the Baltimore house 
of the H. C. Roberts Electric Supply 
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In the Orange 
and Blue Carton 


NOW-—An Easier Way to Sell 
This Better Plug 


There has been a real demand for a de- 
pendable attachment plug—one to keep 
appliances ready for use at all times. The 
ordinary plug has never been fully satisfac- 
tory, especially for washing or ironing ma- 
chines where falis on cement floors brought 
continual trouble. 

C-H Dreadnaught Plugs answered this 
call—and wise dealers not only capitalized 
thereby on replacements and repairs, but 
furnished them to build good-will on new 
appliances subject to hard usage. 

Now, these better plugs are 
(without additional cost) in an attractive 
container that builds increased sales with- 
out the slightest effort. 


furnished 


Bhagitiot mma 
































Point out to the dealer the many virtues 
of this better plug and the greater profits 
through the handy display—you will find 
him ready to listen and quick to buy. 


THE CUTLER-HAMMER MEG. CO. 


Switch and Specialty Dept. 
Works: Milwaukee and New York 


Steel Clad 


—das strong 
as it looks 




















THE JOBBER'SfIJSALESMAN 

















‘ 












































HARTFORD 
Time Switch 


The Hartford Time Switch of today is a better, a more 
rugged time switch and more costly to manufacture, than ever 
before. 


The special Seth Thomas marine type, eight-day movement 
has been strengthened, yet prices have not been advanced; 
while your resale profit has been increased. 


The Hartford Switch has been standard practice for a 
quarter of a century and the better Hartford of today will fully 
meet the most exacting requirements of the electrical in- 
dustry. 


A wide range of capacities and types enables you to select 
just the right Hartford, and that Hartford will be the best 
time switch you can get for your customer’s particular purpose. 


My long-established policy of close co-operation with job- 
bers will be rigidly maintained. 


Hartford Switches in type and capacities that meet 98% 
of the demand, shipped from stock. 


Talk Hartford Time Switches to your 
contractor-dealer customers and urge them 
to go after the profitable business now avail- 


able. 
Get the latest Hartford Time Switch 
bulletins. 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y.C. 
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How a Chicago Jobber 
Sells Lighting 


(Continued from Page 12) 


people on the subject of commerci.! 
and industrial lighting. Lectures ave 
given for organizations, such as ar 
chitects’ societies, engineers’ societie., 
ofice managers’ associations, reta'| 
store managers’ associations, electric: 
contractors, students at technical co 

leges and night schools and to genera! 
groups of industrial plant customers 
who are invited by our sales organiza 
tions. 

The room is also used throughout 
the day by architects and contractor 
dealers who bring their clients to 
study the effects to be secured: by 
various types and spacings of lighting 
units. 

The demonstration room which is 
shown in the accompanying photo 
graph contains about 10 different well 
known systems of lighting. Tables ar: 
arranged about the room seating 7 to 
10 people, and on each table ar 
placed several foot-candle meters with 
which the light intensity from the 
various systems may be read. 

The lecturer explains something of 
tlie development of the present high 
efficiency Mazda C lamps and opens 
by flashing on a demonstration of the 
old style carbon lamp lighting while 
the audience reads the foot-candle 
meter. The method of calculating illu 
minating problems is explained. After 
the calculation a lighting system is 
turned on and the exact intensity 
checked by the audience with a foot 
candle meter. 

A typical lighting system for the 
average factory consisting, for in 
stance, of 200 watt R. L. M. reflectors 
on 10 foot centers is demonstrated, 
this giving an approximate intensity 
of 12 foot candles. Such important 
factors as foot candle intensity, wat- 
tage and ratio of spacing distance to 
mounting height of reflectors are thor- 
oughly discussed. 

The demonstrations are given to 
show the effect of glare on the ability 
of the eye to see detail, the effect of 
light on the speed of vision and the 
need for luminous shadows. The lec 
ture concludes with a demonstration of 
a 75-foot candle intensity and_ the 
urge to provide for sufficient capacity 
in electrical wiring to take care of 
this ever increasing intensity of arti- 
ficial lighting standards. 
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-| LAMPS-—the opening wedge 








| y= electrical retailer realizes that people 

| come into his store for lamps more often 
than for any other item. And just to make 
sure he doesn’t forget it—we advertise the 
fact extensively in these magazines: 





y Sen easiest opening wedge you can use is 
lamps. And if you sell lamps of such rec- 
ognized quality as Edison Mazpa Lamps, 
you will establish a friendly contact that will 
smooth the way for larger sales, on other 
things, too. , 
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A GENERAL ELECTRIC PRODUCT 
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During one month in which an ac 





tive campaign was conducted, 18 lec 
tures were given to an average audi 
ence of 60 people. Since that tim: 
architects, engineers and_ industria 
plant customers have been dropping i) 
at intervals to bring their lightin; 
problems with them. They tell us tha 
they come in because they were pre 
viously invited to a_ lecture her 
through some society to which the) 
belong. 

It is this kind of activity that actu 
ally sells more and better lighting be 
cause it rehabilitates all old lighting 
systems and means the sale of mor 
supplies, lighting equipment and Maz 
da lamps. The more jobbers are activ: 
in the promotion of the manufacturer’. 
product the more the manufacturer's 
selling cost will be reduced and he 
will be more willing to give the jobber 
a margin to pay for the sales effort. 
This would: result in more electrical 
merchandise being sold. 

a vy * x * 


a. ad ' - —_Iron City Girl “Hablars 
; : : Espanol” 

On April 8 there came to the office 
Easier to Sell 4 of the Iron City Eletric Co., Pitts 


burgh, an order from the Inca Mining 


High quality—features of impressive & Development Co. Attached to the 
d d ful . h order were instructions to the effect 
advantage—and powerful, straight- Le 
ng : that six copies of the invoice were to 
forward advertising—have built up be made and forwarded to the Brad 
a good name for the Square D Safety ford, Pa. office of the Inca company. 
“ h “e h bea A further requirement was that one 
Switc which no argument can re te, copy must be made in Spanish. Ordi 
and no substitute can equal. | narily this would mean calling in an 
interpreter. In this case, to the de 
SQUARE D ‘COMPANY DETROIT U Ss A light of the sales department, the Iron 
FACTORIES AT: DETROIT, MICH., PERU, IND. . | City company discovered that one of 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, ee wna er. Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, . * eel ak? . i oi — 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis (59) the customer s_ re que st without leay 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. ing her desk. Viva! 
BRANCH OFFICES: Toronto, Montreal 


its own girls was able to comply with 





Here are two old buddies meeting for 

the first time in many years. On the right 

is Rutledge C. Mellor, now with the F. 

| Bissell Co., Toledo. On the left is Duke 
| Smith, better known as “Hard Luck 
| Sam.” Both were with the Wesco Sup- 
ply Co., St. Louis, long years ago. 
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You'll find it in installations of thirty years 
ago, and you'll find it today in the /atest jobs 
of those same electrical contractors. 


The dean of Push Switches, it was ‘‘standard’”’ 
from the start, and three decades of switch- 


making have had little improvement to offer 
‘‘Old Reliable’’. 


New switches have come into the H&H 
family; fine switches to look upon; costlier 
switches. But none have replaced ‘‘ Old 
Reliable’’ for quiet, enduring service. 


ht 
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‘L061 m your specitica tions 


THE HART & HEGEMAN MFa.Co. HARTFORD, CONN. 


The buttons press with an even tension; 
there’s no more resistance near the end of 
the stroke than at the beginning. No jar as 
the spring acts and the contacts meet. 


It’s one place your customer puts his finger 
on value he can feel! Ofall the things in an 
installation, this one puts the owner in touch 
with the quality of the job. 


Not so high-priced as some switches; not so 
low as some others. Just in-between—and 
just the switch for the medium and better-class 
jobs that interest you most. 


In writing for data on “Old 
Reliable,” ask for catalogue 
of H& H Switches complete 
showing also Convenience 
Outlets and other devices 
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The Value 7 Service 


A part of a selling talk by a jobber’s 
salesman on “The Value of Service” 


“No doubt you've noticed that the firms who have made a success in 
various branches of distribution are those that carry a sufficiently large 
and assorted stock and base their whole selling policy on their capacity 
to serve rather than to cut prices. 


“That policy is typical of our institution. We don't cut prices and try 
to give you ‘something just as -good.’ No self respecting jobber does 
that. Neither is he going to ‘cut prices to cover up a lack of service. 
Rather, he is going to bolster up his service and supply his dealers with 


the goods they demand. 


“Here are two good thoughts that should guide you in purchasing 
future goods. The first is that you do your trading only with those 
jobbers who are willing to serve you. The second is that only those job- 
bers who have faith and money enough to invest in a stock for service, 
and possess enough efficiency to keep that stock up, are to serve you. 


“Every firm that can‘t do that is bluffing you and you should do your 
buying elsewhere. 


‘Naturally, there are occasions when it is impossible to keep ahead of 
rush demands but practically all of ‘the time we've a good stock of 
Trumbull ‘Circle T’ Safety Switches from which you can draw.” 
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The Trumbull Electric Manufacturing Co. 


Plainville, Conn. 


New York Chicago San Francisco 
114 Liberty St. 2001 W. Pershing Rd. 595 Mission St. 
Boston Philadelphia Atlanta 


THE INDUSTRIAL STANDARD FOR MORE THAN 20 YEARS 

















The Credit Side of Selling 
(Continued from Page 11) 
inquire and are given every assuranc: 
—“simply a question of installation of 
a new bookkeeping system by the cus 
tomer, involving some confusion of ac 

counts and a little delay,” etc. 

You are committed on your own 
purchase of the special goods for him 
anyway, so you calm your uneasiness 
and hope for the best. 

Your morning paper tells of an 
application for a receiver. There is 
a reassuring statement, or an indig- 
nant interview by an officer of the 
company, published at the same time. 
The receiver when appointed proves 
to be a friendly one, probably an offi- 
cer, and there is another very com- 
forting statement. Then comes a 
court order vacating the receiver and 
appointing a trustee in bankruptcy 
and you are invited to file your claim. 
You are out of luck! 

It develops that the costly office 
building is mortgaged and that the 
equity is pledged to the bondholders ; 
that the tank cars were covered by an 
equipment trust; that each great im- 
posing steamship was separately in- 
corporated and that the terminals and 
water fronts were leased. 

Moreover, the banking houses that 
had brought out the preferred stock 
issues and that have had representa- 
tives on the board of directors, have 
long ago taken steps to protect the 
interests of their own clients by se- 
curing any other assets available— 
so that a mere supplier has nothing to 
expect. 

This is neither a fanciful nor an 
unusual tale. It often happens ; because 
so many circumstances, such as loss of 
foreign markets, changes in tariffs, 
fluctuations in foreign exchanges, new 
developments in patents or in process- 
es, cause sudden changes in the finan- 
cial strength of manufacturing and 
industrial corporations. 

In most cases, a large bank is the 
first creditor to become aware of al- 
tered prospects, and being substan- 
tially inyolved either in loans or in 
preferred stock, the banking concern 
takes extreme precautions temporarily 
to preserve the concern’s general and 
trade credit as well as its financial 
prestige with its own purchasing and 
accounting employees, so that the 
startled employees and general sup- 
pliers are unsuspecting until the at- 
torneys for the customer call in the 
reporters for a statement to the press. 
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HUBBELL 


| PULL CHAIN EXTENDERS 
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c for Katchen 
Lighting Fixtures 


Thousands of kitchen lighting fixtures are 
now being sold. To prevent the recep- 
tacle chain from chafing and jarring the 
glass fixture bowl—every one should be 
equipped with a Hubbell Pull Chain Ex- 
tender No. 7009. 





No. 998 , ' ; 
seat sah Point out to your dealer.customers this op- 
sre portunity for additional profits. 
HARVEY HUBBELL 
ELECTRICAL WARING DEVICES 


BRIDGEPORT CONN. U.S.A. 









) ELECTRICAL WIRING DEVICES 
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An Unlimited Field! 


Herwig Outdoor Lighting Fixtures demand less 
selling effort on the part of the salesman. They domi- 
nate the field and are naturally money makers for the 
live-wire jobbers salesman selling them. 

You'll find your field composed of those companies 
and persons interested in the planning and erecting of 
apartments, homes, churches, institutions, industrial 
plants, garages and other buildings. 


Prices on application. 


Price and Delivery 
Herwig prices are right and we can fill your orders 
direct from our large stocks immediately upon re- 
ceipt of your order. 


Salesmen: Ask your sales manager to get our 4 
new sheets, printed on both sides, for your catalog. 
Also, catalog No. 12 will be sent upon request. 


Note Our New Address 


solid bronze. 





1753-57 Sedgwick St. <— 


Illinois 


— 
Chicago 
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When Your Dealer Asks 


about the 


EVEN-HEAT-LINE 
What Will You Tell Him? 


SELLS ON 
MERIT 


STAYS 
SOLD 





No. 500, 669 Watts 


Investigate Now! 


EVEN-HEAT-ELECTRIC CO. 


2431 Canton Ave. Detroit, U.S. A. 
A Good Name Is Worth Something 






























We can make any fixture shown in our catalog in 


__ 2, Jobbers and Contractors Stage . 


IS/ARE 





_ Andrae & Sons Co., of Milwaukee, for 12 


| 
| 


























No credit man for a small suppli r | 
_ can be criticized for being caught n 
_ such a manner because his every i 
quiry has been forestaJled by skill: | 
accountants and financial experts w! » 
are vitally concerned in concealing t! 
real state of affairs from the world. 
Therefore, one can sympathize wit , 
and understand the exasperated snari 
of the credit man of a house selline 
industrial plants, when some kin‘| 
friend patronizingly tells him that hi, 
is the “Life of Riley,” compared ty 
the troubles of his brother credit man 


in the radio or contractor fields. 
* * 


| ‘Show 

| The report comes from the*Carter 
| Electric Co., of Savannah, Ga., that 
| the Electrical Contractors’ Associa 
| tion, together with the local jobber; 


| and central station, will stage an 


HERWIG ART SHADE & LAMP CO. | electrical show in Savannah, April 


18 to 26. 








W. E. Schultz has been with the Julius 


years and has worked up from stock to 
his present position of assistant purchas- 
ing agent. You won’t find in him the 
shrewd, heartless P. A., but a prince of 





' a good fellow, who makes you feel at 


home around the big establishment. 
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For Household 


Laundries 


and ironers impose hard service 
on the attachment cord in ordi- 
nary use. To insure dependable 
performance, the Hurley Ma- 
chine Co. (as well as many 
other manufacturers) has stand- 
ardized upon PARANITE 
special washing machine cord. 
PARANITE cord for this use 
is a special product having un- 
usual flexibility and strength, 
and provided with a durable 
waterproof covering. It’s as 
convenient as the convenience 
outlet in the baseboard, for it’s 
rght in every detail. 





ladiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 
Chicago 810 Marquette Bidg. 


\.w York: The Thomas & Betts Co., 63 Vesey St. 


‘ 
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End view, showing slot 
to receive lath holder and 
box tongue. 


Lath holder. End slips 
into slots in bar. 


1,200,000 Sets Sold Last Year! 


om 


More than 300 enterprising jobbers sold 1,200,000 sets of 
The Kruse Switchkéx and Lath Support in 1923. 
» 


A significant fact, a pertinent fact that indicates the established deff 














and their salesmen during 1924. Bes .. 


It’s a packaged product, easily merchandised. The Kruse comes packed 
in 16'4 inch lengths of soft metal and is easily snipped for fitting. 
The Kruse saves time and labor for the contractors. Short pieces can 
be utilized. 


The Kruse keeps moving from your stock room. 
og 


Mid-West Metal Products Company 


Muncie Indiana 





for this line. It, ives some idea of the profits to be made by j obers-<.. 
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PULL or PUSH? 


To the dealer, there are but two kinds of lamps; 
namely, the Pull Kind and the Push Kind. 
Jefferson Lamps are of the Pull variety—they are 
in demand ‘everywhere because they are the best 
advertised lamps on the market. They Pull cus- 
tomers into the dealers’ stores. 

You know all about the other kind—the kind you 
have to Push off on your customers by mark-downs 
and force-outs. 







If you don’t stock the Jefferson line, write us im- 
mediately for our new full-color art catalog. You 


The enchanting glass can order from the illustrations without fear of 
shades of all Jefferson betae alien a 

Lamps are hand-painted 4 PPO . 

2 age agen es P.S. Don't forget to watch for our national advertisements 

fired and fused into the FP, on im The Saturday Evening, Post, first wsue of cach month 

"a and, therefore, will Loves < » 

lorever retain their origi- C 

niicuy nt mee §=—- Ae /PPemsam Camnynewmy7 

—- Makers of the Jefferson Lamp 


POLLAN SSEE WEST VIRGINIA 


SAM Lamp” 














Do You Know It All? 


(Continued from Page 10) 


There aresewo lines of study m- 
portant for the electrical salesm in, 
One is his line, the products he se \s, 
The other is salesmanship. You can 
never know it all about the merchan- 


| dise you are selling. There is ‘oo 


much every trip that is new. If you 
are to succeed in selling, you need to 
know your line so thoroughly as to 
be able to answer every reasonable 
question put to you about it. 

Every time you go into the house, 
dig up as much information as you 
can. Don’t wait to be instructed, 
Don’t stop with learning only what 
the sales manager asks you to learn. 
Learn all’ you can and then look for 
more#to learn. It is by being better 
inforwieg@y,about electrical goods that 
you gain” e confidence of buyers. 
They prefer to buy from the man who 
knows, and they are not slow in dis- 
covering which traveling salesmen «ov 






know and which only put up a bluff. 


Take literature about the line along 
with you and study it in spare mo- 
ments. In that way learn about com- 
peting lines as well as about your own 
lines. You need to know what the 
other fellow is offering the trade if 
you are to meet his competition intel- 
ligently. 

The traveling salesman of today 
has a great advantage over his prede- 
cessor of 25 years ago. ‘Today there 
are books and periodicals on every 
phase of selling. We can find out 
what others have done under suc! 
conditions as confront us. It is not 
necessary to go ahead blindly, cutting 
and trying, experimenting, making 
needless mistakes. We can profit by 
the mistakes of others. 

The business periodicals show what 
others have done and what successful 
means they have used in going after 
the business. Why bother to discover 
everything for yourself when som 
one has already discovered it and put 
it in print for your benefit? 

If you want to learn salesmanship 
and are willing to study, you can 
raise yourself rapidly above the level 
of the average man in your line, and 
there is nothing to prevent your reacli- 
ing the top. A man does not achieve 
marked success because he is natu- 
rally or inherently smarter than other 
men, but because he makes the most 
of his opportunities and studies |is 
profession diligently and persistently. 
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Porcelain is the 

Corner Stone of | | 
Electric Wiring’ bdlhces i 
—as Granite isthe __. k 
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my P&S—the Mark of 
Thoroughness in Quality 


Pass & Seymour, Inc. Solvay Station DYTacuse, N. VY. 
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The Highest-Priced 
Oscillator! 


and Why! 








Here is, without 
doubt, the highest- 
priced oscillating fan 
on the market! 


The six-blade 16- | 
inch 60-cycle Emerson 
oscillator with a very 
distinctive perform- 
ance which has put it 
in a class by itself! 


Moving air in large 
volumes, with wide dis- 
tribution, with no ob- 
jectionable blade noise 
or motor hum, this fan 
has made a special place 
for itself in theatres 
and churches. ° 


It has the long life 
and flexibility of ad- 
justment of other Emer- 
son oscillating fans. 
Of course, it carries 
the Emerson 5-year 
Guarantee. 


This distinctive type 
is an asset to every 
salesman who sells Emer- 
son Fans. Thousands in 
use, because of special- 
ized performance. 


Do your dealers know 
about this fan? 


The Emerson Electric 
Mfg. Co. 


St. Louis New York 


The Emerson Company 
sells No Apparatus at 
Retail. 














| of the 


| $15.00 waffle iron, 


, or some 


| number of cards sent 


i be able to 


| signs the 


Building Business Off the 
Beaten Path 


(Continued from Page 8) 


project or another. The commission 
is a good one and the women enter 
into the campaign with great enthu- 
further incentive 


is added by special prizes or bonuses 


siasm. Generally 
for teams made up from among the 
The line- 
Suppose 


membership of the club. — 
up is something like this: 
8000 cards are apportioned to a club. 
Four teams may be organized and 
2000 cards With 50 
workers to a team including the cap- 


given each. 
tain and allowing 10 cards per day 
per worker they will cover the town 
in four days, or a week at the out- 
side with call backs. For the period 
team contest the central sta- 
tion may offer four prizes to indi- 
viduals on the teams—no more than 
member on each team to win a 
a $46.00 perco- 
lator to the highest number of sales. 
A $20.00 table 


one 
prize. For instance, 
lamp, second. A 
third. An $8.00 
toaster, fourth. 


As jobbers, we are glad to come 


in with a vacuum cleaner for their 
new building if one is contemplated, 


similar inducement. 


In running these team contests a 


| quota of 20 to 35 per cent of sales 


is placed on each team, based on the 
out, and the 
prizes are awarded only if the quota 
is reached by a team. A blackboard 
is then erected in the central station 
window showing the team standings 
daily. 
There 
interest about the campaign that I 
In re- 


are a number of points of 
wish to mention specifically. 
gard to the contractor, in some cases 
the central stations have put their 
stocks of units in the 
hands. He does the installing and 
gets his profit on the work. 
erally this is work he would never 
The 
unit is sold 
card when the installation 
is made adding all other items done 
at the same time. This is turned in to 
the In this way the 
contractor is put into the home sell- 


contractor’s 


Gen- 


otherwise. 
whom the 


touch 
woman to 


central station. 


ing a service and other lamps and 
fixtures We 
and will do our part, 
salesmen, 


advocate this 
through our 
in talking to the contrac- 
tor and makng him an important 
factor in the campaign. 


as well. 





These Time Saving Devices 
Are Money Makers 


This line is a time-saver for the con 
tractor and electrician, and a money-make: 
for the jobber. 

Knockouts are accurately cut and easily 
removable, being held only by the connect 
ing neck. Supporting bar is steel wit! 


three perforations at each end to attach tc 
varying widths of joists, box is slideable 
thereon and is held by a patented adjustabl 
friction grip, it being only necessary to 
gently strike the center of bracket with 
the bar or hammer to increase the frictior 
grip. 





Accurate workmanship in the Knockouts 
and the slidable grip are the means of 
saving much valuable time as compared to 
the use of other similar devices. 

Single loom plate is of standard design 
and superior workmanship. 





Send for 
Jobber’s 
Proposi- 
tion and | 
Prices. 





Independent Stamping Company 
5938 CHENE STREET 
DETROIT MICHIGAN 














The StandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 


Permanent—Uniform—Heat Proof 


Your Jobber 


Handles Etch-O-Lite 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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Surface Type 
Metal—Black—Gravity—Cat No. 373 
Metal—White—Gravit y—Cat. No. 374 





When requirements call 
for a good Annunciator 
at a low price you can 
do no better than to fur- 
nish DEVEAU Gravity 
Drop Annunciator. 
First class construction 
throughout and_ excep- 
tionally well finished— 
furnished with standard 
markings numbered from 
1 up. 











DeVeau Circle Push 
Removable’ Weighted Felt-Covered 
Base—Desk Type 


Cat. No. 4-C 


Annunciators 








The DEVEAU Line of 
Push Buttons covers a 
wide variation of models 
and types covering Di- 
rectory and Circle Type 
and Locking Directory 
Push Buttons. Highest 
grade materials and 
workmanship — standard 
markings and finishes. 























Surface Lamp Type 
Surface Wood—Lamp 
14-inch Units 
Cat. No. 457 





Surface Type 
Wood—Elec, Reset—Cat No. 25-R 
Metal—Elec. Reset—Cat. No. 25-RM 


and 


Push 
Buttons 





UP 


> 


DOWN 











DeVeau Directory Push 
Removable Weighted Felt-Cov- 
ered Base—Surface Wall 
or Desk Type 


Elevator Push 
Cat. No. 1-A 


Cat. No. 112 


Write for DeVeau 
Bulletin No. 117 


MANUFACTURED BY 









Surface Type 
Wood—Golden Oak—Gravity 
Cat. No. 372 








When Electrical Reset 
Annunciators of the high- 
est class are demanded 
order DEVEAU Grade 
“A.” They are made for 
heavy duty service and 
have incurred general 
favor due to their posi- 
tive, convenient and silent 
resetting feature. Very 
well finished standard 
markings from 1 up. 
Special markings on or- 
der. 








ur, ‘ — 


Midget Push 
Cat. No. 5-A 








The DEVEAU Bulletin 
No. 117 makes a most 
complete reference on 
Annunciators and Push 
Buttons—you need it. 

A postal card or phone 
message will bring it 
Get in touch with us to- 
day. 





STANLEY & PATTERSON 


250 West St., New York, U. S. A. 





INCORPORATED 
GENERAL OFFICES AND FACTORY 


(3 BLOCKS ABOVE FRANKLIN ST.) 
CABLE ADDRESS: “ELECLIGHT:” NEW YORK 
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Packaged 


from your dealers. 


selling push buttons. 


DANBURY - 


LEB BRE EBEBEERERE ERE EERE RRR ERR EEE | 


The Danbury Electric Manufactu 


Easy To Merchandise! 


Danbury Push Buttons are packaged to sell. 
and white checker-board cartons are attention getters. They 
attract, promote investigation and make the sale, unaided. 


Danbury Push Buttons are of a one piece construction 
that makes mounting easier, that gives a pos‘tive contact 
action, simplicity and durability. There is ample space for 
wiring, and current carrying parts are insulated. 


Danbury Push Buttons are easily merchandised. They’re 
counter sales products for which there is a steady demand 


The blue 


See that all your contractors have a supply of these fast 


ring Co. 
CONNECTICUT 


(EBEBRB ERE RB ERE REE & 


BER EERE REE REET R Ree eee 


” 
} 
} 
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SIGNAL 


JUNIOR 


This is a fan jobbers and 
dealers can recommend with- 
out fear of any come backs. 


Signal Quality and originality 
of design throughout. Noth- 
skimped or 


ing has been 


cheapened. 


Everybody who has seen this 
fan has expressed their ad- 
miration and surprise. Its re- 
markable value is at oncé ap- 


parent. 


Minneapolis, 
Toronto, 


Cleveland, 
San Francisco, 


} Boston, Chicago, 
St. Louis, 








SIGNING SES 


Junior 





Send your order 


in today. 


The 


output is limited. 


Montreal, 
Philadelphia, 


New York, 
Los Angeles 


YOU’LL FIND OUR LOCAL ADDRESS IN YOUR TELEPHONE DIRECTORY 


Factory and General Offices 


1970 Broadway 
MENOMINEE, MICH. 


Pittsburgh 


























The “side line” assistance give: 
by the employes of the central sta 
tion is a big factor. One centro 
station operating in about 50 towns 
has already sold through employe: 
alone some 300 units. As a rule this 
phase of the work is_ instituted 
through a letter from the general 
manager to every employe to buy « 
unit at cost and install it 
home. Then a quota of five units is 
assigned to each employe for th: 
he is to receive the 
regular commission. In addition to 
this the first employe to reach his 
quota may be given some electrical 
appliance as a prize, with cash prizes 
ranging as high as $25 for certain 
the limit of the 


in his 


sale of which 


fixed sales above 
quota. 

Municipally operated plants have 
not been so keen for the Kitchen 
Lighting Movement as have the pri- 
vately operated companies. Some 
success has been reached 
towns, however, by fostering an am- 
bition that most of them have for an 
electrically operated siren for fire 
alarm purposes. In most 
where there is municipal operation 
there is very little money left over 
for the community to spend on such 
things. In several instances we have 
been able to go to the Fire Depart- 
ment and secure the co-operation of 
the firemen in selling units, the com- 
missions earned being applied to the 
purchase of an electric siren. 

The effect upon our salesmen of 
the activity of our company in this 
work has been very gratifying. It 
has given them a wide latitude for 
the display of real creative salesman- 
ship. It has provided them with an 
opportunity to mingle with the cen- 
tral station executives and depart- 
ment heads on a basis not possible 
before, for they are now helping to 
build business for the central sta- 
tions. In one instance the order for 
kitchen lighting equipment for the 
campaign was the first one secured 
from that company in eight years of 
effort, which shows conclusively the 
value of the campaign as an entering 
wedge. 


in these 


pl aces 


* * x 


Reynolds Moves New York 
Office 
The New York office of the 
Reynolds Electric Co., located at 120 
West Thirty-second street, is being 
moved to 129 West Thirty-first street. 
This office is in charge of C. W. Ellis. 
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HE MUSIC MASTER Radio Reproducer 

is equipped with a wood amplifying bell. 

Wood is the one material that makes possible 
the perfect reception of radio. 


utah 
<— 
SSS 
—) 


> 


Its tone quality is clear, yet full and resonant, a life- 
like re-creation of the original. 

Music Master is also beautifully constructed and 
artistic in every detail. 

Through national advertising these facts are now 
well known to dealers and to the public. There is 
an unprecedented and ever increasing demand for 
Music Master. 


Make Music Master your leader. It is the fastest selling 
item in radio. 


MUSIC MASTER CORPORATION 


formerly General Radio Corporation 
Makers and Distributors of High-Grade Radio Apparatus 
Walter L. Eckhardt, President 
S. W. cor. 10th and Cherry Sts., Philadelphia 
Chicago 


Pittsburgh 





IO REPRODUCER 
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14-inch Model for the Home $30. 


21-inch Model for Concerts 
and Dancing 


$35. 


Comes complete, 
ready to attach in 
place of headphones. 
No batteries re- 
quired. No adjust- 
ments. 
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THE SE-AR-DE BROADCASTER 








Edited by “SE-AR-DE” himself 


JOBBER SALESMEN! 








Here Are 


Two New SE-AR-DE Products That 
Will Build Sales for You and Your 


Dealers. 








Display Carton 


The radio frequency Air Coil Transformer 
was designed to be used in most any type 
of tuned radio frequency. They are mounted 
on our No. 111, 11 plate variable condenser 
(.00025MF Cap.). 

These units, when properly assembled, will 
prove very efficient and cover a wave length 
of 230 to 580 meters. 

The compensating condenser furnished 
was designed particularly for use with coils 
and the capacity can be thrown to either 
side of the circuit as desired. 

These units make ideal tuning elements 
for several of the “dyne” type of sets. 

Three of these units and two neutralizing 
condensers are packed in a substantial dis- 
play box. 





Audio Frequency Transformer 





It is a very easy matter to build some- 
thing that looks like a transformer, but it 
takes brains and experience to build one like 
our No. 182. 

Large? Yes, but if you could only hear 
it work you would forget the size. 

We have produced a transformer which 
is about 30% louder than some well known 
makes, and talk about an amplification 
curve, well just ask us for a copy and you 
will find it belies its name. 

The transformer is 4 to 1 ratio and is built 
in first-class shape. 

Salesmen, place one each of these trans- 
formers in your sample case and show to 
your dealers on your next trip. They will 
make sales for you with your hard prospects. 





R. MITCHELL CO. 


255 Atlantic Ave. 


Boston, Mass. 


For 47 years Manufacturers of Scientific and other equipment 
Look for trade mark on every piece 
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The only externally 
adjusted commercial 
hanger made. 


















lighting fixtures. Talk quick, easy 

focusing—talk scientific light dis- 
tribution, and you'll sell more in a week 
than you sold in a month before. 


Hundreds of Moe-Bridges dealers are 
selling efficient lighting by selling Foca- 


Sie efficient lighting—not just 





MOE:BRIDGES COMPANY 


MILWAUKEE, : 


> NEW YORK edhe 


oo 
. i ee. 
Tad 
PP eecevovccsecooceseese® 


aS © y 
Efficient lighting 


Note the ease 

of accessibility 
and wide range 
of adjustment. 


lite. And their sales have forced us to 
increase our floor space for Focalite 
nearly 5 times. 


Focalite permits perfect light distribu- 
tion. By easy, accurate, external ad- 
justment. Nothing to it outside of turn- 
ing ascrew. And each one comes in 
a neat, individual carton—safely packed 
and easy to handle. 


Focalite really should sell at somewhat 
higher prices. For it offers a greater 
value. But to get good distribution 
and volume quickly we are giving you 
the advantage of prices actually below 
the market. 


You will never have a better sales building 
opportunity than this. The time is ripe. 
Send in Your order NOW. 





ott POP eseweeees, 
“secccccseonse esse ti teees, | 
* eee. 
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Proper mixing of the ingredients used 
in ACE and VICTOR Dry Cells pro- 
motes uniform corrosion of the can 
and gives the maximum energy for a 
greater length of time. 


Les | 


> nig eg "4 5 
. “4 ‘ 4 ‘ 


: Wet ae. 


ACE Dry Cells 
ACE Hot Spark Batteries 
ACE Flashlights and Flashlight Batteries 
ACE Radio Batteries. ACE Carbon Brushes 
ACE Welding Carbons. VICTOR Telephone Cella 
DICKEY Projector Carbons 
Complete line of Carbon Specialties of the 
highest quality 
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Hardluck Sam 
(Continued from Page 22) 
out laughing. “Well,” says Mac, “This 
is too rich too keep so I'll let Sam in 
Mr. Jinks 
playmate happens to be Mrs. Mc- 
Then the like to 
died, but I could have cut her throat 
with the dullest blade on my knife. 
I felt like they hung me but the rope 


on it. your luncheon 


Gonigal.” blonde 


broke. 


And then! And then! Oh, Philip, 
what came next! Mac slaps me on 
the back and says, “Cheer up, Sam, 
here comes my girl and you can have 
her, I didn’t want her anyhow—she’s 
married.” 
what his pick looked like and I’m 


I turned around to see 
a dirty bootlegging son-of-an-onion- 
hope-to-die, Phil, if it wasn’t Alice! 

No, I didn’t get any order, because 
Alice gooed around Mac so much at 
the ball game that Mrs. McGonigal 
couldn’t see the last half of the joke 
and that was the end of a beautiful 
acquaintance and if I ever date a 
saleslady again, much less a blonde, 
I hope she has six husbands and all 
jealous. 

Yours for male employes only, 


Sam. 

















The Revere Electric Co., of Chicago, | 
announces the acquisition of a new sales- | 
nan, H. A. Cohrs, formery with the J. L. | 
Burgard Electric Co. Mr. Cohrs will | 
vork the Loop District. 
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Showing ease 
of removing 
Reflector from 
Two-Piece 
ABolite by sim- 


ply compress- 
ing Spring in 
Neck. 


5 Big Reasons for 
Handling Abolites 


( Porcelain-Enameled Steel Reflectors) 
BOLITES—accurately made, strong and efficient— 
make your customers’ lighting jobs the success they 
planned them to be. 





For you, Abolites mean sales volume and quick profitable 
turnover. 


1—Correct Design. 


The form of the reflector is scientifically correct for the 
right light distribution. 


2—Accurately Made. 


Formed in powerful presses between dies of perfect ac- 
curacy—a process far superior to the usual method of 
“spinning.” 


3—Detachable Reflectors. 


With Abolite detachable reflectors, the contractor can get 
the installation passed by the inspector promptly, and the 
required Reflectors can be attached later. 


4—Low Stock Investment. 


Interchangeable Abolite Reflectors and Holders permit 
quick service on rush orders, and they cut out the “dead 
stock” problem. 


5—Made for Service and Satisfaction. 


Abolites are made and enameled throughout in our own 
plant. Made from extra thick special sheet steel. No 
rivets or rolled seams to work loose or harbor moisture. 
Abolites mean sales with a “punch” and with no “kicks.” 


AB DIVISION 


THE NATIONAL SCREW & MFG. CO. 
2440 East 75th Street 
CLEVELAND, OHIO 
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MANUFACTURERS 




















New Men For Square D in 
Chicago 

The Square D Co., Detroit, an- 

nounces the addition of three men to 

its sales organization at the Chicago 

office. They are C. W. Bates, C. J. 

Duffy and J. R. Swihart. 


* * * 


Write and get the “Betts 
Gazette” 

A manufacturer’s publication of a 
somewhat different style and full of 
beauty (!), is the “Betts Gazette,” to 
be issued monthly by Betts & Betts, 
New York, N. Y. It is for circula- 
tion among jobbers, salesmen and con- 
tractors and anyone can get on the 
mailing list free by sending his name 
and address. A real kick is guar- 
Nuf Sed. 


* * * 


Bull Dog Adds New Factory 

The Mutual Electric & Machine 
Co., Detroit, Mich., is well 
settled in its new plant which was 
added to the others in March. The 
company found the two old buildings, 
which were acquired in 1915 and 1918 
respectively, inadequate, the 
imposing addition illustrated in the ac- 
The entire plant 


anteed. 


now 


hence 


companying photo. 
which was occupied in March, covers 
eight acres of ground, four of which 
are taken up by the factory buildings. 
The company now enjoys twice the 
amount of floor space formerly avail 
able with the added advantage of hav 
ing all the offices under one roof. 











Finding “Sound Mates” 


The manufacture of reliable radio 
headsets is marked by test after test, 
and the greatest possible accuracy 
must guide each succeeding operation 
from the time the receiver cup is fash- 
ioned until the completed headset is 
finally passed for shipment. Minute 
currents of the order of one-millionth 
of an ampere will make audible sounds 
ii a really sensitive headset, and the 
fact that it is possible to hear them 
seems almost incredible. To produce 
an instrument capable of this indicates 
the supreme care necessary in manu- 
facture. 

The 
tests during the course of its manu 
facture, and one of the most impor- 
This 


receivers of 


Brandes headset receives 22 


tant of these is tone matching. 
is the selection of two 
the same characteristics for each head- 
set. 
headset it is necessary that the re- 
‘sound mates,” that 


To secure good results from a 
ceivers should be ‘ 
is, they should have the same proper- 
ties and should be capable of the same 
performance. Although the receivers 
are made under the same conditions 
and the corresponding parts are the 
same size, each receiver has accoustic 
properties peculiar to itself which, al- 
though they vary within extremely 
narrow limits, make it necessary to 
match together two receivers of the 
This 
maximum sensitivity and clarity of 
tone, which permits clear and distinct 


same characteristics. insures 








General View of New Factory of the Mutual Electric & Machine Co., Which 
Was Occupied in March. 











reception of extremely weak signals. 
To eliminate entirely the human 





C. E. Brigham, Chief Research Engineer, 
Using Test Set. 

equation in matching the tone of the 
receivers, the Brandes company has 
installed a battery of ingenious super- 
sensitive instruments to do this. 
These are so arranged that the re- 
ceivers are tested both for volume and 
sensitivity, a needle on the dial giving 
the readings, and in addition indicates 
any grounds that may be present. The 
receiver is made to produce a note 
the same as that produced by a re 
ceiving set, and this note is picked up 
and recorded visually by a needle over 
the dial. The readings must be within 
certain limits, and those receivers 
showing the same characteristics ar« 
placed in a box with others which 
registered similarly, later to be placed 
in pairs in headsets. 

The illustration shows C. E. Brig- 
ham, chief research engineer of the 
Brandes company, using the visual 
test machine. 

* * * 
Buckeye Opens New York 
Branch 

The Buckeye Electric Division of 
the National Lamp Works of the 
General Electric Co., has opened a 
branch office at 4838 Grand Central 
Terminal building, New York, N. Y. 
Although this new branch office was 
only opened February 1, 1924, it is 
already handling a very large volume 
of Mazda lamp business. C. S. Bucher 
is in charge of this branch. 
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Charles C. Henry Joins Sonora 
Staff 

The Sonora Phonograph Co., Inc., 
New York, announces the engagement 
of Charles C. Henry, radio engineer, 
formerly with the Federal Telephone 
& Telegraph Co., Inc. For the Fed- 
eral company he was 
New England sales manager at Bos- 
ton, eastern sales manager at New 


successively 


York and assistant general manager 
with headquarters at Buffalo. A 
graduate of the Massachusetts Insti- 
tute of Technology, he joined the 
Navy in 1917, serving two years at 
the Harvard Naval School. His prin- 
cipal duties with Sonora will be to 
advise and work with distributors or: 
all their problems. He will also super- 
vise tests and inspection at the fac- 


tory. 
Sebulske Now Controls Sunny 
Line 


A report just issued from the De- 
troit factory of the Sunny Line Appli- 
ances, Inc., states that a controlling 
interest has passed into the hands of 
I’. C. Sebulske, president. Starting 
in business about three years ago as 
of the 
electric washer, a production of nearly 
10,000 was attained in the first year 
Produc- 


tion was practically doubled during 


manufacturers Sunnysuds 


of the company’s existence. 


the second year, and the third year 
showed a still further substantial in- 
crease. 


Alphaduct Incorporates 

The Alphaduct Co., of Jersey City, 
has incorporated, under the name of 
the Alphaduct Co., the business for- 
merly conducted as a co-partnership 
under the The officers 
of the company are: Russell 
Dart, president; Courtney Hyde, sec- 
T. Monell, treasurer. 


Same name. 


new 


retary, and J. 


The 





business will be carried on as 
before, all assets, liabilities and con- 
tracts being assumed by the new cor- 


poration. 


| 
* | 
The Magnavox Co. Takes | 
Larger New York Office | 

On May 1, 1924, the New York | 
office of The Magnavox Co., Oakland, 
Calif., will be located at 350 West 
Thirty-first street. These and 
much larger quarters will enable the 


* * 


new 


company to render its customers more 
efficient service, and a cordial welcome 
all 
wholesalers while in New York to visit 
W. R. Davis, sales 


manager, will be in charge. 


i: extended radio dealers and 


the new offices. 


* * * 


Reaches Peak Production 

The Brenner-Moxley-Mervis Co. a 
subsidiary of the American Insulated 
Wire & Cable Co. of Chicago, in April 


reached one of its “peaks” in the pro- 


While 
to capacity, the company is 


duction of bare copper wire. 
up 


making 


not 
excellent progress in produc- 


tion. 














This is the jumping off place 


a mile straight down to the Colorado River. 


The 


picture was taken March 26, 1924, at Maricopa Point, a mile and a half west of El 
fovar. The Grand Canyon is 10 miles wide at this point. The two daring couples so 
careless of life and limb are Walter C. Beckjord, of the American Light & Traction 
Co., New York, with Mrs. Beckjord (on the left) and Norman B. Hickox, of Curtis 


Lighting, Inc., with Mrs. Hickox, on the right. 














AND 


“AMERICAN 
BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 


Consistent Quality 
Constant Sales 


Quality in all our wires and cables 
is a pleasant and profitable obliga- 
tion we have always assumed. 


American Brand Weatherproof 
and Bare Copper Wires and Cable 
and A-| Magnet Wire possess a 
high standard of quality—a quality 
that is consistently high in every 
foot. 

Talk American Brand and A-| to 
your trade. Ask for a sample to 


show on every call. 


American Insulated 


Wire & Cable Co. 


CHICAGO 


















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES: 
HAS NO EQUAL 
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New Electrical Products, Illustrated 














A new enclosed dust proof kitchen 
lighting fixture, designated as type 
X. C. K. has now been added to 
the already well known line of the 
Mitchell Vance Co., Inc., 503 West 
24th street, New York City. This 
new unit embodies all of the desir- 
able features which a careful study 
of the requirements of the industry 
has shown to be essential. ‘The unit 
was designed for the use of 150 
watt lamps to provide adequate 
illumination for even large- kitchens 
though in small rooms it has an 
excellent efficiency when _ lighted 
with 100 watts. It is supplied 
either with or without a self con- 
tained pull chain switch, as re- 
quired. 








‘The Simplex Electric Heating Co., 
85 Sidney street, Cambridge, Mass., 
has brought out a new electric iron. 
The well known Simplex nichrome, 
enclosed coil heating element is 
used. One of the features of this 
iron is the new Simplex unbreak- 
able all-steel plug. It is claimed 
that this plug cannot chip, crack, 
crumble or break. A Bakelite ball 
grip on the anti-kink spring pro- 
vides a convenient means of con- 
necting and disconnecting the iron. 
Another interesting feature claimed 
for the ball grip is that it, in com- 
bination with the spring which con- 
nects it to the plug, assures a quick 
break of the circuit when detach- 
ing the iron. This eliminates ex- 
cessive arcing and prolongs the life 
of the contacts of the iron. The 
makers state that the new air-cooled 
stand cannot scorch the sheerest 
garment and that the air-cooled 
terminal guards keep the plug and 
contacts cool. 


The “Metro” electric 
soldering iron is designed 
and constructed upon prin- 
ciples scientfically and elec- 
trically correct, and made 
especially for radio, the 
home and light commercial 
work. The heat element is 
of Nichrome which prevents overheating and assures the desired even tem- 
perature when used on electrical circuits of proper voltage, 110 to 120 A. C. or 
D. C. Its casing is insulated with India ruby mica. The special six foot asbestos 
covered heating cord is provided with standard 2-piece detachable plug, and 
the copper tips can be replaced if worn out. The “Metro” iron is constructed 
of the best material and workmanship and is guaranteed to perform satisfac- 
torily when properly used on 110 to 120 volt, A. C. or D. C. circuits. Any part 
developing a defect within one year will be repaired free of charge by the 
manufacturer, Metro Electrical Co., Inc., 67 Goble street, Newark, N. J. 














The Woodrow Mfg. Co., Newton, Iowa, announces several new features of 
convenience recently added to its line of Woodrow tilting tub washers, among 
them being the “Saf-T-FEED” which makes the wringer perfectly safe and 
prevents clothing from winding around the rolls. The use of this attachment 
permits the operator to stand erect, making the operation easy and more rapid, 
and eliminates the necessity of even putting the hands in the water. 








In designing the “Reg- 
ular” soldering iron’ the 
manufacturer bases his 
specifications upon the three 
principles essential to proper 
build and functioning. The 
element is wound from 
Nichrome wire according to 
patented process and is guaranteed for one year if used on circuit of not more 
than 120 volts. The joints to leads are silver soldered. The entire length of 
element is wound upon a mica covered steel tube in one layer, inserted into a 
mica insulating tube and covered overall with a heat retaining asbestos blanket. 
This method of element construction insures the most rapid transmission of 
heat from elements to copper tip, as well as prevents the radiating of heat 
out of tube cover. The iron is ready for use seven minutes after application 
of current and will flow solder four minutes after current is turned off. The 
element is insulated from metal by mica tubings and pure asbestos. The leads 
are insulated by heavy asbestos tubing. The cord used to connect iron to circuit 
is the best double rubber insulated type obtainable. The National Specialties 
Co., Ft. Wayne, Ind., is the manufacturer. 
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New Electrical Products, Illustrated 








A new switch piate that is en- 
tirely in keeping with the fixtures 
and interiors of the present day has 
recently been placed on the market 
by the Switch Plate Corporation, 
Norfolk, Va. It is made of heavy 
beveled plate glass which has been 
mirrored on the back. This switch 
plate is made only for tumbler or 
toggle switches as this type is being 
used extensively in high class in- 
stallations. These plates harmonize 
with all colors and kinds of wall 
materials and add a_ permanent 
touch of distinction. 


of wood. 











FOR SOO WATTS CUT FT 
FOR GOOWATTS CUT FT 
Se 





The Rodale Mfg. Co., 265 West 
York City, an- 
nounces a new addition to its line 


Broadway, New 


of nichrome repair wire; namely, 
three different types which give a 
complete assortment for practically 
any type of repair to heating ele- 
ments. For light work such as 
toasters grade No. 1 may be used; 
for the radiant type of heaters use 
grade No. 2 and for heavy electrical 
ranges grade No. 3 is the _ best. 
These are wound in coils and come 
in spools of 12 ft. each. 








The Aladdin Mfg. Co., 
Muncie, Ind., has placed on 
the market a new bridge 
lamp which can be had in 
assorted finishes and colors. 
The shade is 15-in. in diam- 
eter, is lined with rose and 
made up with 6 in. fringe. 
The lamp stands 60 in. high 
and is made with pull chain 
socket and two piece plugs. 
It is made of metal instead 











Every household using electricity 
has need for this safe, permanent, 
neat fitting which may be attached 
to any s‘de-wall light fixture. Elec- 
trical appliances can be attached to 
it without having to remove and un- 
screw bulbs. It» will fit any stand- 
ard plug-cap with which your 
electrical” appliance may be fitted, 
and is being offered by the Ameri- 
can Wiremold Co., Hartford, Conn. 





“ACAOO(N™ 


THE WONDERFUL LAMP 











[Boho 
THE 


WONDERFUL LAMP 








“ALADOLN” 


THE WONDERFUL LAMP 








cy 








The “pony” type 
single receptacle de- 
veloped by the Beaver 
Machine & Tool Co., 
Inc. of Newark, N. J., 
is of the side wiring 
type and is made -up 
with a _ full length 
block of insulation 





which prevents the 
metal strap from 
bending. Other ad- 


vantages claimed are: shallowness 

only 3 inches from box face to 
rear insulation; polarized slots ac- 
commodating tandem and parallel 
blades, and large binding screws in 
well threaded holes that do not 
drop out. 








The No. 512 double plate offered by the Even Heat Electric Co., 2429 Canton 
avenue, Detroit, Mich., is 18 by 914 in., 5 in. high and is finished in highly polished 
nickel. The two 6-in. high grade units, 660-watts each, are wired with Chromel, 
a nickel chromium wire. The plate comes in a 3-piece corrugated box ready for 
re-shipment. 
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820 ORLEANS STREET, 


Silver and Blue Fast 





EFFICIENT ILLUMINATION 


CORRECT DESIGNS 





4105 


Jobbers have the edge because we enable 
them to give instantaneous Service. 


DALLAS BRASS 


AND 


Sellers — 
Silver and Black 
_ That’s the 
wedge. 





COPPER CO. 
CHICAGO 
















Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 30. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 












Stansbury Represents Killark 
In New Orleans 


Marcel Desloge announces that H. 


iW. Stansbury & Co., Inc., New Or- 
| leans, will represent the Killark Elec- 


tric Manufacturing Co., St. Louis, on 
its line of conduit fittings, bell-ring- 
ing transformers and fuses, in the 


| states of Louisiana, Mississippi and 


| Alabama. 


H. W. Stansbury has been 
for many years prominently identified 
with the electrical business in the 
south. 

* * x% 


American Insulator Co. Opens 
Chicago Office 


Announcement comes from the main 
ciice that the American Insulator Co., 
of New Freedom, Pa., and Danbury, 
Conn., manufacturers of “Cold Mold- 
ed” insulation for wiring devices and 


| radic parts, has opened an office in the 


| city of Chicago. 
South Peoria street. W. 


It is located at 213 
R. McCoy, 
formerly with the Arrow Electric Co., 
is in charge. 

* * * 
New Manager For Diamond H 

The Hart Manufacturing Co., 

Hartford, Conn., announces the ap- 
pointment of J. W. C. Price as dis- 
trict manager of its New York office, 
located at 50 Church street. 

* * * 


Century Moves Chicago Office 

On April 16 the Chicago office of 
the Century Electric Co., St. Louis 
was moved to Rooms 1931-33, Burn. 
ham building, 160 N. La Salle street. 














A. M. Joralemon, for the past 14 years 
with the National Carbon Co. in executive 
capacities is the newly anpointed sales 
manager of the Crosley Radio Corp, Cin- 
cinnati, Ohio. 
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The Strong Chain of— 


DURABILT 
uscor> =» PRODUCTS 


DURADUCT 








Made at PAWTUCKET, R. I., by THE TUBULAR WOVEN FABRIC COMPANY 
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Every 


Retail Store is 
a Good Prospect 


Flood-O-Lite, Jr. 


pe eTAIL stores depend largely 
upon their window displays 
for a big volume of their yearly 
sales. 


Flood-O-Lite Jr.—the perfect 
Spot-Flood Light—is increasing 
this volume for many stores and 
as a result is in big demand. 


Every retail store is a good pros- 
pect for Flood-O-Lite ‘Jr. and 
Color-Lites. You will sell them 
readily with assurance of com- 
plete and lasting satisfaction for 
your customers. 





Flood-O-Lite Jr. is advertised exten- 
sively to the trade in your territory. Our 
selling helps and merchandising plans 
will assist you to book orders for Flood- 
O-Lite Jr. regularly. We want to co- 
operate with you in every way. Why 
not sign and mail the attached coupon 
today. It will bring complete details. 


REFLECTOR & ILLUMINA- 
TING CO. 


575 W. Washington Bivd., 
Chicago. 


Mail This Coupon Today 


Reflector & Illuminating Co., 

575 W. Washington Bivd., Chicago. 
Send me selling p'ans, merchandising ideas, 
and other information that will help me to sell 
more Flood-O-Lite Jrs 


Name 


City . State 





—— 


Reorganization of Chicago Fuse | 


The Chicago Fuse Manufacturing 
Co. has announced a reorganization 
which includes the purchase by its 
president, W. W. Merrill, of the re- 
maining block of stock held by A. D. 
Dana of New York, N. Y., until re- 
cently chairman of the board, who has 
been inactive in the management of the 
company’s affairs for a number of 
years. The capital stock has been 
changed from 7,500 shares of $100.00 
par value to 60,000 shares of no par 
yalue. Thirty thousand sharés were 
offered to the public through John 
Burnham & Co. and Hitchcock Bard 
& Co. and all immediately,taken. A 
considerable portion of these 30,000 
shares was purchased by Mr. Merrill 
and his associates, including employes 
of the company throughout the general 
office, sales department and- factory. 
The active management of the com- 
pany will remain the same as” here- 
tofore. W. W. Merrill and his asso- 
ciates own the controlling stock of the 
corporation 
change in its policies of methed. 

In making this latest move, Mr. 
Merrill has taken the final step in-his 
advancement from a minor employe in 
1894, to president and controlling 
stockholder at the completion of his 30 
years of activities with the Chicago 
Fuse Manufacturing Co. 























The other officers of the company, 





W. W. Merrill. 


all of whom have spent practically 


all of their business lives in its em- 


dent and treasurer; Walter D. Dana, 
vice-president, and F. Trautmann, sec- 
retary. E,. J. Hamilton will continue 
as manager of sales. 


The company started in 1889 with 


a paid in capital of $25,000.00, and | 


is worth at the time 


$1,250,000.00. 


present over 


and there will be~ no 


—— 








CHICAGO 





“POWERLETS” 


CONDUIT FITTINGS 





Made in all types and sizes, 


neat in appearance, integral 
hubs, clean cut threads, per- 
fect alignment, and no break- 
age because all fittings subject 
to bending strains are made of 
malleable iron. 


Send for sample. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St. 
ILLINOIS 








PI 
STA 





| ploy, include Geo. C. Reid, vice-presi- | 












TTSRIID 


READ IPG 
ENAMELED CONDUIT 
AK 


Faster! 
UICKER sales, more of them— 


when you _ sell _ Pittsburgh 


Standard, the patented Thread Pro- 


tected Enam- 
eled Conduit. 






P The time 
@ saved _install- 
ing this clean 
thread _ eff- 
ciency conduit gives 
the contractor an 
extra profit—brings 
you extra sales. 


P. S. saves most, 
sells best. 


Enameled 


Metals Co. 


Pittsburgh, Pa. 
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Allen-Bradley Signs 
Hallenbeck 


M. H. Hallenbeck, formerly sales 
engineer in paper mill and rubber mill 
work for the Westinghouse Electric 
& Manufacturing Co., at Boston, has 
recently become district manager for 
the Allen-Bradley Co., of Milwaukee, 
Wis. His office located the 
Compton building. 

He was graduated in 1906 from 
Pratt Institute as electrical engineer 
and has spent a number of years with 
the Westinghouse organization at East 
Pittsburgh, New York, Texas, Buffalo 
and Boston. In 1919, he was assistant 
sales manager of the Electric Supply 
& Equipment Co. He is a member of 
the American Institute of Electrical 
With this background of 
training and experience, Mr. Hallen- 


is in 


Engineers. 


beck is thoroughly capable of looking 
after the interests of the Allen-Brad- 
ley Co. in the New England territory. 


* * * 


Office Becomes Lighting Dis- 
play Laboratory 

Every office offers a problem in 
lighting, C. B. Covert, assistant dis- 
trict engineer of the General Electric 
Co., Cleveland, believes. In the new 
General Electric offices in the Union 
Trust Co. building, Mr. Covert and 
his associates have set up more than 
30 systems. 

They are making the 40 rooms of 
the offices a practical display labora- 
tory to aid clients in their problems. 


In offices facing the court they are 
using the new daylight lamps. These 
eliminate glare and match the light 
from the windows. 

In executive offices and conference 
rooms they want a more subdued 
warmer light, so they use a clear lamp 
and a slightly tinted globe. 

* * * 

General Radio Gets Greeley 

H. T. Greeley has been appointed 
advertising manager of the General 
Radio Co., of Cambridge, Mass. Mr. 
Greeley was a member of the class of| 
1919, 
formerly on the advertising staff of| 


Dartmouth College, and was' 


the Winchester Repeating Arms Co.,| 
of New Haven, Conn. | 
The company has purchased 20,000| 


| 
feet of land adjacent to its present! 


factory and will start construction at} 





once on a four story concrete building. 
the 
building, 


unit will have 
the 


thus doubling the present facilities. 
* * # 


Michigan Stove Co. Makes | 


Electric Ranges 
Dexter Rollins, for a number of | 
associated with the 
industry, particularly in the field of 


This new same} 


capacity as present 


years electrical 
electric heating and cooking, has been | 
appointed sales manager of the elec- 
trie range division of the Michigan! 
Stove Co., Detroit, Mich. The | 
Michigan Stove Co. intends actively | 
to enter the electric range field with | 
the new Garland range, which in- 
corporates numerous features. 





MILLIONS WIL 





TALK 
witH 
MAX WELL 
TELEPHONE 
MARINE 


The sign board shown here is one of the largest and most attractive on the 


board walk at Atlantic City. 


“Tsolux” reflectors, made by the Wheeler Reflector 
Co., of Boston, are spaced evenly along this sign which is 27 ft. high by 100 ft. long. 








PPO OO OAL BO OODOO 
Do You Study Your Profit? 





Be a Specialist On 


Panelboards 


When you take the order for ma- 
terials on a wiring job, do you 
stop with wire, conduit, and other 
staples» Or do you make more 
money for yourself and your house 
by selling the panelboards too— 
at the same time? 


@ Panelboards give a _ wider 
profit-margin and pay higher com- 
mission than staple goods. Go- 
getter jobber’s salesmen are mak- 
ing far more money everywhere by 
learning to figure @ Panelboards 
and sell them along with the other 
materials for the job. 


You too can be a panelboard spe- 
cialist, and make this same in- 
creased profit, simply by studying 
@ Panelboards and concentrating 
on their sale. They are easy to 
learn about and easy to sell be- 
cause they have real selling points. 
To know them is to sell them. 


If you need information and 
want to be one of the _ real 
money-getting jobber’s salesmen, 
write to Mr. Zinsmeyer and he 
will be glad to answer your ques- 
tions and ‘help you in every way 
he can. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 





District Offices: 
Detroit, New York, Dallas, Minneapolis, 
Kansas City, Cincinnati, Indianapolis, 
New Orleans, Chicago, Denver, San 
Francisco, Los Angeles, Seattle, Phila- 
delphia, Pittsburgh. 





Triumph Type R is made of standardized units, under 
standardized manufacturing practice Immense econ- 
omies are effected in this way, fo the benefit of the con- 
sumer. The Triumph Panelboard is absolutely safe; can 
be placed anywhere in the house, and therefore at the 
logical center of distribution; is ready for wiring, and ts 


stocked complete in a package, for quick delivery. 


@ PD OD BOO GBOBGHOG®D 
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Shelton’s Popularity 
Produces Sales! 


other lines 
gaining 
rapidly in popu- 
larity and in 
tual volume 
as the Shelton 
Violet Ray. Doc 
beauty par- 
and many 
others are work 
ing for you and 
your dealers by 
recommending the 


Few 
are so 
ac- 


sales 








tors, 
lors 


violet ray. News 
papers are popu 
larizange it by 
telling of its 
beauty powers in 
their beauty col- 
umns 


There’s no ser\ 
icing expense on 
the Shelton. Shel 
tons are all of the 
most advanced 
types and possess 
the greatest num- 
ber of actual sales 
points that are de- 
manded by the 
discriminating 
buyer. All parts 
are of the highest 
grade materials. 


Our special job- 
ber proposition 
makes this the 
most profitable of 
all electrical spe- 
cialties. 


Get this propo- 
sition and our new 
catalog at once. 
There’s no obliga- 
tion and it will 
show you how to 
get these potential 
big profits. 





SHELTON 


ELECTRIC COMPANY 


NEW YORK CHICAGO 





An Expanding Window 
Display 

The Laundryette Manufacturing 
Co., believes in its dealers tying up| 
to its national advertising campaigns. | 
To this the company | 
mails the dealers each month an en-| 
larged proof of the current magazine, 
advertisement which may be posted in| 
the With this poster goes 
a suggestion for an attractive win- 


accomplish 


window. 


dow display, by an expert. The win-| 
dow is effective yet easy for a dealer 
to duplicate. The displays will go in 
a six foot window so that few dealers 
will find they have not enough space. 
On the 
larger windows can expand the dis- 


other hand dealers having 


plays at will. 
+ * * 
Long Now in Edison Appliance 
Cleveland Office 

J. W. Long is now local repre- 
sentative at Cleveland, Ohio, of the| 
Edison Electric Appliance Co., with 
cfices at 553 Leader-News building. 
Mr. Long, who has had 10 vears’ ex- 
perience in the manufacturing, job 
the 


K.dison business, comes to Cleveland 


bine and selling branches of 


from Pittsburgh, where he served in 


a similar capacity. 








T. C. Russell, president of the Russell | 
Electric Company of Chicago, has just| 


returned from a few weeks sojourn at} 
Palm Beach. He claims to have almost | 
made a hole in one. He says he needed | 
the rest to get himself in shape to handle | 
the biggest business volume in the history | 
of his company. Compared with 1923, the | 
demand for “Hold- Heet” appliances | 
doubled in January, tripled in February | 
and quadrupled in March. 








HEMINGRAY 
STANDARD 
INSULATORS - 


MMII = 8=—s 







* 


cr BY V 
Glass Insulators 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
and Uniformity. 












Correspondence 
Invited 











HEMINGRAY| 
GLASS CO. 


OFFICES FACTORY 
MUNCIE’ 
IND. 


COO 


p 
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BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 











Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1108 S. Wabash Ave. 
205 Peoples Gas Bldg. CHICAGO 
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Rome Wire to Move Stamford 
Plant 

The machinery of the Atlantic In- 
sulated Wire & Cable Co., is to be 
brought from Stamford, Conn., to 
Rome, N. Y. next summer and the 
business of the company is to be 
managed from Rome. The Rome Wire 
Co. purchased all of the Atlantic capi- 
tal stock in 1922 and since that time 
the plant has been operated under its 
former management. 

The death on January 21, 1924, of 
Edward Sawyer, president of the At- 
lantic organization led the officers of 
the Rome Wire Co., to the conclusion 
that they could operate the Atlantic 
factory to better advantage at Rome. 
The Rome Wire Co., sold the land and 
buildings of the Atlantic plant on 
March 5, 1924. The manufacture of 
the well known brands of Atlantic 
wire “Dolphin,” “Triton” and “Nep- 
tune’’ will be continued, the necessary 
additions to the Rome plant to be 
started at once. 

* * * 
Hoosick Falls Company Will 
Build 

The Hoosick Falls Radio Parts 
Manufacturing Co., Ine., Hoosick 
Falls, N. Y., has purchased a site on 
Railroad Avenue and will soon begin 
the erection of a modern one-story 
steel and brick factory building. The 
building will accommodate 200 em 
ployes. Anticipating further expan- 
sion the structure will be constructed 
so as to permit the addition of one 
or two more stories later. 

The plans of the new building are 
now in the hands of the engineers and 
the company expects to occupy the 
premises by the latter part of June. 
When safely settled here the company 
will be able to meet the increased 
demands of the trade which necessi- 
tated the new quarters. A complete 
line of radio parts will be manufac- 
tured, as well as electrical parts and 
devices. This concern has grown re- 
markably and has a bright future. 

* * 


Bussmann Moves Chicago 
Office 

C. L. Steber, district manager in 
Chicago for the Bussmann Manufac- 
turing Co., St. Louis, announces the 
removal of the Chicago office to 320 
South Franklin street, room 1006. 
Better facilities and more room to 
handle increasing business are found 


in the new location. 








The RECESS 


is in the bottom piece of Bull-Dog 
Split Knobs. 





This is one of the reasons why Bull- 
Dog Split Knobs are stronger and last 
longer. We put the projection on the 
top piece (which strengthens the knob 
at the point of greatest strain) and 
recess the bottom piece which is the 
larger of the two pieces. This is an 
exclusive feature with Bull-Dog Split 
Knobs. Remember this when order- 


ing standard porcelains. 












MACOMB, ILLINOIS 


ull Dos 


REGISTERED 


Assembled Split Knobs 














Anylite Products 


Merits Proven by Use 


Anylite Twin Plugs 


The fan season is harvest season. Sell an 
Anylite for every one. Satisfaction guaran- 


teed. 





Anylite Regulators 
Sell all the year round. 
Used all the year round. 





The lowest price is not always the best price. Price is always 
based on materials used, time consumed and skill of our work- 
men. 

Anylite Products sell at as low prices as quality of material and 
fine service will permit. They are made for those who consider 
quality above price. 


Anylite Electric Company 


Fort Wayne, Indiana 
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“AUTEX” Extension 
Reels 


TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “‘Autex”’ Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you should 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 
Underwriters. 





The following illustration shows an in- 
terior sectional view of the Jonas-Cadil- 
lac Service Station at Milwaukee, Wis., 
where over 100 ‘“‘Autex” Reels have given 
over two years satisfactory service. 


SO eee. | me te a ar, 


| ie spol aa i, 








THE CINCINNATI SPECIALTY MFG. CO., Inc 
Manufacturers 


1915-17 Powers St. CINCINNATI, OHIO 








For Sale— 


Electrical 
Contracting Business 


Fixtures | 
Appliances 
and 


Radio Supplies 


For Particulars Write to 


A. E. SCHILLING 
108 Elm St. Kalamazoo, Mich. 











YAGER’S 


Soldering 
Salts — 





Paste 


Make good because made good. 
Have no regrets. Insist. Write us 
for particulars. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 1923 Blue 
Beok. 
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Benjamin at the N. E. L. A. 
Exhibit 
The Benjamin Electric Mfg. Co. is 
going to be represented at the 192+ 
oe ee ae at Atlantic 
City, from May 19 to 23, with an ex- 


convention 


hibit showing the progress of indus- 
trial illumination up to and including 
1924. 

The methods of manufacturing, in- 
specting and packing the high quality 
of labeled reflectors as marketed by 
Benjamin will be demonstrated. 

Other Benjamin products will be 
exhibited, together with explanations 
as to how they are marketed and why 
these methods of marketing are of 
interest and profitable to central sta- 


tion commercial departments. The 
company will be represented in the 
Class “D” division by B. G. Kodj- 


Class “E”’ 
by P. A. Powers, R. S. Iremonger and 
W. G. Church. 

The company is increasing its out- 
by the addition of a 
number of junior salesmen in the larg- 
er districts, under the 
direct supervision of the district man- 
anager. 


banoff and in the division 


side sales force 


who will be 


These junior salesmen will 
augment the of the 
thereby assisting 
Benjamin in maintaining a more inti- 


activities main 


sales organization, 
mate contact and relationship with the 
trade. 

As a result of this policy, H. H. 
Hauge can be found working in the 
state of Wisconsin. A. Reiter is 
at the present time covering the state 
of Illinois, outside of Cook County. 
M. S. Knox will shortly be found 
among’ the down in Ohio. Mr. 
Carlson is at present conferring with 
in the Middle West. 


* * * 


trade 


the trade 


Fulwiler Represents Manu- 


facturers 
J. T. Fulwiler, formerly southern 
district representative for the General 
Porcelain Co., has recently opened 
sales offices in Atlanta, Ga., as manu- 
agent, representing the 
General Porcelain Co., Parkersburg, 
W. Va.; J. H. Parker & Son, Inc., 
Parkersburg, W. Va.; Southern Elec- 
trical Equipment Co., Charlotte, 
N. C., and Saylor Electric & Mfg. 
Co., Wheeling, W. Va. The territory 
covered comprises the states of North 
and South Carolina, Tennessee, 
Georgia, Florida, Alabama, Missis- 
sippi and Louisiana. Offices are at 
907 Atlanta Trust Co. building, At- 
lanta, Ga. 


facturers’ 








“Central Black” 
“Central White” 


Rigid Steel 
CONDUIT 


“Central” 
Conduit 


may be bent 
and __ kinked 
like this with- 
out flatten- 
jng, buckling, cracking or flaking 
The ductility and finish are exclu- 
sively ‘“‘Central.’’ “‘Central Black’ 
s enameled; ‘Central White’’ is 
galvanized. 


Central Tube Co. 


PITTSBURGH, PA. 











Ne 


ff ra The Talk 
os 


RUNDY/ of the 
Radio World 









“The Crustal With a Soul” 


DE-TEX-IT 


Complete, $1.25 
A Perfect Fixed Detector 
Best for Reflex and Crystal Sets 
POWER—TONE—VOLUME 
Catwhisker troubles eliminated. Requires 


no adjustment. Will not burn out. 
Celerundum Crystal, 50c 
Fully Guaranteed. Write Us. 
Celerundum Radio Products Co. 
170 Summer Street BOSTON, MASS. 














GENERAL 
PORCELAIN CO. 


en6 hd 


Parkersburg G. P. DCO W. Virginia 


Dar ort 






Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 
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3 
Tungsten Lamps 
GUARANTEED FOR 
LIFE and EFFICIENCY 
LET US QUOTE 
YOU 
TYPE B 


10 te 100 Watts Quick Deliveries 


SALEM LAMP CO. 
SALEM MASS. 




















Electrical Testing Laboratories 
80th Street and East End Avenue 
New York City 


is equipped to render a 
test service on practically 
any electrical device made 
and in almost any quan- 
tity to jobber, manufac- 
turer, central station and 
dealer alike. 


KNOW— BY TEST 


Torn 


AIR - BLAST | 














A dealer merchandis- 
ing plan 
punch—built around 
that big Peerless fan 
feature, the air-blast 


blade. 


Write us for details. 


THE PEERLESS 
ELECTRIC CO. 


Warren, Ohio 











WALGER 


SENN CTORS 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 









No solder, no 
blow torch 
necessary 


Makes _ every 


connection 
100% perfect. 


S. H. STOVER & CO. 
PITTSBURGH, PA. 
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with a | 


Mid-West Reports Successful 
Year 

The Mid-West Metal Products Co., 
of Ind., 
Clay Prosser, sales manager, a large 
increase in 1923 1922. Cver 
100,000 sets of Kruse switch box sup- 
porting strips and lath holders were 
sold monthly in 19238, 
pected to be surpassed in 1924, due 


Muncie, reports, through 


over 


and this 1s ex- 


to the splendid co-operation of the 
300 jobbers now selling this product. 


Increased advertising, both pubiica- 
tion and direct, is part of the plan 
for 1924. 


* 


Multi-Electrical Moves New 
York Office 
Multi, Electrical Mfg. Co., of 
has moved its New York 
office 155 W. 21st street to 145 
W. 22nd street. Here it will carry 
a substantial stock of conduit fittings 
York 


who has 


* * 


The 
Chicago, 
from 


and wiring devices in the New 
A. C. Walton, 
been connected with the company for 
New 


stockroom. 


| several years, is in charge of the 


York office. 


* * * 


Latest Trade Literature 
The Frank Adam Electric Co., S 
| Louis 32 1924 panel 
cabinets; Bulletin 
safety type 
Bulletin 





Catalog on 


and _ steel 
P 


boards and cabinets; 


| boards 


29 Type panel 


on 


27 on 





| ‘New Triumph” 
Bulletin 30 fan 


| hanger outlets and floor boxes; 


| panel boards; on 


25 on knife switches and accessories 
S. R. Fralick & Co., Chicago 


Kwikon ‘“‘No-Bolt”’ 


| letin on 
| studs. 
* 
Robbins & Myers Co., 
| Ohio.—A new 
itive booklet 
| Catalog No. 


| scribing a full line of a.c. 


¥* 


* 
and attrac 
24 
has been issued, de- 


unusually 
of known 


1222 


ams 


pages as 
and d.c. os 


| cillating, non-oscillating, ceiling and 
| ventilating fans. 

x . 
D Co., Detroit.—A 
|unique die-cut envelope stuffer in the 


* 


| Square very 


Catalog 


Bul- 


fixture 





os 


residence safety type | 


Springfield, | 


|form of an exact reproduction of a | 





safety switch, folded twice. The 
front represents the cover of the 
| switch and when lifted shows the | 
| mechanism. 

es 


New York, N. Y.—New Catalog No. 
29 
— equipment, toy transformers, 


describing radio, 


| 

| J. H. Bunnell & Co., 32 Park Place, 
|2 

ir 


te 
ete. Over 200 pages. 


annunciators, 


| 














of 
on 
every job of sodering 
gives your customer that 
satisfaction he so desires 
It's just that certainty 
of performance that 
made ALLEN SODER- 
ING FLUXES the 
Government standard 


performance 


A XY 
SURE PROFIT 


The sure 
ALLEN FLUXES 








J 
_— 





Superior 


antee the 
of ALLEN 
times 





~ 


QUALITY 


materials 
scientific blending guar- 
maintenance 
quality at 


You can get 


sodering flux than 
ALLEN 

We will be glad to sub- 
mit free samples and 
prices for your approval 


XM 


and 


all 


no better 





‘a 





(ma 


© | bes SINC. @ 
SODERING SUPPLIES ; 
° eUULSISLs iN wWY HIN] ° 
4586 N. Lincoln St., Chicago, Ill. 

















BRUNT 


HIGHEST 
QUALITY 





Mensfactured ender 
license from the 
Porcelain Appliance 
Corp. 





PORCELAIN 





Patented 
Feb. 3, 
1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 


Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN C0., 


COLUMBUS, OHIO 


| | 
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Dongan Electric Manufacturing eo) 


BELL RINGING & RADIO TRANSFORMERS 
Detroit. Mich. 





















PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 




























Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 


Successors To 


The Efficiency Electric Co. 






















Wrigley Toggle Bolts 


“Wrigley 
For Quality” 






= 

= =e Made eS ies 

om —] gauge steel. 

4 =o 

tu Ow Can be put through 

a4 oo a smaller holes than 

8 zo the ordinary toggle 

o - bolt. 

So 

= First toggle bolt 
made. 


THE THOMAS WRIGLEY CoO. 
504 Sherman St., Chicago, III. 

















large folder called “How To Have} 
Profitable showing the 
four artcraft displays for dealers. 


Windows,” 


* * * 

Henry D. Sears, Boston, Mass.—| 
An attractive wall poster in colors fea- 
turing Can-del-ite, with especial refer- 


ence to making new fixtures out of old. 
* * * 

Apex Electrical Distributing Co., 
Cleveland, O.—A _ broadside of five 
pieces called “Rotarex Electric Kook- 
Rite Merchandising Plan.” 

* * 


S. Robert Schwartz & Bru., New 


York—Booklet entitled “Lamps for 
the office.” 
* * #® 
The Century Electric Co., St. 


Louis—Bulletin 36 on desk, ceiling 
and ventilating fans. 





Statement of the Ownership, Management, 
Circulation, Ete., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly 
at Chicago, Ill., for April 1, 1924. 

State of Illinois, 
County of Cook, ss. 

Before me, a notary public in and for the 
State and County aforesaid, personally ap- 
peared Frank A. Merkel, who, having been 
duly sworn according to law, deposes and 
says that he is the secretary of the Electrical 
Trade Publishing Co., publishers of The 
Jobber’s Salesman, and that the following is, 
to the best of his knowledge and belief, a 
true statement of the ownership, management 
(and if a daily paper, the circulation), etc., 
of the aforesaid publication for the date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on 
the reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness manager are: Publisher, Electrical 
Trade Publishing Co., 53 W. Jackson Blivd., 
Chicago, Ill.; editor, Howard Ehrlich, 53 W. 
Jackson Blvd., Chicago, Ill.; managing editor, 
Henry W. Young, 53 W. Jackson Blvd., Chi- 
cago, Ill.;: business manager, R. Flavin, 
’. Jackson Blvd., Chicago, Ill. 

2 That the owners are: (Give names and 
addresses of individual owners, or, if a cor- 
poration, give its name and the names and 
addresses of stockholders owning or holding 
1 per cent or more of the total amount of 
stock.) Howard Ehrlich, 63 W. Jackson 
Blvd., Chicago, Ill.; Chas. W. Forbrich, 53 W. 
Jackson Blvd., Chicago, Ill.; Frank A. Merkel, 
53 W. Jackson Blvd., Chicago, Ill.; R. Foote, 
Corn Exchange National Bank, Chicago, III. 

3 That the known bondholders, mort- 
gagees, and other security holders owning or 
holding 1 per cent or more of total amount 
of bonds, mortgages, or other securities are: 
(if there are none, so state.) None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the com- 
pany but also, in cases where the stockholder 
or security holder appears upon the books of 
the company as trustee or in any other 
fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, 
is given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do not appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner; and this affiant has no 
reason to believe that any other person, asso- | 
ciation, or corporation has any interest direct / 
or indirect in the said stock, bonds, or other | 
securities than as so stated by him. | 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise, to paid 
subscribers during the six months preceding 
the date shown above is (This information is 
required from daily publications only). 

Frank A. Merkel, 

Sworn to and subscribed before me this 
27th day of March, 1924. 

(Seal, ) Elsie E. 
(My commission expires Dec. 10, 


Stover. 
1925.) 





Westinghouse Electric & Manufac-; 
turing Co., East Pittsburgh, Pa.—A| 








YOUNG srownow'g, 


RIGID STEEL 





CONDUIT and FITTINGS 





The Steelduct Company 


Youngstown, Ohio 











GEDAR POLES 


Northern 
White Cedar 


T. M. Partridge 
Lumber Company 


Western 
Red Cedar 


Plain or 
Butt Treated 

















POLES 


NATIONAL POLE CO. . 


220 Broadway, 
New York 


San Francisco, Calif. 


PLAIN OR TREATED 


Escanaba, Mich. 


2844 Summit St., [ 
Toledo, O. 


Rialto Bldg., 




















NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


SEND FOR BOOKLET CONTAINING~ 
. VALUABLE > 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 











May, 1924 


THE J 


OBBER’S fR|SALESMAN 




















~~ 

~ 

- 
~ 
~- 
~ 
~ 
- 
~ 
= 
~ 
~ 
- 
~- 
~ 
~ 
~ 

- 

~ 
~ 
= 


A Handy “Vest Pocket 
Telephone Directory” 


Free to You and 


Your Trade! 


We particularly want every job- 
ber’s salesman to have one of these 
handy telephone memo books. 


They’re the handiest little things 
you ever saw. Slip into your vest 
pocket with just room enough for 
your pencil and fountain pen. 


For recording the telephone num- 
bers of your customers and pros- 
pects there’s nothing like them. 
Thumb indexed—numbers located 
immediately. 


And they’re available in practically 
any colored leather. 


A post card from you will start your 
copy on its way. 


We'd be glad to send your dealers 
a copy for their use. We'll send 
them with your compliments. Send 
us their names and let us help you 
make more sales. 


Ettco Products 
To Sell Your Trade! 


Armored Conductors 
Flexible Steel Conduit 
Flexible Non-metallic Conduit 
and other products in this 
classification. 


Eastern Tube & Tool Co., Inc. 
594 Johnson Ave. 
NEW YORK 


BROOKLYN 


| tween his teeth is S. A. 
| himself,” who makes sure that Thomas & 
| Betts are represented in this territory. 











Milwaukee Journal’s Radio 
Survey 
A survey of the radio situation in 
Milwaukee has just been completed 
and will soon be published in book 
form by the Milwaukee Journal. The 
survey shows the number of Milwau- 
keeans owning radio sets, the num- 
ber using home-made instruments and 
It further 
lists the broadcasting stations heard 


the various kinds in use. 


most frequently and most clearly in 
Milwaukee. 

An interesting section of the sur- 
vey has been devoted to the views of 
radio fans on the local broadcasting 
situation. 
a series of similar investigations cov- 
ering washing machines, vacuum 
cleaners, electric heaters and other 
household supplies. The results will 
be published in one large volume and 
will be sent without charge to manu- 
facturers upon request. 


* * * 


Reco Appoints Distributor 

Word comes from the Reynolds 
Electric Co., Chicago, that the W. F. 
Irish Co., located at 120 West Thirty- 
second street, New York, has _ been 
appointed distributor for Reco flash- 
ers, color hoods and flasher repair 
parts, as well as flasher motors, in 
the New York territory. 
stock is carried at all times. 


A complet: 








When you go calling on the jobbers in 
Boston you are bound to meet with one 
or the other of these two men. On the 
left with the big smile is “Billy Hend- 
rickson,” of “Ettco” products fame and 
on the right, gripping the briar firmly be- 
Imhof—“Steve 





The survey is a part of | 








Announcing— 


Wahle 
Daylight Unit 





Catalog Number WF150C 


In two finishes 


For kitchen use in white enamel. 
For commercial use in statuary 
bronze. 


Sales Points 


1. Glass supported by one screw 
with wing nut. 

2. Cross bar supported by two slot- 
ted knobs—easy to install. 

3. Knockout for metal molding and 
convenience outlet. 


> 


Knockout for Levolier switch. 
Mouthpiece for pull chain. 


Glass especially designed for 


Wahle Daylight Unit. 


now 


Be a Campaigner 


Cash in on the widespread effort 
better lighted kitchens. 
Start a little kitchen unit campaign 
of your own with the Wahle Day- 
light Unit. It sells because it is 
built 


UP TO WAHLE STANDARD 


+ SO 


ALBERT WAHLE C0. 


Incorporated 
224 Fifth Avenue 


NEW YORK 


toward 
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a PEIRCE 
190Wireholder 


‘ 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 
holders. 


— 


1. The Linemen like them because they are easy 
to install. 


2. The Superintendent likes them because he can 
depend on them to support the service wires un- 
der all conditions. 


3. The Manager likes them because of their low 
first cost, low installation cost and no main- 
tenance. 


4. The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 
or make rust stains on the building. 


Write for a sample to take with you on your next trip 
and see how easily it goes over. 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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LIKE the batteries themselves, Columbia 
Dry Battery advertising is canned lightnin’ 
on the go. 
vertisements. 





Chained lightning with a sure kick 




























for 


—motor boat 
ignition 

— gas engine ignition 

—tractor ignition 

— starting Fords 

— firing blasts 

— doorbells 

— buzzers 

— ringing burglar 
alarms 

— protecting bank 
vaults 

—calling Pullman 
porters 

—running toys 

—telephone and 
telegraph 

— lighting tents and 
outbuildings 

— heat regulators 

—electric clocks 

—radio “A” 


Columbia 
Dry B atteries 


a 
2 ‘ 






FIRE on the first spin and scoot away putt-putt-putt, with 
never a skip or miss. Columbias are sure-fire ignition. 





To be real sea-going, use the Columbia Hot Shot. Four or 
more long-lived Columbia cells in a water-proof steel case. 
Neat as a new skipper. Water-proof as a duck. Convenient 
to carry and a cinch to connect. It gives your engine greater 
power. 

After a Columbia has delivered fiery sparks all day it picks 
up new vigor overnight for next day’s hard running. 








Columbia Hot Shot Batteries 

contain 4, 5 or 6 Columbia 

Ignitors in series in a neat, 
water-proof steel case. 


Columbia Dry Batteries are sold by electrical, hardware and 
auto accessory shops, marine supply dealers, implement dealers, 
garages, general stores. Insist upon Columbias — Fahnestock 
Spring Clip Binding Posts on Columbia Ignitor at no extra cost. 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 
CANADIAN NATIONAL CARBON CO., Limited. Toronto, Ontario 











Columbias are sales speeders 


of blasting. 
Things move fast in these ad- 
They jump right into the 















SALESMEN: 


A great national 
advertising cam- 
paign is_ help- 
ing dealers sell 
Columbia Bat- 
teries. And in- 
tensive adver- 
tising in all the 
important trade 
magazines is 
helping you sell 
Columbias tothe 
dealers. This is 
a reproduction 
of the current 
advertisement in 
trade papers. 


motor boat engines, the resounding boom 


That is one of the many big reasons why 
Columbia Dry Batteries are proving the 








reader’s mind. They sell not only batteries, 
but the results that spring from Columbia 
Dry Batteries. 

In this advertising, appearing in the 
leading fiction, class and technical publica- 
tions, you all but hear the snappy command 
of bell or buzzer, the putt-putt-putt of 


quickest selling, best known batteries of 

all. There’s speed in Columbia Dry Bat- 

tery advertising, speed in the apparatus to 

which these fine batteries are hitched, speed 

in sales for the dealer who stocks—displays 

—pushes—sells—Columbia Dry Batteries. 
Ask your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, 


Canadian National Carbon Co., Limited 


New York—San Francisco 
Toronto, Ontario 


ENC., 





























ee | SS & 
OWN ak eek | ok oo es 
ae won 

















(A Full Page Advertisement on This Iron Appears June 7th, Saturday Evening Post.) 


At last you can. sell a professional type Marcel Waver—the very iron your trade has 
long wanted and often asked for, and you could not supply. It’s a duplicate of the 
iron the professional marcel wavers use in the best beauty shops—BUT IT’S ELEC- 
TRIFIED! J. S. you never could get an iron like this before—here’s your big chance. 
Heretofore, most Marcel Irons have either been expensive imported affairs or clumsy 
gas-heated irons. Our new Professional Type Iron is light, attractive and moderate 
priced. Instead of visiting a beauty shop for a new marcel every few days, the modern 
woman—flapper or grandma—can now “do” her hair at home quickly, expertly and 
economically by using the new 


Four trips to the beauty shop at $1.50 will ket is waiting for an iron like ours. Remember, 
more than pay for the new iron at $5.00. It too, that full page advertisements in the Sat- 


is backed by a two year unconditional guaran- 
tee which means a new iron if anything goes 
wrong. 


If you have real imagination—and you sure- 
ly must have to successfully sell electrical ap- 
pliances—you can see with that well known 
“half an eye” that the new “Hold-Heet” Pro- 
fessional Type Marcel Waver is bound to be a 
big quick seller. It cannot help it! The mar- 


urday Evening Post are going behind this new 
number. The first full page advertisement will 
appear June 7th. Get your orders in right away. 


Your trade will jump at this “Hold-Heet” 
Marcel Waver because they know that it 
means sales-turnover. Better tell the “Chief” 
to look into this new number of the “Hold- 
Heet” family. It means a lot to both of you. 


Six Other Curlers—All Good Sellers 


Besides the “Hold-Heet” Professional Type Marcel Waver there are six other Hold-Heet 
Curlers to meet any hairdressing requirement at aprice to fit any purse. Two of the five numbers 
have rosewood handles—the niftiest curlers you 
ever saw! And then of course there is the famous 
“Flapper”—the largest selling curling iron in the 
world. The curling iron season is right here. Make ] f) 
it help you fatten your order book. “Hold-Heet” d 
is the answer. As Life says: “Obey that Impulse!” 


RUSSELL ELECTRIC COMPANY 


The World’s Largest Manufacturers 
of Lamp Socket Heating Devices 


340 W. HURON ST. 


CHICAGO, U. S. A. 








